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11 short words tell you the best thing 

that’s ever happened in the socket screw 
industry. It’s Holo-Krome’s Same-Day Service*— 
a service never before enjoyed by socket screw 
distributors or users! If you are not a 
Holo-Krome distributor, H-K’s Same-Day Service 
is well worth investigating. Find out today 

if your territory is open. 


*All Standard Catalog Items 


e—-" HOLO-KROME 


SAME DAY SERVICE 


THE HOLO-KROME SCREW CORP. @ HARTFORD 10, CONNECTICUT, U.S.A. 
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Merry Christmas, Prosperous New Year!.. . 
An editorial 


Capital Investment Expenditures for 1956.. 82 
Economics Dept. forecasts what's aheod for business 


Sell Soundly and Give Attention to Details. . 
Winston-Salem salesman made sale, you can read 
about it interview-style 


Industrial Department Divorced from 
Other Units 
Sales and Service increased at Richmond, Ind., firm 


What's Wrong with Supplier Sales Stories? 90 
Hartford sales manager sounds off—then 
manufacturers state their case 


Meet Specialized Competition with 


Specialists 
Planning is stressed by Portland, Ore., distributor 


“Il Read for the Facts and Throw Away 
the Puff” 
Paterson salesman tells what kind of reading 
helps and why 


if You Saw This on a Buyer's Desk 
Three salesmen tell what they'd do about it 


100 Ways to Save Your Profits 
Salesmen from Florida to Oregon attack 
big problem of 1955 


Index of Industrial Distribution Articles... . 
Here's what appecored in ID from July through 
December 


Clarkson's Course in Industrial Distribution. 
A report on progress thus for shows that “‘growth" 


is the word 


Paperwork in Transportation 
Second article in series discusses bill of lading 


Confessions of a Former Purchasing Agent. 108 
Rockford P_ A -turned-salesman has sound basis for 


his opinions on salemen 





SOUND SELLING 





Couple it with attention 
to details and it leads to 
satisfying sales. For a case 
in point, turn to page 85 
and see how it’s put into 
practice by a Winston- 
Salem salesman 


SEPARATION 


+ 


[It paid off in sales and 
service when a Richmond, 
Ind., firm made its indus- 
trial department an inde 
pendent unit. You'll read 
all the details on page 88 





WHAT'S WRONG? 





With supplier sales stories 
that is. Hartford sales man 
ager gives the distributor's 
viewpoint — manufacturers 
counter with their com 
ments. The whole story is 
on page 9 





REGULAR FEATURES 


You Said it 

Talk of the Trade 
Product Quiz 
Supply Sales Trends 


Outlook for Business 
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TRY HIM FIRST 


Your Bunting Distributor carries in 
stock for your money saving con- 
venience completely machined and 
finished Bunting Standard Stock 
Industrial Bearings, Electric Motor 
Bearings and Precision Bronze Bars 
in a complete range of sizes, meeting 
all your usual production and main- 
tenance needs. You will find him 
listed im the classified section of 
your telephone book—most likely 
under the heading Bars, Bronze or 
Bearings, Bronze. Your Bunting 
Distributor is an industrial distrib- 
utor or a specialist in certain indus- 
trial items. He has been especially 
selected for his responsibility and 
his understanding of bearing re- 
quirements. Ask him for the Bun- 
ting Catalog or write. 


/ 


hat 


bie: 
] | ™ 
“te as 
a 


Dst ve 
bearing 


Once upon a time all Bunting Standard Stock 
Bearings were “special” bearings—made to order. 
They originally cost many times what you pay your 
local Bunting Distributor today for those you may 
need for machinery maintenance. A Bunting 
Standard Stock Bearing will fit literally countless 
applications. It is the quick low-cost, satisfactory 
solution to almost any bearing problem. 


Santry 


BRONZE BEARINGS © BUSHINGS © PRECISION BRONZE BARS 


THE BUNTING BRASS AND BRONZE COMPANY 
TOLEDO 1, OHIO 
BRANCHES IN PRINCIPAL CITIES 
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RIGHT CHAIN CHOICE KEY TO LONG LIFE 


Ewart Detachable Link-Belt—for drives up to 350 feet per minute, 
loads up to 20 horsepower where operating conditions are favorable 
to open hook design. Also for light conveyor service—large variety 


of attachments available. 





Class 400 Pintle Chain—for drives up to 450 feet per minute, loads 
up to 40 horsepower. Closed pin joint construction provides greater 


strength than Ewart detachable 


. also for conveyor service 





Class SS Bushed Roller Chain 


1000 feet per minute, loads up to 


for moderately heavy drives up to 
0 horsepower. Steel construction 


makes it ideal for extremely rugged service 





Class RC Roller Chain—precision built, most popular for drives 


up to 2500 feet per minute, loads to 1500 horsepower 


Multiple 


widths for higher horsepower. Also available with conveyor attach- 


ments of many types. 





Silverstreak Silent Chain—for high speed drives up to 4000 feet 
per minute, power requirements from fractional to 2500 horsepower 
Carefully contoured links engage wheel teeth with minimum impact 
assuring smooth, quiet, efficient operation. 


*For other important factors to consider consult catalogs 





Screws 


Spouts & Gates 


Interchangeable Screw Conveyor Components Easy to Install 


Thanks to the accurate manu- 
facture of Link-Belt screw con- 
veyor components, all parts 
can be readily assembled .. . 
function smoothly, dependably 
in combination . . . contribute 
to efficient performance of the 
overall installation. And they're 
ruggedily built to withstand 
severe conditions. 

Operating effectively in hor- 
izontal, inclined or vertical 
positions versatile, com- 
pact Link-Belt screw convey- 





LINK-BELT COMPANY 
Plants in 

Indianapolis + Philadelphia 
Chicago « Atlanta « Colmar, 
Pa. « Houston + Minneapo- 
lis * San Francisco + Los 
Anacles - Seattle 19.901 

Offices in Principal Cities 











ors are readily adapted to con- 
gested locations. Their sim- 
plicity of construction and 
supports permits installation 
flexibility with assurance of 
efficient operation. 

Screw conveyors have a wide 
range of application. They 
handle light or heavy mate- 
rials—fine or coarse, granular 
or flaky, hot or cold, wet or 
dry, sluggish or free-flowing. 

Important features include: 
accurately formed flighting, 
uniform diameter; wide range 
of hangers; versatility in dis- 
charge opening locations; 
choice of spouts and gates; ful- 
ly integrated drives; and accu- 
rately fabricated troughs. 

Book 2289 details the com- 
plete Link-Belt line of screw 
conveyor components . . . in- 
cludes dimensions, selection 
and other data. 





Complete Link-Belt 
Line Contains Right 
Answer to Any Need 


Different drive and conveying 
jobs subject chain to varying 
conditions, requiring individ 
ual design characteristics. And 
the problem of 
finding the right 
chain built 
with extra du 


Meeting 
ja Pring ability where 
it counts most 


is answered in the complete 
Link-Belt line. Moreover, this 
specialization is extended even 
further by an infinite variety 
of attachments 

The importance of correct 
selection is proved in count 
less installations to which 
Link-Belt chain has contributed 
longer life and reduced costs 
Regardless of the type of serv- 
ice, you'll find Link-Belt chain 
on the job in every industry 

In addition to roller and 
silent chain, the Link-Belt line 
includes cast, combination, 
forged and fabricated types 
For specially severe conditions, 
many are available in Promal 

a metal of exceptional 
strength and fatigue resistance, 
developed by Link-Belt for 
abrasive, heavy-duty service 

Link-Belt also makes a com 
plete line of matching cast and 
cut-tooth sprockets in types, 
sizes and metals to meet every 
requirement. They're a valu 
able aid to long chain life 


* Sales 








Parallel Shaft Drives Best for Shock Loads 


For heavy-duty service, where 
shock loads are encountered and 
continuous operation is desired, 
Link-Belt Parallel Shaft Gear 
Drives are a “natural.” From 
a complete line of single, dou- 
ble and triple reduction drives 
you can satisfy all require- 
ments. 

Outstanding among their 
construction features are pre- 
cision-machined gears, rigidly 
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supported shafts, ball and roll 
er bearings, grease-lubricated 
seals, automatic splash lubri- 
cation, tandem type construc 
tion, maximum parts inter 
changeability, magnetized 
drain plugs, effective breathers 
and many others. Book 2619 
covers complete selection data 
on the entire line—up to 2000 
hp, ratios up to 300:! and 600 
output rpm 
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The Cover 


The coach-and-four featured on our cover 
is not a candidate for a “model of the 
year” award. After all, it isn’t a two- 
toned, hardtop convertible with auto- 
matic drive and chromium trim. But it 
does claim kinship with the tradition and 
timelessness of the holiday season. So, 
here are our very best wishes for an old- 
fashioned Merry Christmas! 
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Sell PROTOs Comfortable 
Hand/eze Pier Grips 





Give your customers more hand comfort with these 
colorful vinyl plastic plier grips—and add to your 
profits. Handeze grips slip on easily, fit snugly, are long- 
wearing. Three sizes fit most pliers. And many PROTO 
Pliers come already equipped. See your jobber right away. 


More profits for you because more 
sales! More sales because your custom- 
ers will find the exact plier for a particu- 
lar job in PROTO’s huge line of power- 
ful, professional-quality pliers—standard 
types, slip-joint, midgets, side cutters, 
end nippers, and a host of special-pur- 
pose pliers. 

All are sturdily made of fine alloy 
steels, have good “feel”, powerful lever- 


Eastern Warehouse and Factory, Jamestown, N.Y. 


Canadian Factory, London, Ont. 


‘ 


FESSIONAL 


PR 


age and positive-grip handles. To get a 
better grip on your profits, order from 
your jobber today! 

Send for catalog of entire line to 
PLOMB TOOL COMPANY 

2215Q Santa Fe Ave. 

Los Angeles 54, Calif. 
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First 
IN 
POWER 
TRANSMISSION 
MACHINERY 








Mishawaka, Indiana 








FOR DODGE 
TRANSMISSIONEERS 

















PROFITS GROW AS LINE EXPANDS 


ANNOUNCED 
IN FEBRUARY- 


Here is a striking example of how quickly Alertness by Dodge in 
new Dodge products are turned to profit market opportunities, and advanced engi 
neering in the development of improved 
products to capitalize those opportunities 


uncovering new 


by Distributors. 


The advertisement announcing the new t 
Size No. 8, 60 hp Torque-Arm Speed Re- | PY off handsomely for Distributors . 
ducer appeared in February issues of in- and build consistently increasing value into 


dustrial publications. the Dodge franchise 


Because of their outstanding advantages 
Dodge Torque-Arm Speed Reducers have 
| provided exceptional sales opportunities to 
Dodge Distributors. Dodge Torque-Arm is 
America’s most complete line of shaft 
|mounted speed reducers, with sizes from 
|1.3 hp to 60 hp at 100 rpm. What this 
|means in immediate profit possibilities is 
| dramatically illustrated in the article in the 
| column at the left, entitled “Announced in 
February—Turned Into Profit in April 


Among the many important Dodge de- 
velopments of recent years was the intro- 
| duction of Taper-Lock, “the simplest, surest 
| means of fastening wheels to shafts.” Applied 
|first to a comprehensive line of sheaves 
| Taper-Lock bushings have been incorporated 


ans 


NEW PRODUCTS ADD VALUE TO THE 
DODGE DISTRIBUTOR FRANCHISE 


in an increasing number of products, 
including couplings, solid steel conveyor 
pulleys, 


| sproc kets. 
the recently introduced Flexidyne dry fluid 


chain couplings, and 


couplings. 

Che interchangeability of these bushings 
makes it possible for manufacturers to 
standardize on Taper-Lock, and thus to 
reduce down-time on production machinery 
by making quick changes. Dodge Distrib 

tors find this advantage 
sales possibilities 


basic widens 

Other important additions to the Dodge 

ne in recent years have been SCM Ball 

rings, the All-Steel Dodge-Timken Pil 

v Block, the Air-Grip Clutch and Flexi 
lyne, the dry fluid drive. 

Introduced this Flexidyne 
drives and couplings have brought thou 
sands of from 
types. Because Flexidyne provides a new and 
to handle many difficult drive 
problems, new applications for this product 


week to week 


early year, 


inquiries industries of all 
better way 


uncovered from 


being 


-TURNED INTO PROFIT IN APRIL 


On Mar« h 25 Dodge received an order 
for one of the new big size reducers from 
a mid-west distributor. In April the re- 
ducer was shipped and delivered by the 
distributor to its customer, a prominent 
engineering company, for installation on a 
new sand and gravel conveyor. The illustra- 
tion at the right shows the Dodge Torque- 
Arm Speed Reducer installed on the head 
end of the conveyor 





SCHOOL INCREASES 
SALES EFFECTIVENESS 


Another faetor in increasing the value of 
the Dodge franchise is the School of Trans 
missioneering. In the 12 full years of the 
school’s operation, 1325 distributors sales 
representatives have received a full week 
of instructions at the Dodge factory cover- 
ing the complete line of products. As gra- 
duate Transmissioneers, these men are 
qualitied to serve customers’ needs more 
effectively and thus increase sales. Dates 
for Spring term will be announced soon 
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SELECTIVE DISTRIBUTION : dis- 


tributors want selectivity but don’t 


practice it says 


manufacturer; 


distributors give their viewpoint 


Manufacturer Says: 


I have to laugh about distributors talking about selective distribution. 
I think it’s a wonderful idea and frankly we have fewer distributors than 
any other manufacturing concern in our category, because it has been 
my policy to try and sell through selective distributors. But do the dis 


tributors follow the same policies? 
can get their hands on. 


Hell no. 


So if the distributor wants the manufacturer to 


They sell anything they 


sell selectively, he has got to sell selectively himself, select a minimum of 
selective lines and sell their supplies, do a good job and his profits 


will increase. 


-In conversations with distributors we repeated this manufacturer's 
view and here is what distributors had to say: 


SEATTLE, WASH. 


Basis for Loyalty 


The fellow has quite a thought 
and I concur. Based on my own 
experience as a salesman and as a 
distributor, I would say that if the 
manufacturer is selective, the dis- 
tributor should also be selective. 
My own policy is based on such 
thinking. If you do otherwise, you 
can’t get any loyalty. 

J. D. Danperc 
President 
Chain Gear, Inc 


Pawtucket, R. I. 


Too Many Masters 


I have many offers every day from 
manufacturers’ representatives who 
want me to take on lines I know I 
could probably make a buck on. 
But we are trying to reduce the 
number of lines we carry, so that 
we can concentrate on our bread- 
and-butter lines. 

If a manufacurer is foolish enough 
to put in his line, or keep it in, with 
a distributor who is handling com- 
petitive lines, he deserves the re- 
presentation he gets. You can’t serve 


too many masters. We are selective 
and we try to do a good job for a 
select group of manufacturers. 
Watrer S. ScHWANER 
President 
Industrial Specialties Co. 


Lirrite Rock, Ark. 


Two Way Street 


That works both ways. There are 
darn few manufacturers left who 
sell selectively. Many, like this fel- 
low, say they sell selectively but, 
when it comes right down to it, how 
many really do? It’s like the old 
alibi of distributors: “We don’t 





Conrrisutions to “You Said It” 
are welcome from all readers. Write 
on any topic you like; we'll publish 
it and, if you do not want to be 
identified, you can rest assured that 
we know how to keep a secret 

Now’s the time to get that gripe 
off your chest—now’s also the time 
you should speak up with your ideas. 
Let’s have ‘em. 

Just send your letter to the 
You Saw Ir Eprror, Inpusraiar 
Disraisvtion, 330 West 42nd St., 
New York 36, N. Y 

The Editors 
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Industrial Distribution 


You Said tt 


cut prices, we just met some other 
fellow’s quotation.” 

It wasn't too long ago that a port 
able electric tool manufacturer 
started calling on us. 
why he kept calling on us because 
we have a line of portable tools 
One day I asked him and he told 
me that it was his firm’s policy nov 
to sell to anyone who'd buy \ 
short while after that we were asked 
to bid on an order that specified 
that manufacturer's portable tools 
We got in touch with the manu 
facturer and he told us to go ahead 
and bid. We did submit a bid but 
we didn’t get the order because the 
manufacturer took it direct at less 


I wondered 


than our cost. 

Yes, I doubt that there are many 
left who do have a selective policy; 
most manufacturers never did give 
proper support to such policies 

J. K. Lewss 
Vice President 
Hollis & Co 


LONG Ist AND ( ITy, N, Y 


Touche 


He’s right as rain, and that’s why 
our firm has single-line distribution 
If you sell competing products of 
four or five manufacturers, you can 
not be loyal to any one of them 
But I'll admit that doing it this way 
is the hard way. When you dis 
tribute A Co.'s line and your cus 
tomer asks for B Co.'s competing 
line instead, the easy way is to go 
ahead and get him what he wants 
Otherwise you are inferring that 
you know more than the customer 
about what he needs. It’s up to the 
distributor to try his hardest to 
change the customer's mind when 
he asks for a competing line. After 
all, this is the real test of his sales 

(Continued on page 10) 





TO JOP OFF A GREAT YEAR OF NEW PRODUCTS... 


ATs) 4calalcisiciam liliaele iiss 


FAMOUS LUNKENHEIMER QUALITY 


This great new line of Lunkenheimer Bronze Globe Valves with 
Brinalloy® seats and discs revolutionized the valve sales picture for 
Lunkenheimer Distributors in 1955. LQ 600 enabled them to win new 
business by selling accounts they had never sold before. The demand 
for LQ 600 Valves is tremendous. . . and it’s still growing! 


Lunkenheimer pioneered again in 1955, with Luncor PVC 
Valves, the first all-PVC valves designed and engineered by a 
valve manufacturer. Lunkenheimer Distributors had the advan- 
tage of introducing a second great new product in one year 
Repeat sales of Luncor Valves and Fittings are growing steadily, 
opening a profitable new market to Lunkenheimer Distributors. 


PLUS All This Lunkenheimer Support For Distributors 


Lunkenheimer has given its distributors all-out support every step 
of the way in 1955 with a powerful campaign of coordinated trade 
magazine advertising, publicity, and sales promotion. LQ600 and 
Luncor were both launched with big coordinated promotions that 
have been followed up throughout the year. In line with Lunken- 
heimer’s policy of “Distribution through Distributors,’ Lunken- 
heimer advertising has done a thorough job of pre-selling the market 
for distributor salesmen, and directing business their way. 


LU WN a 
Pare AON E 
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SOLDER-END VALVES 


Now Lunkenheimer offers you a profitable new line . . . 
Solder-End Valves in Gate, Globe, and Swing Check 
patterns for copper tubing installations. 

This new Lunkenheimer Solder-End Valve line pro- 
vides the same outstanding design features and materials 
as famous Lunkenheimer Screwed-End Bronze Valves. 
Only the ends have been changed—-precision bored and 
machined for solder installation in the Lunkenheimer 
tradition of fine workmanship. Gates and Checks are 
rated at 125 lbs. S.P., 200 lbs. W.0.G. The N-M-D 
Globe is rated at 150 lbs. S.P. and 300 lbs. W.0.G. 





TN 


vu vi Vain 


Non-Slip® Handwheel assures 


tight closing 
Fig. 2131 


Rising Stem Gate 
Double Wedge Disc 


' 


Hex Head Gland for easier repacking 


NV" 


y 


Famous Stemalloy® Stem. . . millions 
in use—nota single failure 


\ 


Extra Deep Stuffing Box 
reduces servicing 


Repacking Seats above stem threads 


w/in 


Body and Bonnet of dense, close-grained, 
corrosion-resistant bronze 


» = BRONZE 
STEEL 


NAME IN Va YY Ge 


\-655-20A 
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SUPREME PRODUCTS, INC. 


10 


Thor . . another great 


toolmaker who puts Supreme Chucks ‘‘up fron 


fo assure finer performance 
Thor Portable Power Tools are pro- 
duced with the sincere intention of 
giving America’s tool buyers the 
finest performance qualities pos- 
sible. With this in mind, the man- 
agement has elected to equip more 
and more of their output with 
Supreme Brand Chucks. 

rhor, like other power tool mak- 
rs, have found that they have a 


2222 S$. CALUMET AVE., CHICAGO 


finer product to sell when there’? 
Supreme Chuck up front. Tool 
buyers everywhere will do well to 
follow the leaders and specify 
Supreme on new tools—insist on 
them for all replacement use. 

An industrial distributor near 
you can give you the full story 
on extra quality Supreme Brand 
Chucks. 
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| form, they're out. 
| a fact that there’s no price cutting 


16, WL. 





You Said It 


(Starts on page 7) 





manship and his conviction that 
the line he sells will out-perform 
the others. He has factory engineers 
to help if he needs them—he can 
run tests—he has every opportunity 
to prove his point. If he doesn't 
fill the need and get the order, it’s 
nobody's fault but his own. 
Unfortunately, we have observed 
that relatively few distributors in 
our area will refuse to take orders 
for competing brands. | think 
single-line distribution is further 
advanced in other sections of the 


| country. 


If this manufacturer is talking 


| about our area, he has hit the nail 


on the head. 
Joseru Broscu 
Vice President 
Mid-Island Supply Co. 


Munctie, Inp 


| Manufacturers Set Pace 


I suppose that’s true. Frankly, 


| we're much in favor of the selective 


distribution idea. Most manufac- 


| turers alibi that they can’t control 
| selective distributors—which I don't 


believe. 

I can name one valve manufac 
turer who has absolute control over 
his distributors—if they don’t con 


And I know for 


on that manufacturer’s line. 
As far as the distributor selling 


| selectively himself, we don’t believe 


in selling competing lines, and we 
think there are very few cases of it. 
| think any distributor who handles 
ompeting lines isn’t helping him 
self a bit, because he doesn’t have 
a main line that he can go out and 
make a sales pitch on. A distribu- 


tor can’t honestly represent a manu- 


facturer when he handles compet- 
ing lines. 

And another abuse which results 
from this practice—a distributor will 
push a main line, make his quote 

Continued on page 14) 





Efficiency in Cutting-ofb is Important 


Practically all machining operations start with pieces cut- 
off from bars or billets. Hence, inefficiency, or lack of capa- 
city, in the cut-off department can hold up or stagnate the 
entire plant. 





Efficiency of tting-off 
S$ measured by 


Are all-ball-bearing and provide a , peccwne secet 
quick return; therefore they run : 
FASTER than others on the same FEEO PRESSURE 
work C LABOR Time 
Can apply as much as 1200 pounds BLADE COST 
feed pressure—two to ten times as oumnney 
much as other hack saws and band — 
saws. 

Are fully automatic, requiring no 
more operator attention than an auto- 
matie screw machine; and set-up for 
any bar size and cut-off length is 
extremely simple. 

Use a non-breakable high speed 
hack saw blade—the type of saw 
blade that produces the greatest 
number of square inches of metal cut 
per dollar cf blade cost—two to ten 
times (or more) as much as any 
band saw. 

Because of their exceptional sturdiness, ball bearing 
reciprocating frame, ability to tension the blade 
“truly taut”, their accuracy is dependable 








If you are not using modern, improved MARVEL NO. 6A and 9A production 
hack sows, coll the local MARVEL Field Engineer and get his production 
and cost estimates on your work—to compore with your experience records. 


THE MARVEL 

NO. 6A AND 9A 
HEAVY DUTY HACK 
SAWING MACHINES 





uracy In Meta! 


{Length 
| Straight tness 


\Squereness 





eT eee Se The composite MARVEL High-Speed-Edge 
Squareness / \ Blade Tavtness Hack Saw Blade—cuts any machinable mate- 
rial efficiently. There is no time lost chang- 
ing blades for different types of steel; no 
time lost replacing shattered blades, because 
MARVEL High-Speed-Edge Hack Saw 
Blades are positively unbreakable. These su- 
perior blades have the finest high speed steel 
cutting edge welded to a strong alloy steel 
body. They will stand-up under the highest 
speeds and heaviest feeds attainable on any 
make hack saw. Can be safely tensioned 
tauter than any other blade—cut-off not only 
straight but also square and with less stock 


loss. 





Write for catalog C-55—showing 
ond describing eleven different 
series of Metal-Cutting Sawing 
Machines and MARVEL-High-Speed 
Edge Hock Sow Biodes ond Hole 
Sows 


ARMSTRONG-BLUM MFG. co. 5700 West Bloomingdale Avenue © Chicago 39, U.S.A. 
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THE MOST COMPLETE PACKAGE AROUND! (1). RED-E Anti-friction Precision GRINDER Centers 


A size and taper for every make grinding machine 


(2). RED-E Anti-friction Precision LATHE Centers 

A size and taper for every make Lathe, Turret Lathe, 
Milling, Spinning, Railroad, Gear Cutting and Screw 
Machine 


(3). RED-E Precision SOLID Centers 

Tungsten-Moly type steel. Rockwell C 64-65. Magna- 
flux assures safety. Over 50 taper sizes in fulls, halves 
to fit every make machine. 


(4). RED-E Precision CARBIDE TIPPED Centers 
Super-hard tungsten carbide with extreme density to 
assure maximum wear resistance. Rockwell C 77-78 
Securely brazed to a tool steel shank. 


(5). REDE Specials 
Only RED-E has the experience and know-how to 
make a precision Center for a specific need. 








(6). Repairs 
Repairs and replacements get the same engineering 
treatment as new Centers. Fully guaranteed. 


(7). RED-E Grinder Dogs 

The RED-E complete line of Balanced Grinder Dogs 
are exclusive designs for holding the work better... 
makes changes faster. Approved by the Safety Council. 


(8). BRIDGEPORT Centers 


A full line of low priced centers. 


(9). Relationship 

You can’t beat the Ready Tool-Distributor relation- 
ship. Plenty of sales aids, printed matter, engineering 
data and service. Printed sales agreement protects you 
all-the-way. 


STOCK ‘EM All... 
QUICK PROFITS AWAIT! 


: af [001s 
563 IRANISTAN AVE 














Here -is the one complet: 


package that will reap more 
Center sales, for at last, your 
Center stock is rounded out 
to meet every need every 


price range! 


Yes, we repeat in every 
price range, for now the New 
Low Priced Bridgeport Line of 
Centers rounds out our mer 
chandising program to meet 
the need for both ultra pre 
cision and general purpose 


Centers of every description 


With this package on your 
shelves, you become, unque: 
tionably, the Orne Source for 
All Centers. Ready Tool Com 
pany products are sold 
through Industrial Distributors 

stocked by selective dis 


tributors only 


On your company letter 
head. write for your Free 
sample of the New Low 
Priced Bridgeport Center 
Get the whole packads 
story today 


SINCE 1908 


_BRIDGEPORT 5, CONN 


( 


CENTERS 


Now, Ready Tool goes all out to give you a low priced line 
of engineered, ruggedly built, general purpose Centers 
with a designed-in accuracy for all 10 and 12 inch lathes 
.--all machines with a #2 or #3 Morse Taper. Engi- 
neered and manufactured by RED-E ... the world’s 
largest rnanufacturer of Centers. Specialists Since 1908. 


“/wo TYPES TO MEET THE NEED 


ABEC—3 specifications, Angular Contact, Preloaded, Double 
Row Ball Bearing. The type of bearing that provides the best 
general duty mounting for combined radial and thrust Icads 


os 


STANDARD POINT—Shank Type. A one piece head construction 
with a tapered shank. #2 or #3 Morse. The point size is 
point to %”. 


BULL POINT—Shank Type. A one piece head construction with 
a tapered shank. #2 or #3 Morse. The bull point size is 4 
to 3”. 


A ye | 


‘ 


Ready Tool Co 

563 Iranistan Ave. 

Bridgeport 5, Conn 

0 I would like to see a FREE sample of the new Bridgeport Center 


C) Please heave a representative call 


(€) Please send me literature and a copy of the RED-E Sales Agreement 


Company 

Name 

Address 

City Zone State 


(Please make requests on company stationery only ) 











: “At Christ 
’ fessor SaY5 At Mas 
The “e" ase all of your friends” f 


Building Friends is Business — 
Christmas is for Remembering Friends 


og 


f 


Dept. ID-12 


DURKEE-ATWOOD 
COMPANY 


DURKEE 
ATWOOD 
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You Said It 


Starts on page 





but leave off the manufacturer's 
name. If he’s overbid, he can send 
out an inferior line—and that’s been 
done 
But make no mistake, I'm for 

selective distribution. 

Cuarues F. Price 

President 


The Knapp Supply Co., Inc 


SPOKANE, WASH. 
We Spread Too Thir 


Chere are a few lines where the 
cost of handling and the cost of 
selling is admittedly high, and | 
believe that some of these lines 
ould offer a wider spread for the 
distributor 

But generally speaking, I'm in 
clined to agree with this manufac 
turer Distributors, in general, 
spread themselves too thin in an 
attempt to build up volume and 
cannot physically, or any other way, 
devote concentrated attention to 
the profitable lines. Give a sales 
man a big catalog and press him 
for volume and no doubt you'll get 
olume from him but not gross 
profit. And there’s the question of 
operating and selling costs which, 
wl 


lines, are hard to gauge. 


xen you're spread over a lot of 


[he answer, as I see it, is greater 
selectivity in the choice of lines to 
be handled from the viewpoint of 
what can be sold and what, on the 
average, will yield a satisfactory 
return—enough diversification to 
enable a customer to order several 
things from you that he can use to 
keep the sales per call ratio in line, 
at the same time enabling a sales 
man to build up selling proficiency 
in all his lines. The squawk over 
decreasing profits is only a symptom 
of the times 

R. J. Towns 

President 

Town Equipment Co 
Continued on page 18) 





Everybody talks about 


QUALITY— 


At “CHICAGO” we DO something about it! 


e Metallurgical Contro! of raw materials 

© Statistical quality control regulates all manufac- 
turing operations 

@ Carbon restoration method of heat treatment 
eliminates decarb on heat treated products. 


Chicago Screws will assemble faster, with fewer 
rejects, and with a measurable reduction in 
costs. 

Progressive action plus better methods of 
manufacture have kept “Chicago” out in front 
for 83 years. 

Our merchandising policy is based on com- 
plete co-operation with the Industrial Supply 
Distributor. Our specially trained sales force 
operates in conjunction with the distributor's 
sales organization to help develop more sales 
in your territory. Write for details. 


The complete Chicage ‘‘Safety Plus™ line includes in alley steel: Socket Set 
Screws * Socket Heed Cop Screws * Socket Stripper Bolts * Squere Head Deg 
Point Set Screws * Socket Pipe Plugs * Flot Heed Socket Cop Screws * Dowel Pins 
Mn gh eK RR. AE Rf A EK 
The lime of Stondord Products includes: 

ond Grode 5, heat treoted, ole in 
Squore Headless Set Screws * Teper Pins * 

Srode '* Plat tnd Fillister Hood Steel Cap Screws * Monagen Mute in stock 

bross ond stomnless. 
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Customers rely on Morse 


downtime, give them 


Ajax Electric Salt Bath Furnace, interior view drives (attached to visible sprockets) convey 
from end. Main roller chain drives lie parallel fixture carriers from bath to bath, each at a 
slong furnace bed. Nine separate transfer chain fixed speed which varies with each step. 


Left) Workman inspects processing baths beneath conveyor 
system of Ajax Electric Salt Bath Furnace. Nearly a half mile of 
roller chain drives keeps materials moving with clock-like pre- 
cision through the various steps of the process. 


“We've worked with Morse Chain for 14 years, 
and have never experienced a breakdown of this 
product during that period. And, in our complex 


| a 4 —— 
| “Morse gives us excellent results” | 
| | 


installations of electric salt bath furnaces, Morse 
is giving us excellent results.” 


~~ 2 - 
CP pL ps likitred, 


Field Engineer 


| Ajax Electric Co. 
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Rolier Chains to cut 


flexible, dependable power 


“No breakdown in 14 years with Morse Chain” 


—says Ajax Electric Company Engineer 


The Ajax Electric Co., Philadelphia, manu- 
factures custom electric salt bath furnaces, 
used to temper metals used by the automotive 
and metalworking industries. These furnaces, 
which automatically transfer materials 
through as many as nine separate processes, 
use roller chain for power transmission. 


Alkali cleaner, molten salt, steam—all are 
used in the process. Each is a potential threat 
to the more than 2000 feet of roller chain 
used in one of these Ajax furnace lines. Yet, 


Operator hangs metal parts to be “martempered” in 
Ajax furnace line on fixture holder. Chain and sprockets 
in foreground point out ease of adjustment. By chang- 
ing sprocket diameter, or addition or removal of links, 
timing of drive can be altered at any time 


MORSE CHAIN COMPANY « 


MORSE 


INDUSTRIAL 


for 14 years, drives like these have performed 
efficiently and dependably, with not a single 
breakdown! (Read statement on left page. 


Morse Roller Chain instantly adaptable 


Ajax furnaces involve timed “dips” of the 
metal parts to be hardened. These periods 
will vary. By simply changing the number of 
links in a chain drive, or the diameter of the 
sprockets, each step in the process can be 
speeded up or slowed. 


Your customers, too, can get this superior 
power transmission with Morse Roller Chains 
Precision-made in all standard sizes and 
pitches, there is a wide variety of standard 
and special-purpose attachments available 
to meet specialized requirements 


These quality Morse Roller Chains are only 


one product in a complete line of power 


transmission equipment that is handled by 
Morse distributors, including: Morse Silent 
Chain, HY-VO Chain, Sprockets, Clutches, 
and Couplings. For more information on the 
complete line of Morse products, get in touch 
with us, today! 


Check the Advantages of 
Dealing with Morse: 


Complete line of products 
Wide range of stock sizes 
Quick delivery 

Extensive advertising support 


Expert engineering services 


SALES DIVISION « ITHACA, NEW YORK 


CHAINS, CLUTCHES, 
ANC COUPLINGS 


INDUSTRIAL DISTRIBUTION « DECEMBER, 1955 





AV 


ooK 


AT THE PACKING 
AND STORAGE 


CONVENIENCE 


HI-CAP BUCKETS can be nest- 


are spaced on standard centers 
and will replace most other 
buckets. 


FORT WORTH STEEL & MACHINERY CO. ForT WORTH 


DEPT. 112, 3600 McCART ST. 
FORT WORTH, TEXAS 


CHICAGO + ST. LOUIS * KANSAS CITY ~ HOUSTON + MEMPHIS 
ATLANTA * JERSEY CITY «+ LOS ANGELES + SAN FRANCISCO - DENVER 
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You Said It 


t ve 7 
Starts on page 





Lone Istanp Crry, N. ¥ 
Inconsistent Policies 


Some manufacturers start out 
selling selectively. Then what hap- 
pens? The manufacturers decide 
that the distributors are making too 
much money, and they proceed to 
take some of it away for themselves. 
l'hey go after volume at the expense 
of the original distributors who have 
spent a lot of time and money to 
promote the line. 

We had this happen when a sup 
plier started us with a certain line, 
then added five more distributors 
in the territory as soon as we had 
the ball rolling and had spent a 
good deal of our own cash promot- 
ing the line. 

(he contract with distributors is 
generally on a year-to-year basis, so 
the supplier cannot be tied down. 
He has the distributor, particularly 
the small distributor, over the 
barrel. If the manufacturer would 
share some of the risk, and put him 
self over the barrel too, he'd get 
more cooperation. 

Hersert G. Haupt 
Vice President 
Haupt Paint & Hardware Co 


Provipence, R. | 
Customer Overlooked 


One thing this manufacturer has 
overlooked—it is the distributor's 
customer who influences what the 
distributor handles. If one of our 
good accounts on cutting tools 
wants to give us his business on 
brooms, mops and pails, we're 
not going to tell him to go else 
vhere. He thinks of us as a distribu 
tor stocking those maintenance 
upplies he uses. Why not serve him 
ompletely in that capacity? 

We do concentrate our main 
efforts on selective lines but what 
ever our customers want, we will 
try to handle. 


A Disrrisuror 











Were putting our “KNOWS” in your business 


Quality Control at Allen 
Is a Powerful Selling Tool for YOU! 


Quality control here at Allen puts 
sinews into your selling! Your long- 
time Allen customers know Allen 
quality so well that they probably 
take it for granted. They can — but 


we don't. 


Quality control here begins with 


raw materials; they're right, or we 
don't use them. Tools and gauges 
are tested and certified before 


they re used. Allen chart control 


monitors every machine process 


corrects immediately any variation 
from standards, insures the uniform 
precision you can rightly expect 
from Allen. Plating and heat- 
treating processes are just as rigidly 
controlled. And at the time of pac k 


ing, a final check for quality is made. 


Allen quality — No. 1 quality in 
Socket Screws — is built-in! You 
can sell it hard and confidently 
it means satisfied customers who 


come back ovel and over again, 





FoR 
MORE INFORMATION 
write ro 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut 


@ 








BUD L. BEHRING, President 
Behring’s Bearing 
Service, Inc. 
Houston, Texas 


Chicago Pulley & 
Shafting Co. 
Chicago, Ilinois 


qe = 
\ Ae 


Ww. £. LOWLES 
General Soles Manager 
The Cleveland Tool & 
Supply Company 
Cleveland, Ohio 


Boston, Massachusetts 


LESLIE J. MAURER, Sales Mgr. FRED NAHAS, President 
Bates Sales Company A-< Supply Company 
St. Lovis, Missouri Philadelphia, Pennsylvania 


You'll know your in good 
company by joining this 
representative group of 
successful Dayton V-Belt 
Distributors 


W. S. WARBURTON, Gen. Mgr 


J. DONAHUE, General Mgr. 
Power Transmission Division 
Chandler & Farquhar Co. 


Reliable Belting and 
Transmission Company 


ARTHUR YORKE, President 
Hansen & Yorke Co., Inc. 
New York, New York 


RONALD R. JOHNSON 


Asst. Treas. & Manager 
W. J. Foss Compony 
Springfield, Massachusetts 


FRED SEELIG, President 


Sterling Rubber Co. 
Dayton, Ohio 


R. T. NICHOLSON 


Nicholson Supply Company 
Omahec, Nebraska 


Pres. 


JOHN ROBERTSON, 
Robertson Heating 
Supply Company 

Alliance, Ohio 


Toledo, Ohio 


Here are just a few cf Dayton’s many distributors coast to 
coast who are fast boosting their sales volume with the 
complete Dayton line of top quality V-Belts. The only com- 
plete V-Belt line that features the Thorobred, the exclusive 
Cog-Belt*—and NOW the new Super Thorobred—the pre- 
mium V-Belt built specifically for rugged drive requirements. 


Highly important, Dayton maintains complete and ex- 
tensive V-Belt stocks in warehouses strategically located for 
immediate customer delivery. And Dayton factory representa- 
tives are constantly in the field making direct calls with 


your salesmen 
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ROBERT S. SCOTT, Sales Mgr 
Theo. C. Ulmer, Inc. 
Philadelphia, Pennsylvania 


L. A. WRIGHT, President 


Wright Bearing Supply Co. 


Detroit, Michigan 


J. H. RUDDELL, President 


Central Rubber & Supply Co. 


Indianapolis, Indiana 


ROBERT G. CAMPBELL 
Vice-Pres. & General Mgr 
The Boyer Campbell Co. 
Detroit, Michigan 


D. W. ANDREWS, Vice-Pres 
Andrews Hardware & 
Metal Company 


— 


», 


femaly 


AL (Capt.) HATTENDORF 
President 
Memphis Bearing & 
Supply Company 
Memphis, Tennessee 


) 


“a> 
\ ' 


Ne) 
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JOHN WILLIAMS, Co-Owner 
The Mau-Sherwood 


Supply Company / 
Cleveland, Ohio 


les Angeles. California 


W. A. HASELTINE, President 


4. €. Haseltine & Company 
Portland, Oregon 


JOSEPH KILOH 
Power Transmission 
4 2. ¢, 


South Gate, Californie 


RALPH POSEY 
Power Transmission 





Equipment Company 
South Gote, California 


Your sales efforts are backed up by Dayton’s continuous 
dynamic advertising and merchandising campaigns which 
promote the sale of V-Belts and show customers how to cut 
costs through Dayton’s Preventive Maintenance Program. 


GOLDEN yay = 
Daytan’ 


World's Largest Manufacturer of V-Belts 
Dayton Rubber Co., industrial Division, Dayton 1, Ohio 


21 


Dayton products and promotion combine to increase sales 
in every distributor's trading area—an area protected from 
over-distribution by Dayton’s selective franchise. 


7 ata we 


YEARS OF PROGRESS 


Find out how you can benefit from a Dayton selective 
franchise. Write Dayton Rubber Co., Industrial Division, 
Dayton 1, Ohio “Ts. 
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To Norton Distributors’ Salesmen: 


How Norton helps you make 
your selling more effective 


Ihe Norton line is complete in every way from 
product to promotion. 

You get products that are recognized as superior, 
plus trade and general advertising and a complete 
kit of follow-through material that includes every- 
thing from know-how booklets to calendars! 

But Norton doesn’t stop there! The world’s 


largest reservoir of grinding information is at your 


service. Norton engineers are available to you at all 
times to help you with any of your grinding prob- 
lems. Norton even provides a modern, completely 
equipped training school for you. 

his complete selling service helps you make 
more sales, quicker and easier. It’s one of the lead- 
ing reasons why there is more opportunity for you 


in the Norton line. 


ae 


a 





Six ways Norton helps you 


DISTRIBUTORS’ MANUAL makes it quick and easy for you to select 
the right wheels for your customers’ grinding jobs. If you don’t have 
them in stock, Norton will quickly send stock wheels 


ON-THE-JO8 ADVICE to grinding wheel operator. This is the way 
Norton Abrasive engineers help you solve tough grinding problems 
for your customers. Norton engineers are available at all times. 
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TECHNICAL LITERATURE 1s available to you, your customers or pros- 
pects. These helpful, fact-filled booklets build good will and sales 
Write to Norton for your collection. 


The CROWN SEWELS 


A GRINDING SCHOOL at Norton headquarters for distributor salesmen 
offers you practical, first-hand solutions to many grinding problems 
There's also shop work with lecturers, movies and demonstrations 
The more you know, the better you'll sell. 


ADVERTISING AND PROMOTION like the above helps you mak« 
more sales by pre selling your customers. Promotion material full 
of sound, sought-after information will he lp you just as much as 


you use it 


w-1675 


NORTON 


ABRASIVES 


Qllaking better products... 
to make your products better 


NORTON COMPANY: Abrasives Grinding Wheels 
Grinding Machines . Retractories 
A SALES AGREEMENT covers every point affecting your relationship BEHR-MANNING DIVISION: Cooted Abrasives 
with Norton. This Sales Agreement has been developed from the opin- 


Shorpening Stones . Pressure-Sensitive Tapes 
10NS a experience of Nort Distributors, hike your own company 
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A complete, top-quality wire 


THAT’S WHY IT 


YOU’VE GOT EVERYTHING when you sell Roebling wire rope...a line 
that meets every standard requirement of your customers and prospects 
...rope that’s built for extra life and efficiency...increased sales due to 
the confidence of American industry in Roebling leadership. And on top 
of that, Roebling puts you out front with new and unique rope improve- 
ments. Today Roebling distributors—and they alone—can offer the new 
Royal Blue, the all-steel rope that’s 15% stronger than yesterday’s 
strongest! 


FULL COOPERATION, TOO! 


(1) Year in, year out, full page advertisements tell the right men in 
every industrial field about the extra advantages of Roebling rope. 
(2) Technical assistance from Roebling’s engineering staff is always 
available. (3) Roebling warehouses in the heart of every sales territory 
are a big help toward prompt deliveries. 
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rope line boosts business... 


PAYS TO SELL 


LING 


It may well pay you to write and ask about the possibility of Roebling 
representation in your area. John A. Roebling’s Sons Corporation, 
Trenton 2, New Jersey. 


BRANCH OFFICES AND 
WAREHOUSES FROM COAST TO COAST 


ATLANTA, 934 AVON AVE. + BOSTON, 5S! SLEEPER GT. + / 
CHICAGO, 5525 W. ROOSEVELT RO. + CINCINNAT!, 3253 

FREDONIA AVE. «+ CLEVELAND, 13225 LAKEWOOO HEIGHTS . WIRE } ROPE 
Bivo * DENVER, 4801 JACKSON ST 
* HOUSTON, 6216 NAVIGATION BLVO 

+ NEW YORK, 19 


* OETROIT, 91S 


FISHER BLOG 
LOS ANGELES, 5340 £. HARBOR ST 


RECTOR ST. + GCOESSA, TEXAS, 1920 £. 2ND ST. + 1 
) ’ \ 
PHILADELPHIA, 230 VINE ST. + SAN FRANCISCO, 1740 TRENTON NJ 


Ii7TH ST . SEATTLE, POO IST AVE Ss . TULSA 321 Ww. 


CHEYENNE ST. + EXPORT GALES OFFICE, 19 RECTOR GST., 
NEW YORK 6, N.Y. 


Subsidiary of The Colorado Fue/ and Iron Corporation 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1955 



































| 


P&H Zip-Lift P&H Jib Cranes 


Pushbutton Control 


P&H Hevi-Lift P&H Hand 


Chain Hossts 











Levee Mee! Non you can sell the new 
(igs) Zip- Litt Special wire rope hoist 


at electric chain hoist prices! 


OMPLETE, advanced, competitive, 

4 — that’s the description of the P&H 
Hoist line. Now, with the new P&H Zip- 
Lift Special you can sell on a price basis 
— and give your customers P&H quality, 
too. 

Just think of the job you can do with 
the price structure on the opposite page! 
You can actually sell these electric, wire 
rope, fully-automatic hoists at less than 
electric chain hoist prices! 

Every rope control Zip-Lift Special has 
two disc brakes. Every one is equipped 


HARNISCHFEGER 


ASS lines ep a 


u — 


with ten feet of lift. Lifts of 14, 18’, and 
20 supplied at slightly higher cost. 

Be the first to get on the ball with 
this new money-maker. Get your first 
order in stock by using the coupon 
below. P&H Hoist Division, Harnisch- 
feger Corporation, 4683 West National 
Avenue, Milwaukee 46, Wisconsin. 


TEAR OUT COUPON AND MAIL TODAY! waawnneene 


ae | ) State. 





CF it; _ ameter 














Adequat Stock: addition to a floor display of the complete 
Delta line (part of display floor shown above) Rudolf Bass maintains the 


Assembled Machine Delivery :every machine is assembled, 


adjusted, and tested before leaving Rudolf Bass warehouse, ready to 
go to work for customer 


largest power tool, parts, and accessory stock in Eastern United Stotes. 


Customers get fast, money-soving service 


Rudolf Bass Service: in addition 10 normal service functions, 
Rudolf Bass Service Department has special facilities for making band saw 
blodes and special cutter knives to meet specific requirements 











QUALITY SERVICE 


_Insures Steady Growth for 
Rudolf Bass, N.Y. City 


For fifty years, Rudolf Bass has been providing 
unusually complete service to a growing family of 
customers within a 200 mile radius of New York City. 

“We consider service the most important function 
of our business,”’ says Edwin L. Bass, owner. “And 
service to our customers begins with quality mer- 
chandise. That’s why Delta Power Tools are the 
backbone of our business.” 


Know Customers’ Problems 


Every Bass salesman is thoroughly familiar with the 
operation and applications of every tool in Delta’s exten- 
sive metalworking and woodworking lines. But in addition, 
they also make it a point to know and understand cus- 
tomers’ problems. In that way they are able to offer 
really constructive help that customers appreciate and 
remember. 


Adequate Tool and Accessory Stocks 


From the largest stock of power tools and accessories in 
the East, Rudolf Bass customers get what they want, 
when they want it. “And we stock all parts for every 
machine we sell,” says Mr. Bass. “We don’t want cus- 
tomers losing costly production due to non-delivery of 
an out-of-stock part.” 


Assembled Machine Delivery 


Customers appreciate the fact that when they buy a 
machine from Bass, it’s ready to go to work; they don’t 
have to spend time and labor assembling and adjusting it. 
This has been a prime factor in building good will. 


Constructive Financing 

Both long and short term financing is made available to 
Bass customers. “‘Small shops, especially, appreciate this,”’ 
Mr. Baas says, “because it enables them to keep up with 
competition without depleting working capital.” 


Promotion Also A Service 


Customer services are of little value unless customers and 
prospects know about them. That’s why Rudolf Bass 


EDWIN |. BASS, Owner of Rudolf Boss 


follows a well-planned and continuous promotion program. 
This program is broken down into three main phases: 
Direct mail tailored to customers’ interests; power tool 
demonstrations in customers’ plants; and participation in 
trade shows. 

The sales philosophy of Rudolf Bass has stood the 
test of time. “As the Delta Power Tool Division of Rock- 
well Manufacturing Company has grown through the 
years, so have we,”’ Mr. Bass states. ““Today, Delta Power 
Tools represent the largest portion of our business.” 


The growing success of Rudolph Bass typifies what is 
being proved by progressive industrial distributors im 
every part of the United States. When Delta Quality 1s 
backed by dealer service of equally high quality, the result 
is bound to be ever growing sales and profits. Delta Power 
Tool Division, Rockwell Manufacturing Company, 634M 
N. Lexington Avenue, Pittsburgh 8, Pa 


DELTA QUALITY MAKES THE DIFFERENCE 
DELTA QUALITY POWER TOOLS 


Another Product by Rockwell 
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See your negrest distributor about new sales opportunities with PLIOBOND, today! 


Van Woters & Rogers, Inc. Wilsolite Corp. 


4000 Ist Ave. South 1827 Niegereo St. 
Buffalo 7, N. Y. 


United Finish Co. 
Corwin St. 
Peabody, Mass. 





Bond Adhesives Co. 
537 Johnson Ave. 
Brooklyn 37, N. Y. 





Broun-Knecht-Hein.ann Co. a Industries 
| x 275 
1400 16th St. pave 
Sen Francisco, Calif. j , i. 
& j 4 
650 West 8th South 856 West 59th St. 
Solt Lake City, Utah Chicago 21, Il. 


Polymer Southern, Inc. 
P.O. Box 2184 
Greenville, S. C. 





Acorn Adhesives Co., Inc. ‘ pecialties Co. W. J. Ruscoe Co. 
678 Clover St. 483 Kenmore Bivd. 


Los Angeles, Calif. , Akron 1, Ohio 


13 ADDITIONAL POINTS OF HELP 


for you in selling 


Add PLIOBOND—the adhesive that “bonds anything to anything”—to your 
line and you'll find all kinds of help in selling it. 

First is the versatility, simplicity of use and durability of PLIOBOND. Second 
is its excellent reputation — established in over ten years of successful 
industrial use. Third is the national television, magazine and trade journal 
advertising that makes PLIOBOND known to virtually every one you con- 
tact. Fourth is the many sales aids—booklets, bulletins, reprints, etc.—to 
help you sell. And last, but furthest from least, is the network of factory 
distributors to service your needs. 


These factory distributors are long experienced in the sale of PLIOBOND 

to industry. They can be of much help to you—can point up and help you 
capitalize on the many opportunities to sell PLIOBOND. 

And they can fill your orders promptly from ample 

stocks of PLIOBOND in half-pint to 50-gallon con- HEMICAL 
tainers. Why not contact the nearest one today? Or CHE c 


write to: GOOD7YEAR 


Goodyear, Chemical Division, Akron 16, Ohio 
DIVISION 


Pitebeed T M The Goodyear Tire & Rubber Compan) Atron. Obl 


32 INDUSTRIAL DISTRIBUTION © DECEMBER, 1955 








Concentricity 


WEBSTER says: 
Having a common center as circles or spheres, 
one within another. Opposite to eccentric. 


GREENFIELD says: 
Having a common center as elements of a well 
made Tap, i.e. axis, outside diameter of body, 
pitch diameter, root diameter, core diameter, 
chamfer, shank diameter, square. Produced by 
specially designed machines. 


For a complete discussion of this point, 
and dozens of others which affect thread 
ing results, write for “Facts About 
Taps and Tapping” the new and com 
pletely revised tapping Aandbook by 
GREENFIELD 


GREENFIELD “2 
TAP and DIE CORPORATION 


Greenfield, Massachusetts 
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SIT "EM DOWN AND STEP UP SALES of Hallowell! designed functional stools and chairs for the specific 
Stools and Chairs. Many industrial plants have needs of the job being done. You can simplify 
stepped up production substantially by seating seating problems by telling them about Hallowell 
employees comfortably. Some plants have even Stools and Chairs. And pocket a nice profit, too. 





WHAT’S NEW WITH HALLOWELL 
News that helps you sell 








TO HELP YOU SELL Hallowell Stools and Chairs, 
we have prepared a monograph on the fine art 
of seating titled “Stoolcraft.”” Your supply of this 
sales-building booklet is waiting. Just send us 
your order with imprint instructions, We'll take 
care of the details. Hallowell Shop Equipment 
Division, STANDARD Pressep Street Co., Jenkin 
13, Pa 


TO GIVE YOUR CUSTOMERS COMPLETE DATA, we've prepared a 
Haliowell stools and chairs catalog. It gives all the information your 


customers will need about these units. Get your order in now. JENKINTOWN PEMNSYLVANIA 
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THIS NEW CLASSROOM WAS SET UP especially for the SPS Sales 
Training Program. It's attractively furnished with tables made 
of HALLOWELL bench legs with Shop Top tops and comfortable 
cushioned chairs. It’s equipped with projectors for sound films 


and slides. Classes are led by experts in their fields, like 
Mike Lizzio, above, who talks on shoulder screws. The 3-day 
program gives your salesmen a well-rounded background in all 
SPS products 


WHAT’S NEW WITH UNBRAKO 


SPS Sales Training Program Gets New Classroom 


aPOMETER 


THESE SALESMEN ARE THREADED FASTENER EXPERTS and have 
diplomas to prove it. Distributor salesmen from all over the 
country attend. After graduation, they're better salesmen be- 
cause they know their products better. Have your men become 
threaded fastener experts! For information, contact George 
Somes, Sales Promotion Manager, STaNDAarRD Pressep STeer 
Co., Jenkintown 13, Pa. 


SPS recently provided a new classroom for its Dis- 
tributor Sales Training Program. Completely equipped 
with modern facilities and training aids, the room is 
conveniently located for easy access to the plant’s pro- 
duction facilities. The new classroom is but one of a 
series of constant improvements which have taken place 
in the training course since its inception. 


Designed to provide your salesmen with the product 
knowledge they need to sell effectively in highly com- 
petitive fields, the course is varied, well integrated, 
and interesting. It includes talks by SPS experts, trips 
into the plant, and meetings with top SPS people. As a 
result of the program, salesmen throughout the nation 
have become SPS threaded fastener experts. 

If your salesmen can’t be spared for three days to take 
this course, an indoctrination program is available which 
can be given in your own offices. It takes only about 
an hour, but it gives your men a valuable background 
in SPS and its products that will help them in their sales. 
For further information about either the regular 3-day 
course or the indoctrination program, contact George 
Somes, Sales Promotion Manager, STANDARD PRESSED 
Steet Co., Jenkintown 13, Pa. 
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TRIPS INTO THE SHOP are interspersed with talks. Carl 
Lang, veteran SPS heat treating expert, demonstrates with 
both human muscle and modern test equipment that UNBRAKO 
products are practically indestructible. Salesmen are im- 
pressed with the rigid quality control SPS maintains. They're 
schooled in HALLOWELL, FLextoc, and Ser-Lox as well as 
UNBRAKO products in the standard 3-day course. 


CLASSES ARE BROKEN DOWN into small groups for trips into 
the manufacturing areas to insure that all questions will be 
answered. Here Herb Fesmire, Manager Automatics Division, 
supplies the answers on the subject of automatic screw 
machines. Salesmen see virtually every step in the manufac- 
ture of UNBRAKO products from inspection of the raw mate- 
rials to packaging 








High-Torque UNBRAKO 
Socket Set Screw 
Campaign Continues 


We set the stage by releasing publicity on SPS, 
our products, our research program. We prepared 
ads, booklets, bulletins, mailers. Then we broke 
the whole story of High-Torque UNsRako Socket 
Set Screws in I- and 2-page ads in leading indus- 
trial journals. At the same time we displayed 
them and demonstrated their durability at the 
Production Engineering Show. Distributors are 
cooperating splendidly in this program. They've 
mailed out and handed out scores of thousands of 
pieces of our sales ammunition, and have re- 
peated our ads in their local publications. They're 
lining their pockets with the results. The promo- 
tion program will continue through February 
plenty of time to join the campaign and get your 
share of the profits! 


THESE NEW ADS CARRY ON THE CAMPAIGN. They're 
appearing now in national magazines. Want reprints” 
Just tell us how many you need. Order them today 
no charge. Unbrako Socket Screw Division, STANDARD 
Presse Steet Co., Jenkintown 13, Pa 








STANDARD PRESSED STEEL CO. 


UNBRAKO socker screw vivision 


JERceTOWwn PEMMSTL VARIA 
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Unretouched action photog rapt 
taken ai Merriman: Brother 
foundry. Boston, Mass 


SALES POTENTIAL 
for YOU! 


TO YOUR CUSTOMERS, this 
new, high-efficiency cut-off wheel 
is an Opportunity to buy a product 
which actually saves them money 
. .. the kind of opportunity you 
like! 

TO YOU THE DISTRIBU- 
TOR, this same wheel is typical 
of many such opportunities to sell 
profitable, expendable items . . 
in a flourishing market which 
wants them. The wheel illustrated, 
for example, is making profits for 
a foundry . . . and for its distri- 
butor too. Like most other BAY 
STATE grinding wheels, it also 
has high sales potential to other 
industries in any distributor's 


territory. 


BAY STATE ABRASIVE PRODUCTS CO., 


Westboro, Mass., U.S.A. 


In fact, BAY STATE offers a 
full line of abrasive products 
bought by the Metal Producing, 
Metal Working, Welding, and 
Masonry Building fields. These 
products are known and respect- 
ed, produced by a progressive 
manufacturer, and backed by out- 
standing engineering service. 

The BAY STATE story will in- 
terest you. Contact BAY STATE, 
Westboro, or any Branch Office to 
see for yourself how much it could 
add to your program. 


Branch Offices and Warehouses — Bristol, Conn.; 


Chicago, Ill.; Cleveland, Ohio; Detroit, Mich.; Pittsburgh, Po. 


in Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. —— 
Manufacturers of all lypes of Lualily hhrasive Products 
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One of the reasons your customers 
can depend on RB&W fastener quali 


SiX GOOD REASONS WHY 
if PAYS TO STOCK 
RB&W FASTENERS 


You're looking at a spheroidizing fur- 
nace being loaded with wire rod. 
RB&W has a whole battery of them. 
You won’t find these in many fastener 
plants because they’re expensive. But 
we have them because we think they're 
indispensable in making the best fas- 
teners possible. 


Here's what they do. They take the 
steel wire that later becomes the bolts, 
nuts and screws you sell — and, by 
controlled heating and cooling under 
controlled atmosphere, condition the 
material. Result: better fasteners. 


Facilities like these and the know-how 
to use them have built for RB&W 
products an unsurpassed reputation 
for uniform quality — just one more 
reason why it pays to handle the 
RB&W line. 


If you aren’t handling RB&W fas- 
teners now, contact our nearest sales 
office. Or write Russell, Burdsall & 
Ward Bolt and Nut Company, Port 
Chester, N. Y. 


‘ 


110th YEAR 


Piants ot: Port Chester, N. Y.; Coraopolis, Po.; 
Rock Falls, lll.; Los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pitts 
burgh; Detroit; Chicago; Dallas; San Francisco 
Sales agents at: Milwaukee, New Orleans, Den 
ver, Seattle. Distributors from coast to coast 
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1. The most complete line 
in the field. 


2. Uniform quality through- 
out the line 


3. Complete reliability of 
supply from full stocks at 
all plants. 


4. Fast, accurate and 
friendly service 


5. Best advertising support 
in all leading publications 
including Fortune, Iron Age, 
Steel, Mill & Factory, etc. 


6. The origine!l “upside- 
down" packege — extra 
strong for no-spill, quick 
and easy handling. 








syv ee 5sON 


They never miss 


THE J&L PRODUCER-DISTRIBUTOR TEAM 
Quality Steel Pipe—Fast, Dependable Service 


OVER 400 LEADING 
DISTRIBUTORS CARRY J&L PIPE 
—LET THEM SERVE YOU 


Service is sure-fire when you make a 
J&L distributor your source of standard 
steel pipe. 

First, you get superior pipe. J&L 
controls the quality of its standard pipe 
all the way from the ore mine through 
the finishing mills. 

Second, you get superior service, be- 
cause your J&L distributor is always 
ready with: 

1. Complete stocks near at hand. 

2. The right pipe for every job. 

3. Technical service by steel pipe 
specialists. 

Get your J&L distributor on the line 
today! 


STEEL CORPORATION — Pittsburgh 
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MR. INDUSTRIAL DISTRIBUTOR... 


We're selling YOU 


to the firms you sell! 





To build good will for you, Nicholson pro- 
motes wholeheartedly to your customers American Machinist 

an understanding of your vital role in our Iron Age 

economy. This attention-getting adver- Mill and Factory 

tisement is one of a long series on your Tooling and Production 
behalf. It reaches your best customers— Purchasing News 

the men who make purchasing decisions Machine and Tool Blue Book 
—in current issues of : 











Backing you NICHOLSON 


and the Industrial . 
FILE COMPAN Y 


Distribution way ae 


of marketing (in Canada: Nicholson File Company of Canada Lit. Port Hope. Ontarie) 
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He co-ordinates hundreds of “arrivals” and “departures” 
every day. With the sure accuracy of long experience he 
brings ‘em in and sends ‘em out—on time. In emergencies, 
his specialized knowledge can save the day. His job, com- 
plex and fast-moving, is devoted to a single purpose : serving 
you. This man is your Industrial Distributor. 


HOW THE INDUSTRIAL DISTRIBUTOR HELPS YOU MAKE 
MORE AND BETTER PRODUCTS AT LOWER COST 


¢ He helps you keep your costs “on the beam.” According 
to the authoritative magazine, /ndustrial Distribution, he 
saves you more than $10 out of every $100 you spend an- 
nually for supplies and equipment. Your Industrial Dis- 
tributor assumes for you the expenses of office overhead, 
insurance, depreciation, etc., that you would have to pay 


if you stocked for yourself the items he supplies. 


¢ He simplifies your industrial purchasing. A single, con- 
venient source for all your needs, he’s as easy to reach as 


your telephone. And he saves you time and expense by 


keeping you posted on new developments and tracking down 
hard-to-find items for you. 

° His advice is sound and his delivery of needed equipment 
speedy. Count on him in time of trouble, as a pilot does on 


an airport tower, to help keep your plant humming smoothly. 


* He saves money for the firms who make the supplies and 


equipment you buy, just as he saves money for you, by 


reducing their costs of inventory and distribution. Result 
lower prices than if you bought direct from these suppliers. 


Imagine an airport without a control tower, where every 
plane had to call every other plane! Imagine the hopeless 
confusion of Industry, where every industrial consumer had 
to deal directly with every supplier jor his needs. That's why 
Nicholson File Company firmly believes that the Industrial 
Distributor way of marketing gives you the best service at 
the lowest cost. We have marketed exclusively through dis- 
tributors for more than 40 years. 


Your Industrial Distributor’s field men have highly special 
ized knowledge of files and filing. Are you taking fullest 
advantage of their sound technical advice? 
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“WE FEATURE WISS SNIPS BECAUSE 


OF THEIR HIGH QUALITY AND 
WIDE CONSUMER ACCEPTANCE” 


J.G. Younggren of the San Antonio Machine & Supply Co., 
San Antonio, agrees with other distributors of Wiss metal 
cutting snips. There are several reasons why they are the choice 
of professional workers everywhere —why they sell better, with 
fewer returns. Wiss snips are produced largely by the hand- 


work of skilled workers. Each pair is rigidly tested and guaranteed perfect. Bolts are set precisely 


to reduce wear and to increase cutting power with the least effort. 


: %: 


WISS METAL MASTER SNIPS: Compound action design delivers amazing cutting 
power. These 10” snips cut with about one-half the effort required for standard 
124” snips. One edge serrated to prevent slipping. M-1 (cuts left) and M-2 (cuts 
right) are designed to cut the most intricate scrolls and circles. M-3 is for shallow 
ares and straight cutting. M-5 Bulldog Heavy Duty snips are tops for notching, 
nibbling and cutting shallow arcs in sheet metal as heavy as 16 gauge. 

Now available with comfortable vinyl grips in identifying colors. 


WISS INLAID SNIPS 

High carbon crucible steel weld- 
ed to a hot drop-forged frame 
provides that extra service de- 
manded by professional users 
everywhere. Six Straight Cutting 
sizes from 11144” to 17”, includ- 
ing Bulldog Snips for notching. 
Three Combination* Cutting 
sizes, 1244”, 134” and 14144”. 


WISS SOLID STEEL SNIPS 


For those whose requirements are 
less specialized than the profes- 
sional user. Hot drop-forged of 
fine carbon steel, they meet or ex- 
ceed government specifications. 
Four straight cutting sizes, 8” to 
1244”. Four Combination* Cut- 
ting sizes, 7”, 10”, 13” and 16” 
Bulldog Snips for notching. 


*Made with straight blades, but 
ground and shaped so they readily 
eut curves and irregular shapes as 
well as straight. 


co4/  WEWARK 7, NEW JERSEY 
Manufacturers of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears 


Wiss inlaid blades are made of high 
carbon crucible steel welded to a hot 
drop-forged frame to provide the ex- 
tra service demanded by professional 
workers. 


Wiss snips are hot drop-forged of the 
finest steels available. 


Highly skilled craftsmen make final 
adjustments to assure that Wiss snips 
will cut perfectly for a long time. 
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Thermoid 

Conveyor Belting 

cuts handling costs 

on rugged mining jobs 


There’s a Thermoid Conveyor Belt designed to lower the 
handling costs on every mining job. Here are three examples: 

—For extremely abrasive materials such as coal, granite, 
trap rock, flint rock, quartz ore; —For slag, lime rock, 
crushed stone and other highly abrasive materials; 3 For 


moderate abrasives such as sand, loam, soda, gravel. 


Mr. Distributor: Thermoid “‘built-for-the-job’’ mechanical rubber 
products can help you increase your sales to all industries. You 


can always rely on Thermoid service and the complete coopera- 





tion of experienced Thermoid Sales Engineers with their intimate 


knowledge of industrial rubber problems. rc] 






oo 
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- For wider adaptation. ..and 
unmatched Service Life ..... 


We invite you to inquire into the savings which the 

new line of Vogt GP Drop Forged Steel Valves can make 
possible in your operations. Not only do their many 
unique and exclusive features make them more economical 
of operation, but their broad adaptability to so 

many industrial applications permits a substantial 
reduction in operating overhead. 

Service life, too, is enhanced 

with Stellite faced seating surfaces 

which are available at no 

extra cost along with 


many other trims. 


FREE 


Supplement No. 1 


GP Valves completely fill the to Vogt 
demands of industry for a line of compact, 
Catalog F-9 


lighter weight, shorter face-to-face valves. 


Still retaining the safety and ruggedness in- 
herent in a wrought material, these new 
forged steel screw and socket weld end valves, 
in sizes from 4" through 2”, are rated 800 
pounds at 850°F. and 2,000 pounds at 100°F. 
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150-800 
Pounds 


Service 


(2000 pounds cold) 
e 


Featuring 


Stellite 


Faced  —_ 


Seating Surfaces 


Sizes 4” to 2” 


ee 


This 32-page catalog illustrates and 
gives complete specifications on 11 
types of the new Vogt GP forged 
steel gate,globe and angle valves. 

Send for your free copy — 

for ready reference in pur- 

chasing. Use the coupon 


for convenience. 


HENRY VOGT MACHINE CO. 
LOUISVILLE 10, KENTUCKY 


SALES OFFICES: New York, Philedeiphic, Cleveland, Chicago, St. Lewis, 


Chorleston, W. Voa., Cincinnati, Delles, Sen Francisco 





HENRY VOGT MACHINE CO. 
LOUISVILLE 10, KY., Dept. 24-F1 
Genr‘emen 
Please send copy of New Vogt Catalog 
Supplement No lo. 
Name 
Position 
Firm 


Address 


City 
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FAST DELIVERY of OD sheaves and Worthington-Goodyear V-belts is assured. 
Warehouses stock 872 sizes and a total of 75,000 different V-drive combinations. 


How Worthington eliminates problems 
in ordering Multi-V-Drive components 





WAREHOUSES LOCATED AT: Kearny, NJ. + Oil City, Po. «+ 
Son Francisco + Los Angeles + Denver + Tulso + Ft. Worth + Houston 
New Orleans + Chicago + Cleveland + Atlonto, Ge 


EXPANDED FACTORY WAREHOUSE FACILITIES means 
you never need wait for your sheave or belt order to be 
filled. Stars show location of warehouses; dots indicate 
approximate location of more than 300 distributors in 
major industrial areas. 


Compressors *« Pumps 


Just a reminder that Worthington’s newly expanded facilities give 
you and your customers the speediest delivery you ever experienced. 

The map shows where we've added fully-stocked warehouses. 
There’s one within a few hours (maybe minutes) of you. So if you 
should land a big order, you never need worry about filling it quickly 
and accurately — a truck will be on the way, minutes after you call 
the warehouse. 

Our Oil City works has been streamlined, too, in order to maintain 
faster output of sheaves at uniformly high quality, regardless of size 
or rating. Come see us when you can. 

And don’t forget the Master Engineering Manual that makes selec- 
tion of Worthington QD sheaves and V-belts easier for your custom- 
ers than ever before. Write us for your copy if you don’t have it 
by now. Worthington Corporation, Mechanical Power Transmission 
Division, Oil City, Pa MY 5 12 


NGTON 


. = 


, . ME L{===_ 
ERIS SS 


THE FRANCHISE THAT WORKS FOR YOU 


Multi-V-Drives « Variable Speed Drives 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1955 





EW DIE 


Built for depe' 
versa! autor atic stops ca" 
Danity stoc®: = mpie to attac 
on right OF left hat d teeds- 


STOP 


sable action. Danty prima and un 


ry 
ordered direct from 
hn, they can be mounted 


1 and most 
expanded t 
for by the rool, gage: and 
manufactured t 
formance standards in 
quickly available from stock 
jeading industrial distr 
dependable 


Dan 


has now been 


ly’s origina 


jine are o close 


AND GUIDE RAILS 


is new addition to 
¢ in any operation 
d Hardened 


re 


NEW GUIDES 


t rugged: eas 
use 


mounting screws service, for 


iw AUKEE 2 

pe wiscons'® Avenue 
sLADELPHIA 

14 Courtiand Street 


RO 


50 

% S. Laren e Avenue 
CLEVELAND 4 
1550 East 3316 Street 
DAYTON 7 
319% Delphos Avenue 


LONG 
41-28 97 


10s ANGELES 4 
Ducommun metals & Supply Co 
4890 South Alameda 


ST. tours 8 
3740 washingto® Bivd 


syracuse 4 
7005 west Genesee 5 


1% Delp 
peTRO!IT 16 
1549 Temple Avenue 


treet 


line for tool, and diemokers’ supplies -- 


nadustrie 


the complete goge: 


\ distributor 


DANLY . - 


stocked by leading ! $ everywhere 


Diet 


114,01 44 


die making 


SETS 


plies 
\ed 


j items 1m t 


akers SUP 
ys being cal 
he 
jerances an 

are 


, or through 


Fort complete fast 


NEM 


For your convenience new 


reintorce? container® tacit 


tate stocking Nomore oose 


or bulk storage Cor key® 4 


easy te read labels hele you 


identity contents 


AND 





SUPPLIES 


. Se When the 
heat’s on 


you need the extra strength of 


JENKINS 


Solder and Socket End 


VALVES 


Solder End GLOBES and ANGLES 


300 Ibs. O.W.G. 
V4" to 3” 


Fitted with Renewable 
Composition Disc. 


Solder End GATES 


225 Ib. and 
300 Ib. O.W.G. 
1," to > 
With solid or split 
wedges, and station- 
ary of traveling 

spindles. 


Solder End CHECKS 


300 Ibs. O.W.G. 
y* to - 
Regrinding. May be 
easily reground with- 
out removal from line. 


Sm | NEW BULLETIN Lists all Jenkins Solder 
=. || End and Socket End Valves and gives com- 
plete instructions for soldering and brazing. 


Tie nt Ask for Solder-Socket End booklet. 


— 























The “light-duty” look of copper tubing installations is 
deceiving. Valves must provide an accurate fit to tubing 
and hold it under the intense heat of soldering. And, 
because flexible tubing does not afford the rigid support 
of standard pipe, valves must withstand unusual strains 
in operation. 

Jenkins Solder End Valves are engineered to meet 
these demands with strength to spare. High tensile 
bronze castings have liberal dimensions for extra 
rigidity. Smooth, clean bores assure accurate fit, easy 
soldering, positive seal to types K, L, and M Copper 
Tubing. 

For faster, trouble-free installation, and lasting 
economy, specify Jenkins Solder End Valves. Jenkins 
Bros., 100 Park Ave., New York 17. 


—— 


JENKINS Socket End Valves 
r Class 8 or IPS Tubing 


fo P 
i s 

-nkins bronze valves with socket en 
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SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS 





Spotting the extra value... 
and steering more sales to 








E JENKINS DISTRIBUTORS 


Advertising (like this) of Jenkins Solder and 
Socket End Valves, tells a big, steadily growing 
market why Jenkins extra value means lower 
valve costs. 


More and more users of copper tubing are choos- 
ing Jenkins Valves for the dependable warp and 
wear resistance they need to avoid trouble, along 
with dimensional accuracy and highest operating 
efficiency. 


That's why Jenkins Distributors have a solid sales 
advantage with any prospects for Solder or Socket 
End Valves. 


Since these valves are only one group in Jenkins 
complete line, all with equivalent extra value, — 
is it any wonder Distributors agree that it pays 

. and pays well . . . to sell Jenkins Valves. 
Jenkins Bros., 100 Park Avenue, New York 17. 


JENKINS SOCKET END VALVES 

Shown left are Bronze Gates Fig. 1273 controlling each 
from the brine header in the St. Paul's School skating 

rink at Concord, N.H. ... one of many critical control serv- 

ices which call for Socket End Valves of Jenkins quality. 


THIS FOLDER 

AND BULLETIN 

— with detailed infor- 
mation for selection 
and installation, are 
furnished to aid Jenkins 
Distributors in promo- 
tion of Socket and 
Solder End Vaive sales. 





Again _ Big News... 


NEW BOND TYPE 


with equal so \ BEFORE CUT-OFF 
quality of finish mn OPERATION 


\ After same number of cuts. 87 ovtlasts Wheels 
B7 BOND WHEEL areatree aie 


B7 CUT-OFF REGULAR CUT-OFF 


Slight Burn f\ Excessive 
Burn 


Light Burr 88 Ps ow : Heavier 
. Burr 


COLD ROLLED BAR STOCK, 


with equal wheel life 1%" DIAMETER 


...puts more SENSE in your customer's abrasive DOLLAR 
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for CARBORUNDUM DISTRIBUTORS 


SETS NEW STANDARDS OF PERFORMANCE 


FOR ABRASIVE CUT- OFF 


WHAT ARE YOU LOOKING FOR in your cutting-off operations... 
freedom from burn and burr ?...close tolerance accuracy ?...high production ? 
Here’s a revolutionary new bond type—B7—which is the finest 
combination yet developed to give you maximum work finish, maximum cut-off 
speed, and maximum wheel life. 
Thousands of these new wheels have been job-proven on work just like 
yours. The B7 Bond Cut-Off Wheel is another CARBORUNDUM development. 
It’s a wheel you'll use with profit! 


mes PLUS NEW FEATURES ° 


distinctive wheel marking 
EW — for instant recognition 

simplified gradings 
E W —R, 1, V grades only 

rough sides ore stondard — 
EW ne need to specify RS on order 


EASY T0 SELL! 


Powerful Carborundum advertising 
in leading metalworking magazines 
is telling your customers all about 
these outstanding new cut-off wheels 
—urging them to call you for a 
demonstration. Make sure you're 
completely stocked, so you can turn 
t demonstrations into sales' 


Tr ttittttfteeLT | 


CARBORUNDUM 


REGISTERED TRADE MARK 
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DOWEL PINS 


Accurate enough to be used as roller bearings or toggle pivots, 
HMS dowel pins are the most precise standard fasteners made — 
and they’re priced right. 

High precision is only a part of HMS service. Should you find 
yourself short of stock to meet a customer's needs, remember, 
we can ship any of 2371 items within 24 hours. In fact, most 
orders are shipped the same day they are received. Our order 
and shipping departments are geared to help you make friends 
with purchasing agents. 


if you don't have the HMS catalog please write for your copy 


THE HARTFORD MACHINE SCREW COMPANY 


101 DEERFIELD ROAD HARTFORD 2, CONNECTICUT 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1955 








... radiant heating 
at Washington-Douglaas School, Jackson, Tenn. . .. 


mS 


->:* Nee 
i — . 4 * . an ” ; 
og " ‘ : - ~, _ 
... snow melting ... Sprinkler system 


at a private residence, Syracuse, N. Y.... at Collyer Wire Co., Pawtucket, R. I 


... lce rink freezing (3... air conditioning 


it Kroger’s Supermarket, Atlanta, Ga 


at Field House, Middlebury College, Vt. . . . 


it’s es ee CW Steel Pipe 


Manufactured under SPpanc’s strict and weld . . . gives you fast, trouble- Next time you order pipe, cash 
oe keeps installa- in on these advantage Specify 
Spanc CW Steel Pipe. See your local 
Spanc Distributor for top-quality 


quality -control conditions and doubly free installations . 
inspec ted before shipment, Spanc tion costs low .. . always assures 
CW Steel Pipe is a top-quality prod- years of dependable service in ever) 


uct that is easy to cut, bend, thread type installation service and delive ry! 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


Genero! Scies Office: Two Gotewoy Center, Pittsburgh, 
Pa. District Soles Offices: Ationta, Boston, Detro#, Houston, 
los Angeles, New York, Phiodelphic, Pittsburgh, St. Louis 
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Distributor-minded design... pricing 





THE RIGHT “COMBINATION” FOR 


¢ “Om & He’ ge 
/ 100 SERIES 
U Js U J 





100 SERIES 


REDUCTORS 


NEW space saving design 
Kee Mi fie ad a NEW clean contours 
. ’ NEW gearing efficiency 
NEW cooling fins 


Coy . FAN COOLING optional on 
eT larger sizes 
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...and sales support... 


TOP RETURNS ON TOP VOLUME 


FOR TOP DOLLAR VOLUME, there is no Dis- RATIOMOTORS 
tributor line bigger than BOSTON GEAR Trans- The complete power package. Gear 


mission Products. unit has fin-cooling and other high 
efficiency features of new 100 Series 


THE NEW 100 SERIES sct-up is a good example Reductors. 
of the kind of Distributor-minded planning that 

keeps BOSTON GEAR the top volume line, 

year after year. 


100 SERIES DESIGN gives the Distributor the 
sales advantage of many new features keyed to 
modern drive needs . . . certified ratings . . . and 
the unique “combination” construction of Ratio- 
motors, which means more adaptability, more SOLD WITH OR 


applications, more sales. WITHOUT MOTOR 


100 SERIES PRICING meets the market, and pro- 
vides a margin that pays big returns for extra 
sales effort. 


100 SERIES SALES SUPPORT includes industry- 

wide advertising in 17 magazines read by 500,000 

potential buyers . . . major trade show exhibits 

. . . Catalogs, mailers, and everything needed for 

effective local promotion . . . plus full coopera- FLANGED REDUCTORS 

tion of BOSTON GEAR Field Engineers. The Ratiomotor gear unit, supplied 
without motor. You buy and attach 

There’s no better “combination” for top volume eny stenderd ond-mevated moter of 

and top returns. Ask any BOSTON GEAR Dis- your own choice. 


tributor. Boston Gear Works, Quincy 71, Mass. 


The Leading ' 
Distributor Line owt 
7124 STANDARDIZED rE 
TRANSMISSION PRODUCTS 


. 108 MODELS — 1064 DIFFERENT UNITS — FROM STOCK 


GET NEW CATALOG R-56 


Lists models for any drive . . . 
horizontal or vertica! — 
right angle or parcilel — 
single or double reduction. 
Includes handy selection 
chorts, engineering dota. 
55-BG-R-17DV 
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SOUTHERN | 
DELIVERS 


YOUR 
SCREWS 


QUICKLY 








In Loss-Proof Indestructible 
Steel Containers 


One of the first problems Southern Screw solved was 
loss to customers from prevailing methods of fastener 
shipment. Our proven method insures you full measure 
in packing, no loss in shipping, easy, safe storage after 
delivery. 


A Billion Screws at Your Service— 
From four warehouses. 


Wood Screws « Stove Bolts « Machine Screws 
A & B Tapping Screws « Roll Thread Carriage Bolts 
Dowel Screws e Hanger Bolts 


Write for free color label chart, pockage stock guide, key label chart, bulk 
stock list. Box 1360-02 


SCREW COMPANY 


STATESVILLE ba NORTH CAROLINA 


Warehouses: New York * Chicago * Los Angeles + Dallas 
Sold Through Leading Wholesale Distributors 
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DISSTON- 


CIRCULAR 


SAW BLADES 


a preferred fast seller...a preferred higher profit-maker 
a preferred performer...develops sure repeat sales 


Here’s a complete line of outstanding 
wood-cutting blades that commands 
an unlimited market! Made for both 
bench saws and portable electric 


Preferred blades are 


hand saws, 


needed DY woodworking plants, 
lumber yards and industrial shops 
as well as builders, contractors, car- 
penters, and “‘do-it-yourselfers.” A 
market already 


quality and 


vast ready-made 
pre-sold on Disston 


craftsmanship! 


For more information about Disston Preferred circular saws, and other fast-selling Disston tools for the woodworkir 


RUGGED AND LONG-LASTING. From the 
making of steel to the finished saw. 
Disston Preferred Circular Saws are 
the product of experienced saw and 
steel makers, famous for providing 
quality products for wood working 
They cut fast, cause less motor strain, 
They 


take the toughest, gummicst woods 


give better finished surfaces 


in stride, and their accurately milled 


teeth need less resharpening 


In bench work and portable electric 
hand sawing, Disston Preferred blades 
cut-off, 


are excellent for ripping, 


mitering or finishing 


trramtnes 00 


industry, write to 


HENRY DISSTON & SONS, INC., 1223 Tacony, Philadelphia 35, Pa. 


Other factories and branches: Toronto, Ont.; Seattie, Wash.; Chicago, Ili. 
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HERE ARE MORE REPUBLIC PROFIT 
BUILDERS FOR THE INDUSTRIAL TRADE 


CHAIN SELLS FAST when you hove it ovt where customers can see it and 
handle it. Republic Round Chain Products are packaged for ease of selling 
and handling, like this customer-attracting Steel-Pak (re-usable 5-gallon baked- 
enamel pail) Display. Customers see, stop and buy Republic supplies all types 
of welded and weldiess chain for every requirement. 


HERE'S ANOTHER WAY to keep customers happy and increase your profits. 
Stock and sell Republic Cold Finished Stee! Bars and Shafting. Your customers 
get all the qualities they want in stee! parts production—accuracy of section, 
close tolerance and a bright, smooth finish that rarely requires further machin- 
ing. Republic produces rounds, squores, hexes, flats and special sections in all 
standard and special carbon, alloy and stainless anolyses. 


SATISFIED CUSTOMERS hove been buying Republic Stee! Pipe for over 40 
years. And today it's better than ever. improved Butt Weld Process makes the 
weld even stronger. Pipe has uniform strength and ductility, tight adherence of 
the galvanized coating, is easily threaded, readily bent. Republic supplies co 
full line of this high quality pipe in sizes you want. 


Yow have 


WHEN YOU STOCK 


There are no lost sales when you stock Republic— 


the complete line, the quality line of headed and 
threaded products. You're ready to meet every cus- 
tomer’s request—ready to supply the bolts and nuts 
they need. 

And you are selling quality in every sense of the 
word. Republic takes no chances. Quality is con- 
trolled at every stage of production—from raw ma- 
terials to finished fastener. Republic uses its own 
ore, makes its own steel, employs the most modern 
machines and procedures. 


REPUBLIC 
Werlili Wide, Rouge of Standard, 
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REPUBLIC FASTENERS 


You're also selling a well-known name, respected 
throughout business and industry—Republic Steel. 

Republic is backing you all the way in 1955 with 
advertising that will deliver millions of sales mes- 
sages each month in the nation’s leading consumer, 
industrial and business publications. This means 
more sales, more profits for you. 

Order Republic Fasteners now. Republic makes 
and stocks over 20,000 regular types and sizes of 
headed and threaded products for all industries. 
Send the coupon for more information. 


STEEL. 
Shek: and, SO Produ 
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REPUBLIC STEEL CORPORATION 
3156 East 45th Street, 
Cleveland 27, Ohio 


Please send more information on 


Fasteners ()Chain () Cold Finished Steels () Steel Pipe 


Name 








Company 


Address. 





City Zone 





vw 
> 





HERE ARE MORE REPUBLIC PROFIT 
BUILDERS FOR THE INDUSTRIAL TRADE 


CHAIN SELLS FAST when you hove it out where customers can see it and 
handle it. Republic Round Chain Products are packaged for ease of selling 
and handling, like this customer-attracting Steel-Pak (re-usable 5-gallon boked- 
enamel pail) Display. Customers see, stop and buy Republic supplies all types 
of welded and weldiess chain for every requirement. 


HERE'S ANOTHER WAY to keep customers happy and increase your profits. 
Stock and sell Republic Cold Finished Stee! Bars and Shafting. Your customers 
get all the qualities they wont in stee! parts production—accuracy of section, 
close tolerance and a bright, smooth finish that rarely requires further machin- 
ing. Republic produces rounds, squares, hexes, flats and special sections in all 
standard and special carbon, alloy and stainless analyses. 


SATIS#IED CUSTOMERS have been buying Republic Stee! Pipe for over 40 
years. And today it's better than ever. improved Butt Weld Process makes the 
weld even stronger. Pipe hos uniform strength and ductility, tight odherence of 
the galvanized coating, is easily threaded, readily bent. Republic supplies o 
full line of this high quolity pipe in sizes you want. 


a 


© 


ofl C 


ow have 


WHEN YOU STOCK 


There are no lost sales when you stock Republic— 
the complete line, the quality line of headed and 
threaded products. You're ready to meet every cus- 
tomer’s request—ready to supply the bolts and nuts 
they need. 

And you are selling quality in every sense of the 
word. Republic takes no chances. Quality is con- 
trolled at every stage of production—from raw ma- 
terials to finished fastener. Republic uses its own 
ore, makes its own steel, employs the most modern 
machines and procedures. 


REPUBLIC 
World Wied Rouge of, Savard, 
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REPUBLIC FASTENERS 


You're also selling a well-known name, respected 
throughout business and industry—Republic Steel. 

Republic is backing you all the way in 1955 with 
advertising that will deliver millions of sales mes- 
sages each month in the nafion’s leading consumer, 
industrial and business publications. This means 
more sales, more profits for you. 

Order Republic Fasteners now. Republic makes 
and stocks over 20,000 regular types and sizes of 
headed and threaded products for all industries. 
Send the coupon for more information. 


STEEL 
Slels and, Sl Ppodueg 


REPUBLIC STEEL CORFORATION 
3156 East 45th Strect. 
Cleveland 27, Ohic 


Please send more information on 


Fasteners [) Chain [) Cold Finished Steels [ Seeel Pipe 





Company 





Address. 





City Zone 





. 

_ 

' 

; 

; 

} 

4 

1 

Name wr . : 
' 

‘ 

1 

t 

! 

’ 

all 
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WHICH TYPE IS BEST? 


fire protection engineering service to help you serve 
your customers better. To be specific, you become 
an actual part of the foremost, nation-wide field 


Since different fire hazards require different types of 
fire extinguishers, PYRENE—C-O-TWO manufac- 
tures all types ...the finest and most complete 
line on the market today. organization selling fire fighting equipment. 

When handling the well-rounded PYRENE— Remember ... handling the top quality, fully 
C-O-TWG line, you're in a position to give unbiased approved PYRENE—C-O-TWO line is now more 
advice on what is best for the particular fire hazard profitable than ever before. Get complete facts 
concerned. Also, there’s the backing of an expert and see for yourself 


PYRENE--—- ¢€-O-TWO 
NEWARK 1 + NEW JERSEY 
Sales and Service in the Principal Cities of United States and Canado 


COMPLETE FIRE PROTECTION 
portable fire extinguishers . . . built-in fire detecting and fire extinguishing systems 
FOAM + AIR FOAM 


CARBON DIOXIDE « DRY CHEMICAL * VAPORIZING LIQUID + SODA-ACID +« WATER + CHEMICAL 
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WARREN- 
TEED 
SLEDGES 


TRUE-FACED FOR 
ACCURATE STRIKING 


WAR TEED 


trade mark 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railwey track tools 
semeral Offices... Warren, Obie 


Export Division 30 Church St., New York 7, N. Y. 


Rugged Warren-Teed sledges hit harder on 

every blow because their EXCLUSIVE MACHINE- 
TURNED FACES make direct point-to-point 
contact regardless of how you strike—high, low 
or on the nose. Each face is polished to an exact 
6-inch radius and protected with a clear, tough 
lacquer. All Warren-Teed tools are forged from 
special high carbon, heat treated steel. They're 
rugged—stand up under the most severe use. Quality 


buyers spot these outstanding features quickly 


Buy and sell Werren-Teed + 
eaty-to-display- and-stoctk 
with or without handles 
Y sell ore and protit 
when you sell the best Ww 


Teed tools 


WRITE FOR 
NEW CATALOG 
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Joha O. Gantner, Jr., President of Gantner of California, reveals why 


“She always has 


They say a woman will always have the last word. It's cer- 
tainly crue when she shops for a swimming suit! 


“She waits cill the last possible minute, and insists she get 
the ‘last word’ in style. Pressure on stores is terrific. If “hoe’ 
styles run out of stock, those sales are gone forever. 


“But our retail accounts know they can depend on Gantner 


the last word!’’ 


“Gantner styles 
in a few hours, w/ 


lost — not a sale is 


“And one last we 


can save you money, too. 15 lbs. from San Francisco to 


Chicago, for example, costs $10.91. That's $1.09 less than 


any other complete 


un be restocked to any store in the country 
he ads are running. Not a moment is 
thanks to Air Express! 


rca 


wd — about costs. Specifying Air Express 


air service! 


—__ AirExpress on 


@eaTeae THERE FIRST via US. Scheduled Airlines 


CALL AIF EXPRESS 
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..+ division of PAILWAY EXPRESS AGENCY 





Says £.. di Braning, of Bonne Terre Farming 
ond Cattle Co., Bonne Terre, Missouri 
“Whenever o growing plant is cought with old- 
fashioned lubrication methods, there are costly 
losses. When our men see this they step in and 
show how Alemite planned lubrication con save 





ALEMITE PLAN DB 


barrel pumps in a piped system 


One of five Alemite Basic Plans to 
simplify and speed your sales — 
Sell by the plan for profit! 


Where hundreds of hungry bearings drain a hand- 
gun or bucket pump dry in minutes—where low pres- 
sure hand methods can’t provide the necessary lu- 
brication protection— where time and money are 
wasted on outgrown lubrication methods—that’s the 
spot to move in and sell Alemite Barrel Pumps and 
systems in Alemite Plan “D.” 

Alemite Plan “D” puts an end to all these troubles 
and more besides. Tell your customers that they 
save up to 23.9 man-hours for every 100 pounds of 
lubricant used. Tell them of the added protection, 
better maintenance for less money and higher effi- 
ciency with this Alemite method of protecting lubri- 
cant all the way from barrel to bearing. 

Explain—that’s all—and you'll get the name on the 
dotted line — right now! 


6. u 4 Pal. OFF 


Ask Anyone in Industry 


A flexible plan — 
handles any lubricant! 


ne 
| 


I |W i 


Alomite Overhead Hose Ree! 





*"Tote-A-Hose’’ - 
Powerhouse”’ *Stondord’’ aaheghs late holds up te 40° of 


Air operoted Pump for 100-ib piped system — Supeneehequent 
pump, No. 7701-8 drum Ne. 6540 operator corries Sa Sa 

Electric model —olso available only the hose ond 

also oveilable for 400-Ib. drum contro! voelve 


sell by the plan and multiply profits! 


Free « « « Use this coupon te your free 
copy of the Alemite “5 Plons Better Plont 
lubrication.” It helps you SELL! 


ALEMITE, Dept. H-125, 1850 Diversey Porkwoy 
Chicago 14, Illinois 
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it’S EASIER TO SELL 


Tuffy. Slings 


than it is to sell 
against their 


EXCLUSIVE FEATURES 


New Pressed-on Steel Ferrule — Tuffy’s tucked 
eye splice is now completely covered with a smooth- 
edged ferrule which gives the eye splice 100% of 
the strength of the fabric. No one else has it! 


The minute you show a sling user the new Tuffy Machine Famous Machine-Braided Wire Fabric—[t makes 

Braided Wire Slings, with our exclusive pressed-on steel ° . je 

ferrule, you've got @ sale coming your way. Tuffy Slings more flexible, longer lasting, and more 
versatile. It’s another Tuffy exclusive (patented) 

feature that slows down competition and makes 





| 23)Taly SLING NEWS. ee cclis caster 


NEW FERRULE EYE SPLICE FEATURED 


ln Big, New Tatty Sig Handbook. Just OM Press. FREE Outstanding Repeat Order Sales Record — One 


Tuffy sale leads to another. After a user has tried 
Tuffy, he’ll accept no substitutes. With no compli- 
cated specifications, re-ordering is easy for buyers. 


Inquiry-Producing Advertising — We're adver- 
tising Tuffy Slings to all prime prospects in the 
leading trade journals. The thousands of leads 
from these hard-hitting ads are turned over to 
Tuffy distributors for follow-up, sale and profit! 


New Tuffy Sling Handbook FREE—We’'re offer- 
ing prospects in our advertising a FREE copy of 
the new 60-page Tuffy Sling Handbook. It brings 
This is one of Tuffy’s you leads. It serves as a buyer’s catalog and 
continuing series of od- makes ordering simple and easy. For a free copy. 


vertisements in leading > : : 
trade journals. write us immediately. 











Tuffy Sling Sales Lead To Tuffy Hoist Line Business 


5 Every Tuffy odvertisement encourages purchase of Slings from dis- 
Write us for your FREE tributor stocks. To make sure you do not miss soles of Tuffy Hoist 
copy of the new Tuffy Lines to team up with Tuffy Slings, Union Wire Rope branch mill 
Sling Handbook. depots cre strategically locoted in more than o dozen cities across 

the country. They con give you fast, short-notice delivery on hoist lines 


Wn corporation 


Speciotion in high carbon wire, Wire frope, braided wire fabric, stress relieved wire ond strand. 
2236 Manchester Ave. Kansas City 26, Missouri 
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OVER A HUNDRED SIZES AND MODELS OF COFFING HOISTS 


SAFETY-PULL 
RATCHET LEVER PULLERS 
HOISTS 
10 roller-choin two sizes — 
models — 500- and 
1,500. te 30,000-ib 1,000-Ib. 
2 coll-chein model iti 
1,500- ond 3,000-ib_ enpeenes 














CHALLENGER 
LIGHTWEIGHT 
ALL-STEEL 
SPUR-GEAR 
BINDERS 


HOISTS 
2 models — 
three models — 3,000- and 


Yan, 1+, and 
2-ton capacities 6,000 Ib. 
Also 


HOIST BINDER 
3,000-Ib. 
capacity 
! 
OMFERENTIAL 
Also CHAIN HOISTS 
et two sizes — 
Ya- and 
(plain and geored) \ a 1 — 
— = \ capacities 
4~ to 10-ton 


SPUR-GEAR HOISTS 
(multiple chain) 
fourteen models 
3- te 25-ton 
capacities 


SAFETY 
LOAD 




















The brood Coffing line lets you 

select exoctly the right hoist for the 
job. For more information on units you 
need, see your distributor, or write Dept. A 
a... 
HOISTS Coffing Hoist Division 


12 models i. f ompany 


— 1%- te 


24-ton 
capacities 
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More than meets the eye 
j 
There are extra values in ARMSTRONG 
TOOLS that become apparent only with use. 


TOOL SENSE — convenience in use — the 
most efficient “tool approach” built into 
ARMSTRONG Tool Holders; the balance 
and “feel” of an ARMSTRONG Wrench; 
the rigidity of ARMSTRONG “C” Clamps; 
the extra toughness of ARMSTRONG Lathe 
Dogs and Eye Bolts; the universal adaptability 
of ARMSTRONG Set-up and Hold-down 
Tools — the evidence of “tool sense”, the 
understanding of each tool’s requirements. 


STRENGTH — built into each individual! 
ARMSTRONG TOOL is a safety factor of 
extra strength — strength beyond any need, 
the inherent strength of specially selected 


materials enhanced by proper heat treatment 


and hardening. 


UNIFORM QUALITY — the uniform 
quality made possible by modern manufac- 
turing methods, in a specially-built plant 
equipped with every needed quality control. 
The name ARMSTRONG with the Arm-and- 
Hammer Trade Mark is universally recog- 
nized as a guarantee of finest quality. 


See us at Booth No. 550, Metalworking Mach- 
inery & Equipment Exposition, Chicago Coli- 
seum, Sept. 6-17 


The Tool Holder People 
5205 WEST ARMSTRONG AVE * CHICAGO 30, ILLINOIS 
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~The Johns-Manvi 
Packing of the Mont 


eee one of the lead 7 
ersina lity li 
profit f quality line th : 
able business in replacement es _— ee : 
ings 


j-M CENTRIPAC 
ROD PACKING 








STYLE NOS. 7, 
11, 18 AND 19 


A long-time favorite 
for centrifugal pumps 
and other equipment 
with rotating and 
oscillating shafts 


service ++ and thoroughly approved by plant 


for Centripac, St} men everywhere! 


ever you find fluid transfer equi How it Is furnished: Centripac is SYP 
handling water—fresh, salt, hot OF cold— tied in both at ae’ 1 P P 
MeL ammonia rorses saat Ss plied in th ring 4° coil forms, 1° sizes 
want acids onl a Sele from Sie” to 1" square. Style No- 7 contains 
Scyle No +1 for heavy ol : : no wire, Style No- 11 is wire-reinforced. 
=e ‘ oF a - A nae : ; Style No. 18 (no wire) contains 4 gasoline- 

. a ine service, ©” F resistant lubricant. Style No- 19 (no wire) 


pulp and paper mill service-) is ungraphited. 


: Centripac Backed by National advertising: 


What its selling points are 
-selling 


is plaited square (not pressed square) from Centripac and ot 
yarn, thoroughly jubri- Maoville Packings 4f¢ ' 
square cross-sec- publications read by P 
surface, svery mal i _ This adv 
jocal J- 
ce to buy. Your selling job * easier 
when you push Johns-Manville Packings! 


tion pr contact 
insuring 4 tight sea um friction 
and gland pressure. It isa sted pack- 
ing, thoroughly 


Note to Salesmaneger* For copies of this advertisement for distributions to 


your sales organization, write Johns-Maaville, Box 6°, New York 16, N.Y. 
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THIS NEW 


WALKER-TURNER 
AIR FEED 


is a sure-fire “door opener” ! 


SELL IT for Walker-Turner Drill Presses 


Whenever you're selling a fine, sturdy, 
dependable Walker-Turner Drill Press for 
repetitive production work—demonstrate 
this Air Feed. Your customer can see it 
saving time and money in his own plant. 
Result: an extra sale for you. 





Available with 4” and 6” spindle travel, 
in 15” and 20” models . . . prices, includ- 
ing motor, start at $353.00. 


This new Walker-Turner Air Feed Attachment converts 
any Walker-Turner, or W-T type drill press, up to 1” 
capacity, to automatic cycling for production drilling and 
mortising. Gives sensitive automatic feed control for a 
wide variety of production operations in metal or wood. 


100% PNEUMATIC! EASY TO INSTALL! No machin- 


SELL IT for any “W-T type” Drill Press 


Every drill press that’s used for repetitive 
production work is a likely sale for this 
new Walker-Turner Air Feed! Demon- 
strate the time and money saving — and 
youre right on top of a sale! 

Air Feed Attachment alone — 4” and 6” 





ner 


spindle travel; for 15” and 20” drill 
presses ... prices start at $185.00. 


ing, no electrical connections. Installs in about 10 
minutes. Maintenance is practically nil. 


For any installation where normal air-checking is not 
sufficient, this special hydraulic valve is available. Can 
be quickly attached to any model W-T Air Feed. Valve 
is self-contained, requires a minimum of maintenance. 
One easy adjustment permits press to be used without 
hydraulic check valve. 


Write today for catalog and complete specifications 
Some Walker-Turner Distributorships are still available. Check with us on your own locality. 


WALKER-TURNER 


* DIVISION - 
KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, N.J. 
AIR FEED DRILL PRESS ATTACHMENT © RADIAL DRILLS 


RADIAL SAWS ° JiG SAWS . LATHES 
FLEXIBLE SHAFT MACHINES 


DRILL PRESSES — Heond and Power Feed . 
Weed and Metal Cutting BAND SAWS . TUTING ARBOR SAWS . 
. SPINDLE SHAPERS ° JOINTERS « BELT AND DISC SURFACERS 7 
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REINFORCED RESINOID BONDED 
ABRASIVE CUTTING PARTICLES 
AND FIBERS 


STRUCTURALLY —— = 
DIFFERENT... = i 


FOR EXTRA STRENGTH 


EXTRA SAFETY 


IT’S THE 





RED WHEEL 
SIMONDS* 


ABRASIVE CO. 


_- 





A “NATURAL” FOR DISTRIBUTOR SELLING 


Here’s something you can sell in a big, profit- 
making way. It’s Simex, the new lightweight rigid- 
type reinforced resinoid bonded abrasive wheel 

a new, fast turnover item for production grinding, 
weld grinding, and cleaning-up—a sensationally 
different wheel with real sales potential. 


Let’s send you detailed information. 


SEND FOR BULLETIN ESA-244 AND 
LEARN HOW MUCH BETTER SIMEX 
IS FOR YOUR CUSTOMERS JOBS 





a —— 


oN SIMONDS ABRASIVE COMPANY + PHILADELPHIA 37, PA. 


From rove 
SImonos , " . ’ 

OmsTRIBUTOR Branch Warehouses: Boston, Detroit, Chicago, Portland, Sen Francisco * Distributors in Principe! Cities 

STOCK - SERVICE 
KNOW-HOW 


Division of Simonds Sew and Stee! Co., Fitchburg, Mass. « Other Simonds Companies: Simonds Stee! Mills, Lockport, N.Y, 
Heller Tool Company, Newcomerstown, Ohie, Simonds Ceneda Sew Ceo., lid., Montreal, Quebec, 
Lien Grinding Wheels Div., Brockville, Ont. and Simonds Cenade Abrasive Ceo., Lid., Arvide, Quebec 





HOW 10 BUY 
RUBBER HOSE 


FOR EASY HANDLING 
ON TOUGH JOBS... 


and get ‘More Use per Dollar’”’ 


Select a light weight hose construc- 
tion that is flexible and kink resis- 
tant for long-life dependability. 


Hose that is light in weight — yet 
strong enough to safely withstand 
high pressures—is easier to han- 
dle. Men like it better and do 
more work with it. Look for a 
hose that is light, yet strong, for 
ease of handling. 


If the hose you buy resists kink- 
ing you are assured maximum 
flow under all operating condi- 
tions. Hose that is mandrel-made, 
rather than molded in a pre-set 
coil, will coil and uncoil freely in 
any direction . . . eliminate points 
of strain at kinking points that 
can cause costly internal damage 
and rupture. 


Make certain the hose is engi- 
neered for maximum flexibility 
. from tube to cover. Tube-to- 
cover flexibility prevents separa- 
tion of cover, tube or strength 
member plies ... reduces hose 
costs by increasing hose life. 


Specify the one hose that gives 
you all these features . . . specify 
R/M Homoflex Hose. 
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MANHATTAN 


RAYBESTOS-MANHATTAH, INC. 


ae 


V-Belts Conveyor Belts — Tonk Lining Abrasive Wheels 


Cher R/M product indude: ndutriol Rubber + Fan Belts = Radiator Hove « © Broke Unings ° Probe Rocks - Chath Feces : 


eh me 


INDUSTRIAL 


RUBBER DIVISION—PASSAIC, NEW JERSEY 


LBrecred Matet Products ° * Bowling Balls | 
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FIG. 2608—Bronze 
Full Flow Globe Valve 
for 200 Pounds W.P. 


FIG. 1561—150-Pound 
Steel Swing Check Valve. 


POWELL VALVES ...THE COMPLETE QUALITY LINE...POWELL VALVES... 


FIG. 375—Bronze Gate 
Valve for 200 Pounds W.S.P 


FIG. 1531 (Sectional)— 
150-Pound Steel Globe Valve. 


You can depend on outstanding performance 
from every valve made by The Wm. Powell 
Company, for Powell Valves have a proven 
record of long life and dependable service. 
And Powell Valves give you better value/ 
They're precision made and incorporate many 


quality features—features that can save you 
money and give you lasting flow control. 
Consult your Powell Valve distributor. If 
none is near you, we'll be pleased to tell you 
about our COMPLETE quality line, and help 
solve any flow control problem you may have. 


The Wm. Powell Company, Cincinnati 22, Ohio... . ] 0 9 2 ye ar 
PS. This is juats one of many ads appearing im feading magayines that talp you sell POWELL VALVES! 
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HEAT IS SAVED in this college building boiler room, as it has been in countless other 
applications for more than 65 years, by KAM “Featherweight ® 85% Magnesia insulation 


Heat conservation with K&M Insulations 
means profit for you and your customers 


K&M “‘Featherweight”’ 85% Magnesia insulation in the 
illustration above is effective to 600° F., withstands mois- 
ture, vibration, frequent temperature changes. It lasts the 
life of the equipment it serves. There’s a K&M insulation 
to suit any application. 


Where temperatures range up to 1900° F.—K&M insula- 
tions efficiently keep heat where it’s wanted. For your 
customers, that means important savings in heating costs. 
For you, it means the repeat business that comes with 


customer satisfaction. 


There’s a big sales opportunity in K&M_ insulations. 
They're all solidly backed by national advertising, and 
widely recognized by industry. 





KaM LOW-PRESSURE INSULATIONS 


K&M Air Cell Pipe, Sheet and Block Insulation 

K&M Fine Corrugated Air Cell Pipe, Sheet and Block Insulation 

K&M Special Fine Corrugated Air Cell Pipe, Sheet and Block Insulation 
K&M Simplex “Super Shrunk” Pipe insulation 

K&M Bestfelt Lamino Sponge Pipe and Block Insulation 

K&M Duplex Pipe Insulation 

K&M Nu-Wrap Non-Sweat Sectional Pipe Insulation 

K&M Ambierex No. 2 Insulating Cement 

K&M No. 152 Asbestos Finishing Cement 


KaM HIGH-PRESSURE INSULATIONS 


K&M “Featherweight” 85% Magnesia Pipe and Block Insulation 
K&M Hy-Temp Pipe and Block Insulation 

K&M “Featherweight” 859% Magnesia Cement 

K&M Hy-Temp Cement 

K&M KaytherM Block Insulation 











KEASBEY & MATTISON 


COMPANY «+ AMBLER «© PENNSYLVANIA 
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STANDARD TOOL 


@ The Standard Too! Man, Serving Indus- 
try Since 1881, can recommend the cor- 
rect tap, grind and speed that will enable 
you to reduce your production costs. Find 
out how his broad experience on metal 
cutting can help you. The Standard Tool 
Man is always at your service without 


obligation. 


Call him! 


Complete line... stocked by the 
Standard Tool Distributor in your area 


NY VW DAVID LOO) Pm OO) 


FACTORY BRANCHES IN NEW YORK « DETROIT © CHICAGO « DALLAS © SAN FRANCISCO 


“THE STANDARD Line: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide-Tipped Tools - Gages 


+ 
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CONVEYING + PROCESSING + MINING EQUIPMENT 
TRANSMISSION MACHINERY + CONTRACT UFACTURING 
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-EAPQAE: POWER HACK SAW BLADES 


sdeethediedhedhodhedbedhodbelbethethatbelbetheds 


are best by évery test! 
ee 


QUALITY ... The very finest in both 


steels and workmanship 
SERVICE... Prompt Deliveries 
TECHNICAL ASSISTANCE .. . 


Whenever needed on unusual 
or difficult cutting problems 


These things we pledge to you. The final test is on 
your own machines. Try Lenox for yourself . . . on 


any job . . . against any other blade in the world. 
AMERICAN SAW 


Then you be the judge. L, E N () X & MFG. COMPANY 


HACK SAWS BAND SAWS GROUND FLAT STOCK 


—-— Qreerry di ins dd didi dil ai PS Se 
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| IN THE METAL WORKING aT 
| INDUSTRY, IT’S 


UNION DISTRIBUTORS 
SERVE THE NATION 





FOR e SPEED 

e ECONOMY 
e RELIABILITY 
e PERSONAL CONTACT 


CALL YOUR UNION DISTRIBUTOR 





UNION TWIST DRILL COMPANY: ATHOL, MASSACHUSETTS 


OWNERS AND OPERATORS OF: 5. W. CARD MANUFACTURING CO. DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock island, Quebec 








Talk of the Trade 


SOCIAL CALENDAR: When Ford Motor Co 
opened its new assembly plant in Mahwah, N. J., it 
was a gala affair . .. Among those who attended were 
Henry Ford II, Governor Meyner of New Jersey, and 
Harry Gradwell, industrial supply salesman for Bern- 
stein Bros., Paterson (be sure and read Harry’s story 
on reading habits on page 94) . . . There were big 
social doings in Tulsa a couple of weeks ago . . Bob 
Tyler and Bill Dawson (Tyler-Dawson Supply) enter 
tained some 1,300 guests at a dance . . . Quite fancy, 
too . . .The music was by Stan Kenton. 


PARTY NOTES: Dan Northup (Henry G. Thomp 
son) staged his annual football party this year and was 
really lucky . . . First, it rained until 11 o'clock and 
then cleared up as nice as could be . . . Second, Yale 
really outplayed Army and won 14-12 . . . Among the 
guests were Bill Purtell; U. S. Senator Purtell, that is 


ANY ARGUMENT?: Jim Seaman (W. L. Smith, 
Newburgh, N. Y.), as banquet chairman of an Orange 
County organization, is claiming for his chapter the 
title of oldest chartered “horsethief” group in New 
York State .. . The full name of the organization is 
The Horsethief Detection Society . . . Jim’s chapter 


is 150 years old. 


COLLEGE BOYS: There'll be a double reunion at 
Princeton this year for Dave Stagg (Patterson Bros., 
New York) . .. Dave was graduated from Princeton 
25 years ago and his father got his sheepskin 50 years 


ago 


COMING OUT: J. M. Krisman (Krisman Industrial 
Supply, Tulsa) was scheduled to have a coming out 
Coming out, that is, of a cast he’s 

About a year ago he slipped 


party this month . . 
been in for months 
and fell, hurting his back 








MEANEST MAN: Speaking of titles, my vote for 


“meanest man in the world” goes to the patrolman a 


couple of manufacturers’ men told me about 
Seems they headquarter in Dallas and, naturally, like 


This X town is a good 


to get home Friday nights 
There is, 


distance from Dallas and has heavy traffic 
though, a way of bypassing the heavy traffic and those 
salesmen who know their way around use this way 
regularly . . . At least, they used to but they've stopped 

Every Friday night this patrolman stations himself 
to catch the homeward bound salesmen The officer 
makes no bones about it, tells the speeding salesmen 
he’s out to catch salesmen because “you can put this 
on your swindle sheet’ Couldn't get my boss to 
countenance such a thing when a New Jersey patrol 
man handed me a ticket The only consolation was 
that I learned how radar works—$13 worth of learning 


R.W.B. 
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the new EP R@KER 

















IN CLIFTON, N. J. About 10 miles from New 
York City. 

267,000 SQUARE FEET of flocr space, with 
225,000 sq. ft. for manufacturing: the 
remainder for offices, shipping, etc. 


PRODUCTION-FLOW DESIGN Single-floor lay- 
out that permits progressive flow of prod- 
ucts through processing operations. 


SELF-TAPPING SCREWS SOCKET SCREWS 


MECHANIZED MATERIALS-HANDLING Special 
conveyor systems and other modern 
equipment provide advanced degree of 
automation, and speed production. 
AUTOMATIC HEAT TREATING equipment, of 
P-K design, is typical of new production 
facilities for highest efficiency. 


ADVANCED QUALITY CONTROL Newest inspec- 


SCREWNAILS ° MASONRY NAILS 


PIOCOCOCHIVATTSI 
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-“KALON piant... 


-.. Offering 

P-K DISTRIBUTORS 
a new opportunity for 
greater sales volume 


and added profits 


In this great new plant, Parker-Kalon’s 
unequalled “know-how” is now matched 
with the finest production facilities to meet 
Steadily increasing demand. Advanced 
engineering and laboratory equipment will 
also contribute to P-K progress in fastener 
research and development 

For fastener users everywhere, this 
means greater savings than ever, through 
the wider use of P-K Self-tapping Screws 


and other P-K Fasteners 


For P-K Distributors, this enlarged 


production potential offers new opportun 


ity for greater saies volume and added 


profits. Now, more than ever 
“You're OK with P-K!” 


tion and testing equipment guards P-K 
quality standards. 

PACKING AND SHIPPING area is fully equipped PARKER-KALON DIVISION 

for sagid hendling G& cane steens and slip- General American Transportation Corporation, 
ment of orders. 

AIR-CONDITIONED LABORATORY provides all 
modern requirements for research, fas- 
tener development, and performance tests. 


Clifton, New Jersey 


Sold through leading Industrial Distributors 


STAPS* . WING NUTS * THUMB SCREWS 


G°/1h~FF 


*Registered Trode- mark 
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—— sell Industrial Hose Tile 


Determine the needs of your account, his working conditions and his 
hose applications. 


Use your Republic Hose Catalog to show him how to match his speci- 
fications to the proper Republic hose for his needs. 


Follow through on his delivery requirements and suggest other Republic 
Industrial Rubber Products for his consideration. 


Sounds easy — and it is. When you use Kepublic’s General Purpose Hose Catalog, 
you'll make it easier for your prospect to buy. 
For more information on how to use Republic catalogs— or on any of the 
many sales helps available to you as a Republic Distributor — write to us today. 
We'll do the rest. 


A LINE of rubber items suf 
ficiently complete to permit 
effectively supplying the re- 
GQuirements of the trade 
solicited 


REPUBLIC RUBBER DIVISION 


INDUSTRIAL RUBBER PRODUCTS 


REPUBLIC’S 5-POINT SALES 


A QUALITY of product uni 
formly good end capable of 
delivering service results that 
thowld reasonably be ex- 
pected 


A PRICE basis inducing and 
making possible aggretsive 
competition with reasonable 
profit return 


POLICY 


FREEDOM from competition 
from his source of supply. 
either direct or indirect, 
among the trade covered by 
his day to day solicitations 
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SELLING helps of reason- 
able amounts so that his 
sales force may be given the 
advantage of specialized 
training and a knowledge of 
the product sold 











Industrial Distribution 


Merry Christmas, 


Prosperous! New Year 


The Christmas Season is here again. 
All of us associated with Industrial Distribution 
wish our many friends a very merry Christmas 
and a happy, prosperous” New Year. 


1956 can be the best year we've ever had. 


> OEY ce 


* Prosperous, according to Webster, means “mak- want to read between the lines. The message is 

ing a gain, thriving”, and implies keeping what clear. 1956 can be more prosperous if everyon: 

vou already have and adding to the total just once during the new year, refrains from 
I've left lots of space above for those who cutting a price before it is asked for 
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Business’ Plans For Capital Spending In 1996 


By The Economics Department, 
McGraw-Hill Publishing Company 


1. American business now plans 
to spend 13% more for new 
plants and equipment in 1956 
than in 1955. This is the 
largest increase in planned 
capital spending since 1951, 
when plans were boosted to 
meet the Korean War emer 
gency 
Manufacturing 
plan to increase capital spend 
ing 30% in 1956—by far the 
largest increase reported since 
just after Korea 


companies 


that 
capital 


Survey results indicate 


the new boom in 
spending may carry on into 


1957. 


Companies in almost every 
field expect sales to rise in 
1956 


LINE OF MANUFACTURING, 


I EVERY 
companies are planning higher 
expenditures next year 
increases are 


Vhe largest 
in primary metals, in 


the chemical industry and in the 
table, 
opposite page, on Capital Spending 
Plans of Manufacturing Companies 
for 1956.) 

I xpansion is starting agaim in the 
same that 
during the Korean War 


The steel and non-ferrous 


automobile industry See 


lines added so much 


capacity 
boom 
industries particularly added what 


was then thought to be a large 


I'hese are the key results of the pre 
liminary survey of Business’ Plans for 
New Plants and Equipment. Most re 
phes were received during the last three 
weeks of October, well after the frst 
announcement of President Eisen- 
hower’s illness. Plans reported in this 
survey are preliminary, eed many 
ompamies did not complete their bud 
get reviews until later in the vear. But 
m the past, three advance estimates have 
accurately shown the trend of capital 
spending 


82 





1954 
Actual * 
$9,039 

4,850 

396 
854 


INDUSTRY 
All Manufacturing 
Petroleum Industry 
Mining 
Railroads 
Other Transp 
cations 
Electric & Gas Utilities 
Commercial 


ALL BUSINESS (1) 


& Communi 





otab 
wo 


United States Department o 

son; Chase Manhattan Bank 

Economics 

1) Petroleum Refining, included 

is included only once in the total 
Evecrraica, Worip: Amer 


2,954 
4,219 
6,379 
27,891 


Percent 
Change 
Planned 1955-55 
$12,090 +30% 
5,320 + 6 
304 —15 
1,156 +27 


Millions of Dollars 
1955 
Estimated” 
$9,299 
5,026 

358 
910 


1956 


+16 
—10 
+10 
+13 


3,647 

4,001(2) 

7,668 
33,361 


3,143 
4445 
6,971 
29,424 


irities & Exchange Comm: 
McGraw-Hill Department 


nanufacturing and petroleun 





amount of reserve capacity And 
their expenditures for the past two 
vears have been at reduced levels 
Rut now these companies are plan 
ning new and large increases 

spending—72% for steel and 54% 


for the non-ferrous group 


Big Civilian Demand 


The chemical and petroleum 


refining industries, which als 
built considerable defense-support 
ing capacity in 1951-53, then slack 
ened in 1954-55, now plan to boost 
195¢ 


expenditures sharply in 


Planned increases are 34°, in chemi 


ils and 13% for oil refineries 


Paper and rubber companies are also 
scheduling much higher outlay 
In all these lines, companies report 
that capacity is tight. ‘The expan 
sion of civilian demand has bee 
greater than the old defense requir 
ments. And further large sales in 
creases ate expected in the near 
tuture 

In metalworking, the picture 
dominated by the tremendous pro 
gram of the automobile industry 
The major automobile companies 
plan substantial expansion of facili 
ties next year, as well as new equip 


ment to produce restvled cars for 
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7 am continuing automation of 


production 


The planned increase 
f 68°, will bring spending to $1.9 
billion. This is the largest total 
for any single manufacturing indus 
exceeds autos’ 
record expenditure of $1.3 billion in 
1954. These figures do not include 
pecial tools, dies, jigs and fixtures 
Spending in the other major metal 


try, and previous 


vorking lines—machinery and elex 
trical machinery—will be up, but 
plans are not yet equal to the peak 
expenditures made in 1953 
The food textile 
planning 


and industries 


moderately higher 
ipital expenditures next year. In 
this 


term growth trend 


continues a 
But in 
textiles, it is an upturn after several 


xl processing, 


yn 
ears of curtailed capital spending 


Non-Manufacturing Industries 


The petroleum industry expects 
to increase its total spending 6% 

1956. Expenditures for new oil 
vell drilling and other production 
equipment will be up 6%, 
ing to this survey. Expenditures for 
the refining sector will be up 13° 
ind marketing 7%. However, new 
pipeline construction is scheduled 
to decline in 1956, resulting in lower 


accord 











Capital Spending Plans 
of Manufacturing Companies for 1956 


INDUSTRY 
lron & Steel 


Non-ferrous Metals 


Machinery 


Electrical Machinery 


Autos 


Millions of Dollars 


1954 
Actual* 


$676 
209 
694 
439 
1,295 


Transportation Equip- 


ment (including 
craft) 


Other Metalwoiking 


Chemicals 


air- 
191 
630 
. 1,130 


1955 
Estim- 
ated* 
$865 
320 
788 
449 
1,145 


280 
680 
1,032 


Planned 1955-56 
$1,488 


492 
152 
461 
728 
706 
511 
195 
331 


455 
131 
361 
800 
765 
534 
231 
331 


Paper 
Rubber 
Stone, Clay & Gless 
Petroleum Refining 
Food & Beverages 
Food 
Beverages 
Textiles 
Miscellaneous Manu- 
facturing 
ALL MANUFAC. 
TURING 


932 870 


9,039 9,299 


Exchange Commission; Chase 


} 
oniv 





12,090 


l 

United States Department of Commerce; ? 
Manhattan in 
McGraw-Hill Department of Economics 2 
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Percent 


1956 Change INDUSTRY 


+72% Production (1) 
493 +54 
846 + 7 
507 +13 

1,924 


Refining 

Marketing 

Other 
Mining 

Coal 

lron Ore (3) 


Non-ferrous 


319 
802 
1,383 
640 
188 
493 
825 
743 
551 
192 
363 


Railroads 


ties 
Commercial 


Dept 
E.conomics 


1,076 tan Bank 


‘ 1956 
+30 Gas Ass'n 
Securities & 
Bank (1954 j 


Exc lude ; 








Transportation (2) 


Non-metallic (4) 


Capital Spending Plans 
of Nonmanufacturing Industries for 1956 


Millions of Dollers 


1954 
Actual * 


Petroleum Industry**. $4,850 


3,300 
350 
800 
350 

50 
396 
184 

50 
122 

40 
854 


1955 

Estim- 

ated’ 
$5,026 


1956 
Planned 
$5,320 

3,800 

280 
625 
375 
40 
304 
169 
47 

45 

43 
1,156 


Percent 
Change 
1955-56 
+ 6% 
6 
- 8 
+13 
+ 7 
- 7 
15 
- 9 
+ 4 
51 
—15 
+27 


Other Transporiation & 
Communications 
Electric & Gas Utili- 


of Commer 
“> , 
1954 estimated 


based on Evecraicat 
surveys 
Does not include 
Includes oil pipelines; does 
es (included under gas utilities 
Excludes taconite 
mining by manufacturing 


2,954 3,647 +16 
—10 


+10 


4,219 
6,379 


4,445 
6,971 


4,001 
7,668 


cS.E A McGraw-Hill Dept ot 


Petroleum Dept., Chase Manhat 


Wortp and American 


bonus payments for lease 


not include ga pipe 


see text, page 3 
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expenditures for the transportation 
division of the industry. (See table, 
above, on Capital Spending Plans 
of Non-manufacturing Industries 
for 1956 1 

I'he mining industries are cutting 
spending by 15% next year. The 
drop is mainly in non-ferrous min 
ing. Coal and iron mining expendi 
tures will be about the same 
not include 
mining 


do 
the 
companies for new plants to treat 


These figures 


expenditures by iron 
taconite and other low-grade ores 
Complete figures on such plants are 
still not available. But on the basis 
of figures reported by companies in 
this survey, it appears that expendi 
tures for treatment plants may run 
as high as $200 million per year, 
as an average for 1955 and 1956. 
Railroads plan to boost capital 
spending 27% in 1956, reflecting 
the high level of rail traffic and 


improved carnings of the railroad 
companies. Other transportation 
and communications 
airlines, shipping, trucking, 
phones—also plan to raise spend 
16°,, for the whole group 


industries 
tele 


ing, by 


Power Plans 


Electric and gas utilities together 
are scheduled to spend 10% less in 
1956. ‘This is primarily due to a 
drop in spending on gas pipelines 
Electric power companies will spend 
less on generating equipment, but 
more on transmission and distribu 
tion equipment 

An increasing number of commer 
cial business firms are participating 
in the McGraw-Hill surveys. This 
sample is still limited to large chain 
stores, department and mail order 
So the figure must be in 
However, the 


stores. 
terpreted cautiously 


reporting firms show an increase of 
10°, 


year, which is a strong indication of 


in capital expenditures next 


higher spending for this category 


What About 1957? 


I'he survey indicates that capital 
spending may continue at a very 
Over half of all 


expect to 


high level in 1957 
participating 
spend the same in 1957 as in 1956 


ompanic : 


In manufacturing, and in every other 
major group except railroads, at least 
| company out of 5 already plans 
higher spending for two years from 
now. Thus, about 75% of all partici 
pants are planning to maintain ot 
increase spending, beyond 1956 
The longer run outlook for capi 


tal spending is particularly bright in 


Here’s a Rundown 
on Sales Expectations . 





Business’ Plans for Capital Spending in 1956 (Cont’d.) 


these individual lines: Chemicals, 
paper, rubber, airlines. In all these 
industries, at least a third of report- 
ing firms already plan to increase 
spending in 1957. Nearly half the 
firms in the chemical industry 
already have such plans. Just under 
30% of the reporting firms in steel 
and petroleum are planning for 
1957 to top 1956. 

The strength already apparent in 
plans for 1957 is especially striking 
in view of the large increase sched- 
uled for 1956. If present plans are 
carried out, capital spending will not 
lose any of its present great momen- 
tum during the next year. Plans 
for 1957 are, of course, very tenta- 
tive at this time. But in the past, 
companies have usually added to 
their advance plans, as the target 
date drew near. So present indica- 
tions for 1957 are very favorable. 


Sales Expectations 


Companies in almost all indus- 
tries are optimistic about their sales 
prospects for next year. Manufac- 
turing companies expect their sales 
to increase 7% on the average. 
Commercial business is expected to 
be up 8%. In manufacturing, ma 
chinery, chemical and textile firms 
expect the largest increases. Each of 
these industries expects a 9% gain 
(See table on Sales Ex- 
pectations—1956. ) 

Jt is interesting to note that the 
ftwe industries which are now plan- 
ning the largest increases in capital 
spending expect their 1956 sales to 
rise less than the average for all 
manufacturing. The iron and steel 
industry anticipates a sales gain of 
5%, while the auto industry expects 
sales to increase 6%. Since the 


over 1955 





Sales Expectations—1956 


Percent 
Increase 


lron & Steel. . . phigod 5% 
Autos. a 
Transportation Equipment 
(including aircraft) 
Chemicals. 
Peper 
Rubber. . . 
Stone, Clay & Glass 
Petroleum Refining... . 
Food & Beverages. . . 
Textiles “1 
Miscellaneous Manufac- 
turing 
ALL MANUFACTUR- 
ING.... 
Mining. . aod 
Other Transportation 


One @Ooaevou 


4 











sales of these two industries will 
probably break records this year, 
any increase in sales will mean very 
large volume. But capital spending 
programs are obviously meant to 
anticipate sales beyond 1956. Simi 
larly, the non-ferrous metals com- 
panies (refiners and fabricators) are 
also planning a large increase in 
capital expenditures, although they 
expect the smallest gain—2%—in 
sales for 1956. 

However, most manufacturing 
lines look for at least average sales 
increases in 1956, on top of the 
very large gains made this year 
The sales expectations reported in 
this survey could not be achieved 
without substantial additions to 
present manufacturing capacity. And 


this probably explains much of the 
plant expansion being scheduled. 


How This Survey Was Made 


This survey, made by the 
McGraw-Hill Department of 
Economics, is based on industry's 
replies to a questionnaire mailed 
during the first week of October. 
Replies were received throughout 
the month of October, and thus 
represent industry’s planning at that 
time of the year. 

Companies that participate in the 
McGraw-Hill survey are usually the 
larger companies in their industry, 
and this fact may affect the results 
of the survey, although like our 
annual survey completed in the 
spring of this year, this survey in- 
cluded a substantially increased 
number of medium-sized and rela- 
tively smaller firms. In total, more 
companies cooperated in this sur- 
vey than in any previous survey. 

Companies reporting in the sur- 
vey employ more than 50% of all 
workers in the group of industries 
where capital investment is highest. 
This group includes oil, utilities, 
chemicals, steel, non-ferrous metals, 
autos, electrical machinery and rail- 
roads. In industries where cover- 
age is not so complete, companies 
are carefully selected to provide a 
representative cross-section of their 
industry. Companies included in 
the industrial sample account for 
more than one-third of total em- 
ployment in all industry. 

Commercial business—trade, con- 
struction, finance and services—is 
the one major field of capital invest- 
ment with a lower level of coverage, 
and made up of large chain stores, 
mail order and department stores. 





Statistical Notes 





Expenditures have been classified to: 

1. provide a mining figure that does not (like the 
official government figure) include oil well drilling, but 
which does include most of the mining expenditures by 


manufacturing companies; 


2. provide a petroleum figure that covers the entire 
petro The base statistics for this figure 
are those published by the Petroleum Department of the 
Chase Manhattan Bank for the year 1954. 

As a result of these classifications, most of the dollar 
estimates reported in the survey are not directly comparable 


um industry 


of Commerce 


with statistics of capital spending published by the Securi- 
ties and Exchange Commission and the U. S. Department 


Capital spending plans of electric utilities were made 


available by Electrical World, a McGraw-Hill publication 


utilities 
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The American Gas Association provided figures for gas 
Correspondents for Business Week personalls 
interviewed many company executives, as did members 
of the McGraw-Hill Department of Economics 
McGraw-Hill magazines helped in conducting the survey 
in their own fields 


Other 





why you should... 


Sell Soundly And Give Attention To Details 


By Jack Wertis 


Senior Associate Editor 


HE TALK CENTERED ON some of the more satisfying 
) tent that were made recently and the sales manager 
of Kester Machinery Co., Winston-Salem, N. C., 
thought that the $3,500 order just brought in by 
Foyell Young deserved mention. Why?—because it 
was a good example of the steady application of sound 
selling techniques and attention to details that con- 
stitute good day-in, day-out industrial supply and 
equipment salesmanship. Nothing flashy, just effective 
selling practice. 

Could the sales manager bring Mr. Young in for 
some more details? He could, picked up the phone, 
talked a while into it and put it up again. Mr. Young 
would be in in a few minutes, he was busy lining up 
some product information for some customers. Some 
preliminary details on the sale? Well, Mr. Young had 
sold an air-cooled compressor to the Dinette Parts 
Mfg. Co. Some other items too. He had followed up 
the first hint when Carl Chestain, plant superintend- 
ent, casually mentioned the prospect of going to air 
machinery and tools. Although the machinery would 
be of a specialized type for a woodworking plant, Mr. 
Young had kept up with developments, knowing that 
at the least a compressor would be needed. Just then 
Mr. Young walked in and, after the introductions, sat 
down. Would he mind giving some details, as well as 
he could, of the final negotiations? It would be hard 
to give everything, but he'd try to cover the main 
pornts. 

“T received a call ene morning from Mr. Chestain 


isking me to go to their main office in the merchandise 
market showroom and see Mr. Taylor (Stanley Taylor, 
president, Dinette Parts Mfg. Co.) so I figured that 
this was it. I had discussed the use of air with Mr 
Chestain lots of times and had a rough idea of what 
to expect.” 

Ihe sales manager interrupted, “Pardon me, but 
here’s a point I'd like to bring out. A lot of customers 
and prospects call up and say they want your man to 
drop in and see them. Most of them don’t bother 
to say what about and, in many cases, the person 
taking the message—it might be the salesman him 
self—forgets to ask. It would save a lot of useless 
trips for salesmen if this information could be ob 
tained then and there. | try to hammer that home to 
our inside and outside staff as well as switchboard 
operators. Of course, Foyell, here, knew what it was 
about in this case. Go ahead, Fovell.” 


Confirmed Invitation 


Mr. Young continued, “I called Mr. Taylor to 
confirm the invitation and made an appointment con 
venient to him. I wanted to get as much time and 
privacy as possible to discuss the change-over.” 

Could Mr. Young give us a sort of literal transcript 
of the conversation with Mr. Taylor? He'd try. And, 
would the sales manager interrupt if he cared to com- 
ment on any aspect of the interview which he thought 
was worth while bringing attention to? He would. 





The Interview 


Mr. Taylor: The reason I asked you to drop by was 
because we are going to start manufacturing our 
own chair seats and backs. This means several 
changes in our plant. We are going to need several 
new machines along with the necessary mill supplies 


Mr. Young: We certainly will do our best to be of 
service, Mr. Taylor. 


Mr. Taylor: Our first need will be an air compressor 
Do you stock them? 


AND MR. YOUNG’S ANSWER WAS... 





Sell Soundly and Give Attention to Details (Cont'd) 


Mr. Young: In that case, it gives us a total of 13.3 
cfm if each operator works his machine to the 
maximum. Now, what about extra drains on the 
air, such as duster guns, or the possibility of going 
to pneumatic hand tools—drills, screw-drivers and 


Mr. Young: Yes, we do. We stock from 4 hp through 
to 15 hp in the air-cooled type. In the larger water- 
cooled sizes, from a low of 89 cfm to a high of 
1800 cfm, we have another very good source of 


supply. 


Mr. Taylor: Which type do you think we'll need? 
We've already placed an order for six air-operated 
machines. 


Mr. Young: That depends upon the cubic feet per 
minute you will need to operate your new equip- 
ment. I would have to know at what pressure the 
machines will operate. Do you have the specifi- 
cations for these machines? 


(SALES MANAGER: That's what I like, get 
ting into the details, not being afraid of them). 


Mr. Taylor: Yes, each machine will use 1.5 cfm 
maximum at 40 Ibs. pressure. Each machine is 
furnished with a pressure regulator. 


Mr. Young: Six machines at 1.5 cfm. That totals 9 
cfm. Do you think you will add any more machines 
in the future? 


(SALES MANAGER: Another nice detail. 
Don’t undersell the customer for his sake as 
well as your own 


Mr. Taylor: Yes. If business warrants it, we could 
add two more. But that would be the maximum 
with our present facilities 


Mr. Young: Let us figure 12 cfm for the present 
machines and an additional two in the future. 
Actually, the cfm figures out to 11, but I always 
advise a safety factor of a pound or two. But what 
about this other equipment you spoke of a while 
ago? Do you have plans for any other air-operated 
machines? 


(SALES MANAGER: Remembering all the 
details. See what I mean?) 


Mr. Taylor: Well, yes. We do plan to buy an air- 
operated nailing machine. Here's some literature on 
it. It indicates a 1.3 cfm maximum. The pressure 
varies from 145 to 175 Ibs. depending on the 
hardness of the wood you're working on. 


polishers? 


SALES MANAGER: That's utilizing an 
opportunity to sell related items to good 
advantage. Explore the possibilities with the 
customer, don’t let him have to think of them 


later 


Mr. Taylor: We will want a couple of duster guns. 
However, they will be used only when the other 
machines are not running. Say, between shifts or 
before starting time. Pneumatic hand tools would 
be nice, but we are in good shape on electric tools 
for the next few years. With the information I gave 
you, what size of a compressor would you recom- 


mend? 


SALES MANAGER: Confidence in the sales- 
man. That comes after you establish good 
will with good service 


Mr. Young: I would recommend a 5 hp, 2 stage, 
3 phase, tank-mounted unit to furnish 26 cfm at 
175 Ibs. pressure and equipped with automatic 
start and stop controls. 


Mr. Taylor: Isn't that too large? 


Mr. Young: No, sir, and I'll tell you why. You see, 
an air-cooled compressor should rest 50% of the 
time for cooling to get the maximum life out of it. 
The 26 cfm is piston displacement and not free air 
delivery. We must also allow some friction loss 


through piping 


(SALES MANAGER: Know your product! 
Old stuff, but things can get pretty rough at 
the critical stage if you don’t.) 


Mr. Taylor: Why do you recommend the air-cooled 
over the water-cooled? 


(SALES MANAGER: See! 


Mr, Young: | can answer that question best by telling 
you that we cannot get the high pressure you need 
from a water-cooled unit. They are more efficient 
when lower pressures and large quantities of air are 
needed. 
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Mr. Taylor: Why do you sell this particular brand 
rather than some other make? 


SALES MANAGER: A perfectly natural 
question and I think that all customers should 
ask it, particularly where large equipment is 
involved, and the salesman should welcome it 
It gives him a chance to satisfy the buyer that 
he is getting the best for his plant.) 


Mr. Young: Because we feel it is the best, and we 
have good reasons for making that statement. First, 
all the products this company makes are thoroughly 
tested for quality and performance before leaving 
the factory. Second, their representatives are fully 
trained to give service in the field as well as make 
recommendations for the care, use and maintenance 


of their equipment. ‘Third, we have sold these 
machines for about 20 years and, outside of some 
minor things which the company took care of 
immediately, we have had wonderful service from 
all of them. So we are completely sold on the 
product. 


Mr. Tayler: I see you arc 


Mr. Young: If you will give me the order, Mr. ‘Taylor, 
| will check your plant to determine the best place 
for the compressor, give you an estimate on the 
pipe and fittings. Then when the equipment is 
installed, I will check it thoroughly for performance 


(SALES MANAGER: There's the main point 
—asking for the order. Never forget it. A 


good C lose 





Mr. Young indicated that he was finished. Were Mr. Taylor 
and the superintendent satished with the compressors per 
formance? Qh, yes. Mr. Young's specifications had worked out 
fine. He had also followed through as he had promised. He 
went a little further. He makes periodic checks every few months 
to be sure that everything is working as it should 

Would it be possible to get some pictures of Mr. Young 
Mr. Taylor, Mr. Chestain and the compressor too? Certainh 


he was going to make a check at the plant that afternoon 


“A. 
“LET US FIGURE 12 cfm for the present,” says Foyell 


Young, Kester Machinery Co. salesman, to Stanley Taylor 
Dinette Parts Mfg. Co. president, in closing sales 


EVERYTHING'S SATISFACTORY to Plant Superintend 
ent Carl Chestain when Mr. Young calls to make a periodic 


check on the performance 
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COUNTER SALES gained substantially when industrial divorced from hardware, automotive, electrical and plumb- 
department of Miller Bros. Hdwe. Co., Richmond, Ind., was ing operations; allott t wn space and persot 


Industrial Department Divorced 
From Other Units—Sales Go Up 


By Robert Slater 
Associate Editor, Chicago 


| NCREASED SALES, streamlined service for its customers, 

and more efficient stock control, resulted when the 
industrial department of Miller Bros. Hardware Co., 
Richmond, Ind., was separated from the firm’s other 
departments—hardware, automotive, electrical, and 
plumbing. 

Once sandwiched in with the rest of the firm’s large 
operation, the industrial department now is an inde 
pendent unit so far as stock area, offices and personnel 
go. 

“It was a gradual process,” says Loren W. Moss, 
industrial manager. “In fact it took seven years. 
Space, facilities and personnel gradually became avail- 
able and were added to our end. And the department 
had to grow in volume before we could afford to 
move—industrial supplies now account for 25% of 
the company’s total volume. 

“First step was to segregate sales and counter; 
phone, purchasing and order filling. Then recently, 
when the automotive department was closed out, we 
were able to consolidate stock.” (Still being handled 
in common wtih other departments is receiving, ship 

STOCK CONSOLIDATION was last ve in the segrega ping, billing and accounting. ) 


tion of industrial supplies. New steel shelves were set up; in 
wooden shelving retained only for heaviest items Prior to the move savs Mr. Moss, “when indus 
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SERVICE PERSONNEL can now devote full time to 
industrial customers, and can be trained accordingly. Eddy 
Mullins will work into purchasing as department grows 


trial items were handled in common with hardware 
items, service personnel weren't interested in our cus 
tomers, and couldn't handle phone orders and inquiries 
the way we wanted and expected it to be done. 

“Our problems were entirely different from those 
connected with the wholesaling of hardware—and we 
had to sell that fact to management. For instance, 
the service angle is different. The industrial customer 
is buying for immediate consumption, while the dealer 
trade is buying for stock. Naturally, speed isn’t so 
important to a dealer who is stocking up for resale 

“And then there’s the question of orders. Out 
orders may run to only one or two items, but the 
dollar value can exceed that of a hardware order run 
ning two or three pages. An industrial supply invoice 
may run $1,500 for one invoice line. Yet in the past, 
the longer order sometimes got priority.” 


Segregation Spells Success 


Mr. Moss pointed out that Miller Bros. had made 
several attempts at industrial business—which failed, 
he believes, because there had been no segregation. 

Mr. Moss tells about the buyer who said to one 
of Miller’s 
vou people are going to separate your industrial depart- 
ment. Up to now I've been able to send my truck 
to Cincinnati and get supplies quicker than I could 


gct em from you 


industrial salesmen, “I’m glad to hear that 


lhat’s because we used to have one sales counter 
fer evervthing,” savs Mr. Moss, “and industrial stock 


wasn t segregated. Now the customer can come in 
and see industrial items—all in one place 
“We're able to keep much better control of inven 


toric id stock, and maintain a perpetual inventory 
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SHIFTING STOCK is complicated by fact that some prod 
ucts are also good hardware items. Salesman Charles I 

Dimes and Mr. Moss plot best location for grinding wheels 





system on most of our big industrial lines, like grind 
ing wheels. And we can arrange the products accord 
ing to movement.” 

The physical move was engineered by the men in 
the industrial department, with the help of the general 
maintenance department. The salesmen, too, had 
campaigned with Mr. Moss for the segregation 
they had all worked inside, and knew the problems 
that arose from the mixup. And they helped in the 


move 


The Final Step 


The final step of the segregation, consolidation of 
stock, has enabled Mr. Moss to improve the storage 
space allotted to his department. He has installed 
new steel shelving, moved the space devoted to 
abrasive wheels to a handier spot, and found it possible 
to keep his inventory cleaner and neater 

“This arrangement has increased our sales tremen 
dously,” he says, “but it’s also increased our prob 
lems. Customers who used to buy from the automo 
tive department still buy from us—we don’t get credit 
for sales that aren't industrial, yet our counter still 
handles the load. We really get too much non 
industrial counter business 

“And a surprising amount of stuff you'd think 
strictly industrial is also wholesale hardware—files, 
cap screws, socket screw products. It's only when 
the greater volume falls into industrial that we're re 
sponsible for the purchasing and stocking. Contrari 
wise, we sell a lot of nails industrially, but they're still 
1 lharcware item. This is sometimes confusing 
But those problems will be ironed out—segregation 


takes time, but it makes sak 














What's Wrong With Supplier Sales Stories? 


) SELL INDUSTRIAL suPPLiES, Sales 
T Manager George Penfield be- 
lieves it is wise to concentrate on 
telling the customer what the 
product will do for him. 

“For three years I was a door-to- 
door appliance peddler,” Mr. Pen- 
field reminisces, “and, believe me, 
housewives don't give a darn how 
the product is made, where it’s 
made, or what it’s made of. They 
just want to know how it will make 
life easier for them, how it will save 
money, how it will improve their 
homes.’ 

During the past nine years selling 
for Tracy, Robinson & Williams Co., 
Hartford, Mr. Penfield has applied 
these principles to industrial selling 
And he can’t be too far off the track, 


By George L. Bottari 
Assistant Editor 


for last year he was appointed sales 
manager of the firm. 

What it takes to sell industrial 
products leads Mr. Penfield to one 
of his pet peeves. “If you agree on 
the importance of stressing what a 
product will do,” he points out, 
“why do so many manufacturers 
spend so much time, money and 
effort telling us where and how the 
product is made?” 

Though he believes in the efficacy 
of sales meetings, Mr. Penfield 
recalls a number of sessions where 
salesmen were inattentive (and some 
just fell asleep) because a manu 
facturer’s man plowed through a 
lengthy film-tour of his plant, fol 
lowed by a boring discussion of how 
the product was made. “After an 


THE BUYER WANTS TO KNOW why he should buy a particular product, and 


how the purchase will save him, and his company, time and money 
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hour and a half,” he recalls, “we 
still didn’t know what the product 
would do, what it had that set it 
apart from competition, and where 
we could sell it. Does that make 
sense?” 

Mr. Penfield also advocates work 
ing in the field with manufacturer 
salesmen, but complains that “some 
manufacturer's salesmen bore me, 
and my customers, by harping on 
tensile strength, hardness, produc 
tion recipes, and other technical 
specs. As a hypothetical case, sup 
pose a new drill is added to a manu 
facturer's line . . . primarily, we're 
interested in what the drill is de 
signed to do—drill plastics, titanium, 
or what? We're not particularly 
interested in the machines the drill 
is made on, hardening specifica 
tions, etc. Rarely are we queried 
for details and, when we are, that 
data can be obtained from the 
manufacturer's literature.” 


What We Need 


What distributor salesmen need 
are facts on end use of the product 
and tips on how to demonstrate the 
advantages of the product to in 
terested buyers. Mr. Penfield am 
plifes his attitude further by 
citing the fact that most reputable 
manufacturers’ products conform 
to industry specifications of their 
particular association. “Each manu- 
facturer, however, usually has some 
feature which he feels makes his 
product unique or distinctive. If 
this feature is presented to show 
why this product has an advantage 
over competition, then distributor 
salesmen will have something dif- 
ferent to talk about. Furthermore, 





the manutacturer should expend 
some effort telling where the 
product can be sold, and what types 
of plant operations represent desir- 
able, or possibly untapped, poten- 
tial.” 


Improve Literature, Too 


if copy in their literature is 
slanted to tell the same story, Mr. 
Penfield believes the value of manu- 
facturers’ published material would 
also be enhanced. 

In conclusion, Mr. Penfield says, 
“Distributor salesmen spend a good 
percentage of their time developing 
relationships. We call continually, 
there’s no high pressure; we try to 
get on friendly, relaxed terms and 
this doesn’t require overwhelming 
buyers with our technical brilliance. 
In many instances the buyers know 
more about what they're doing, and 
what they hope to accomplish, 
than we do. It’s our job to listen, 
get all the facts, then suggest a 
product that will do them the most 
good. Admittedly, we occasionally 
run into the technical job. When 
we do, then it’s time to call for the 
factory engineer.” 


THE SHOPMAN WANTS TO KNOW what the product will do for him; how 


its use will improve, increase, or accelerate production for his company. 





The Other Side Of The Story 


Random remarks from manufacturers’ representatives 





“That's the trouble with a lot of distributor sales 
men! They won't take the time to bone up on 
technical details. And every time a customer asks 
a simple question, these same distributor salesmen 
scream for help.” Salesman for manufacturer of 
powcr transmission equipment 


“Mr. Penfield has some good points. Essentially, 
it is good to be concerned about selling customer 
benefits. But—to do an effective job along these 
lines—it certainly doesn’t hurt to know something 
about the manufacturer's facilities, his standing in 
the industry, his national reputation, and the 
quality control of materials that go into the 
product.” Salesman for manufacturer of potable 


electric tools 


“My company spends a lot of money on sales 
aids: color films, catalogs, extensive sales meetings 
and training schools—all specifically designed to 
show how our products ame made, so distributor 
salesmen will have the — to enable them 
to converse intelligently dbout our broad field. 
I can’t believe that this is so much wasted effort.” 
Salesman for manufacturer of industrial rubber 
products 
SS? 

There's a happy medium someplace. I don't 
believe distributor salesmen can completely ignore 
product engineering, nor do I think manufacturer 
salesmen should underestimate the value of prac 
tical selling. Then too, some salesmen can sell 
mostly by making friends; others have to know 
everything about the product Salesman for 
manufacturer of cutting tools 
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GROUND RULES for cooperative efforts are outlined by 
George Mihalcik, sales manager, Woodbury & Co., Portland, 


—— 
+ 


Ore., to Emie Reinelt, route salesman, and Roland Mills, 
saw specialist 


Meet Specialized Competition With Specialists 


But general line firm stresses planning for effectiveness and 


control of route salesmen’s and specialists’ sales activities 


Te THERE MAY BE SOME FRICTION between suppliers 
and their distributors over the amount of selling 
effort given to a line is not doubted by George Mihal- 
cik, sales manager, Woodbury Co., Portland, Ore. 
However he hasn't encountered any such recrimina- 
tion. Whenever the market potential, gross profit pic- 
ture and territorial protection justify it, Woodbury & 
Co. gives what it consider highly adequate attention to 
a supplier's line—a specialist is put on it. 

As Fred Holcomb, vice president and general man 
ager, put it, “We in the west have had to carry big 
stocks because of distances from our sources; our 
customers depend on general line service. But spe- 
cialists and selected line houses are growing, now 
that the territory is developing industrially at a rapid 
pace. We feel the best answer to this sort of com 
petition is the use of specialists on those lines that 
have a high profit and sales potential. And we feel 
it is only doing justice to our suppliers. It also gives 
us a certain advantage over the specialized house, and 
that advantage is our ‘route’ salesmen. We have more 
bird dogs out than the specialized house.” 

Mr. Mihalcik said many difficulties usually en- 
countered in using specialists can be overcome by good 
management planning. Take, for instance, the usual 


charge against use of specialists on a staff handling 
many different lines—that specialists tend to concen- 
trate too highly on their specialty and fail to develop 
the necessary cooperation and liaison with the rest 
of the staff. This, Mr. Mihalcik stated, can be over- 
come by careful planning and establishing ground 
rules for cooperative efforts of specialists and general 
line salesmen. ‘The point is to know what you want to 
accomplish and then figure out the best means of 
accomplishing it. Of course, experience helps 

Another disadvantage critics claim, is the tendency 
for route salesmen to “leave it to George” when it 
comes to the matter of talking about a line on which 
there is a specialist at work. Mr. Mihalcik says Wood 
bury & Co. has offset this tendency by intensifying 
the route men’s product training in specialized lines 
As a case in point, Woodbury has two specialists on 
saws, but 10 of their route salesmen have attended the 
factory school on saws 

In addition to the two specialists on saws, the firm 
has a specialist on hydraulic tools and one on alloy 
steels 

The specialist salesman, Mr. Mihalcik added, is 
justified not only by favorable market and profit po- 
tential but also by the service required to maintain 
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customer good will after the business is obtained. Of 
course, there is some criticism of two men from the 
same company calling on a single customer, but that 
is a purchasing agent’s prejudice that is fast disap- 
pearing. Recently, a purchasing agent who had been 
critical of receiving two salemen sent in a large order 
with a request that Woodbury’s saw specialist call 
“as soon as possible and convenient”. 


“Not Afraid” 


The point in Woodbury Co.’s sending route sales 
men to the factory for training was to offset any 
tendency to shy away from discussion of specialized 
lines. It also raised the general level of product know! 
edge of the entire staff, making it more alert to sales 
possibilities in the field. But the route salesman, Mr 
Mihalcik explained, still does not have the time to 
cover his accounts and, at the same time, give tech 
nical advice and service on only one or two lines. 
he duties of the specialist, Mr. Mihalcik explained, 
are generally to supplement the route salesman’s effort. 
Working in what is primarily a lumber territory, the 
route salesman has been trained to take care of the 
more common inquiries and services required by cus- 
tomers when it comes to saws. But he has been trained 
also to be able to estimate how much service will be 
1equired and if that service entails too much expendi 
ture of time. If it does, he calls on the specialist. 

The specialist makes accompanied calls with the 
route man and solo calls, always clearing calls with 
Mr. Mihalcik. When assigned by Mr. Mihalcik to 
work in a branch’s territory, the specialist must report 
to the branch manager who assigns calls. 

Another cause of friction between general line sales 
men and specialists in many firms is the method of 
compensation. Woodbury & Co. meets this difficulty 
by giving the route man entire credit for all sale. 
The specialist is compensated on the basis of aver- 
age incentive earnings of route salesmen. It has worked 
out satisfactorily. 

When the sales staff was informed about the use 
of specialists, the reasons were explained, with em 
phasis being put on advantages to the route salesman. 
The average route salesman covers some 125 accounts 
and makes anywhere from two calls a week to one 
a month on these. One of the points made was that 
the general line salesman’s function (to cover as 
broad a diversity of products as possible) was just as 
iniportant to the company as was the function of the 
specialist. 

Erie Reinelt, route salesman, after several years’ 
experience working with specialists, gives a typical 
reaction: “We like to have the specialist call, either 
with us or without us. We pick up a lot of information 
both on products and customers’ use, from the spe 
cialist but he also saves us a lot of time for selting 
other items. The specialist can give the account all 
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ARRANGEMENTS for a call on one of his customers are 
explained by C. R. Glennon, route salesman, to Earl Wal 
dron, hydraulic tool specialist 






the time and service it requires. Naturally, we can 
take care of a lot of minor problems ourselves, but we 
also know if a situation calls for a specialist. And spe 
cialists are very welcome as far as production and 







maintenance men go.’ 
Speaking for the specialists, Roland Mills said, “As 





for working for a specialized house or a general line 
firm, give me the latter. When you work for a general 
line house, with route salesmen, it is quite an im 
provement over working for a specialized company 
The route salesmen have already established entry. 
They are more than bird dogs. They have established 
contact, good will and customer confidence. Work 










ing for a specialized house, you'd have to do that 
alone.” 
























OUTLINE OF SALES MEETING to be conducted by Fd 
Behr-Marnning field representative, is being ex 
plained by Mr. Mihalcik, who emphasizes product know 
how for all salesmen 
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\ salesman has to do a lot of reading to keep up with this industrial field,” says Harry J. Gradwell. “Memory and experience alone won't do it.” 


- 


A salesman tells what kind of reading helps him and why 


“| Read For The Facts And Throw Away The Puff” 


HERE S$ AN OLD SAYING that the man who won't read 


By Harry J. Gradwell 


Bernstein Bros., Paterson, N. J. 





Today's industrial salesmen are bombarded with 
reading matter, good and bad. Can you plan your 
time to read the ads, the magazine articles, the 
books that will help you in your job? Or, lacking 
time for all of them, can you separate the wheat 
from the chaff? This New Jersey salesman, who 
has hod 11 years’ experience selling and ranks 
high in sales volume in his company, has definite 
ideas on what he likes, and why it helps him—and 
what the producers of his reading material could 
do to make his job of self-education easier. Do 
you agree with him? 





has no advantage over the man who can’t read. 

I agree with it 100% but would add one qualifica 
tion—the man who knows what to read and how to 
find it has a big advantage over the conscientious but 
indiscriminate reader 

l'oday’s industrial salesman has a great mass of read 
ing material available to him in magazine articles, 
advertising, product literature and direct mail. There 
isn’t enough time to read all of it and the problem is 
to sift what is useful from what isn’t. The printed 
material that gets to my desk and mailbox contains a 
wealth of valuable information that | can’t afford to 
be without in my job, but it also contains a vast 
amount of useless puff that is fit only for the waste- 
basket as far as an industrial salesman is concerned. 


Six Reasons Why a Salesman Should Read 


I have six objectives in deciding what to read: 


1. I want to know about new products and applica- 
tions. 
Today's industrial field is so vast in its range of 
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products that it is imposible to keep up with it except 
by reading. Suppliers’ advertisements in business pub- 
lications like Inpusrria, Disrrisution, suppliers’ 
product literature and direct mail pieces are the 
primary sources for this information. No firm could 
schedule enough sales meetings to cover the ground. 


2. I read to sharpen up my selling techniques. 

Selling is an individual style and no two salesmen 
use the same technique in like situations. I have little 
use for books and articles full of glib precepts about 
selling. But I like to read the case histories of other 
salesmen’s experiences like those I find in ID. I like 
to see how others used their wits in situations similar 
to those I have experienced myself or will someday 
come up against. I may discover that I am neglecting 
a sales technique that would help me, or have my 
faith in some of my own methods confirmed by 
reading about how others also used them successfully. 


3. My memory always needs refreshing. 

Ads, product literature and magazine articles only 
occasionally supply the industrial salesman with 
wholly new ideas. But, to me, reading is vital as a 
refresher. I may get nothing more from an ad or 
article than a single idea or fact, (and it is very likely 
something I already know) but it’s fresh in my mind 
and on the tip of my tongue when | make my next 
call. A salesman works with too many products and 
faces too many varying sales situations to depend on 
memory without extra coaching. 


4. I read to find new selling tools. 

Good magazine ads and product literature are im 
portant selling tools in themselves. I take the litera 
ture or the tearsheets of ads to the customer and let 
them do part of the selling job. What they supply is 
very often crucial to the sale. 


5. I read to keep up with my customers. 

I call myself a consistent reader, but my customers 
are evidently avid readers. Operating men never miss 
a trick to find a new idea that can cut production 
costs. They scan dozens of publications and piles of 
direct mail every day, searching out every ad that con- 
cerns them and priming themselves with questions 
for salesmen. To have the answers—even to know 
what the questions are all about—a salesman has to 
keep up with everything that goes on in a rapidly 
progressing field. We live in an age in which adver 
tising plays an important and sometimes predominant 
role in selling. Ads not only pave the way for sales 
men, they sometimes do everything but close the sale 


6. My reading helps me decide what lines to push. 
Like most industrial salesmen, I have more products 
than I can possibly talk about in a single call and 
can feature no more than four or five of them in a 
particular week. When the choice is mine, as it 
I comb the magazine ads and product 


HOW NOT TO WASTE YOUR READING TIME —> 


often is, 


| rw!) - 
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~~ 
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“Plant managers are avid readers, on the hunt for new ideas. 
I depend on ads and direct mail to help me get the facts 
across for sales, and these people demand the full facts, not 
advertising slogans.” 


literature to determine which of our lines have the 
best advertising and promotion effort behind them 
and these lines generally get my maximum sales effort 
because I know they wil! be easiest to sell. Invariably 
these are the lines I am: most sold on myself, since 
good advertising and sales promotion affects a sales 
man as it does his customers. There is nothing more 
important for a salesman than to be sold on what he 
is selling 

The best advertising campaigns are not necessarily 
those with the most ads. In this field, quality stands 


out regardless of quantity 


Wanted: The Facts 


hese are the purposes | have in mind when I sort 
out the mail or scan magazines for something worth 
while to read 

! want, above all, the facts. | 
remember, and perhaps to put in actual use as a 
selling tool the material at hand. I have no interest 
in pure sales talk, superlatives or glibness in either ads 


read to learn, to 


or articles 
These, in my opinion, are the criteria for worth 


while reading material 


1. Complete information is essential. 

Selling in this field is basically the :elaying of facts 
from one person to another. Emotional persuasion 
of the kind common to consumer advertising makes 
little impression on either industrial salesmen or their 
customers. I have to base my own selling appeal on 
the mechanical curiosity of the men in plant opera 
want to know the What, How and 


tions. ‘They 





“Good ads and — pieces are effective sales tools with 
customers. To find the best material takes a lot of home- 
work. I get a lot I can’t use. 


Where, and ads and product literature should have 
complete specifications and descriptions, adequately 
illustrated, with as much additional technical data as 
space permits. 

Yet many ads and leaflets are skimpy on details to 
the point of uselessness, though heavy enough on 
fancy art work and superlatives touting the product. 

Lack of full data in ads read by customers can lead 
to serious trouble for salesmen. Production men in 
their eagerness to solve mechanical problems often 
oversell themselves on the strength of unsupported 
claims they see in ads, especially when product specifi- 
cations have been spelled out partially but not com- 
pletely. They feel cheated when they discover the 
product will not do the job, and the salesman who 
has to explain why is in an embarrassing spot. Some- 
times the salesman, too, has been oversold. 

\ little knowledge can be dangerous. 

In magazine articles on selling techniques, just as 
in ads about products, completeness of factual data 
is vital to make the piece valuable to a salesman. A 
case history of another salesman’s experiences must 
ring true to life if I am to believe it, and I want to 
be sure none of the facts were glossed over to make a 
good story. If I am to profit by the example, I have 
to see the details of the salesman’s technique and 
understand all the details of the situation he faced. 


2. Application data is a must. 

Nothing is more important to the salesman who is 
boning up on product knowledge than to learn as 
much as possible about how the product is used. Yet 
many product pieces and ads ignore application data 


“Home is the place to do your reading. I don’t mind a 
cluttered mailbox, but material on a cluttered office desk 
seldom gets read.’ 


or give it cursory treatment. I know of one product, 
widely advertised, that is used nine times out of ten 
for one particular application, yet is never shown in 
that particular hookup in any of the ads. The product 
is otherwise well illustrated and described. Its manu 
facturer has assumed that all salesmen and mechanical 
men will know what it is used for without being told. 

But he and others like him are assuming too much. 
A product piece or ad should describe at least three 
or four applications, illustrated if possible, to deserve 
top rating on the industrial salesman’s reading list. 


3. Sales possibilities should be pinpointed. 

The manufacturer cannot lead the supply salesman 
by the hand, but he can at least supply a list of the 
major industries where the product can be sold in the 
advertising and product literature he directs toward 
salesmen. Some ads and product pieces contain much 
valuable detail on this point—their originators must 
be of like mind with a distributor sales manager | 
know, who, whenever a factory representative ad- 
dresses one of his sales meetings, interrupts the 
speaker at the end of his first five minutes by jumping 
up and telling him, “Stop right there—we know what 
it looks like—now tell us where to sell it.” 

Too many ads just leave the salesman in the dark. 


4. Case histories are best. 

Articles and books on selling appeal to me in pro- 
portion to their stress on actual selling experiences. 
Precepts on how to sell seem glib and unreal to me, 
and I much prefer reading about how another sales- 
man used his ingenuity to overcome 2 specific prob- 

(Continued on page 178) 


% INDUSTRIAL DISTRIBUTION © DECEMBER, 1955 





P2CH juewyodeg 


“wt 





fray 2E/e y24dy ep + Sop 2 
bwrmoned isiv 
"hw 9-7 10 AN TExOl 


esq) aes 
ynn,? Pp por pr 
adn ~wigg Gey rhs 


('S'S'H) Sbb*°y rz 


pay > - ppp pamqucr 
7dhy ~wreg py aS 


rarer 4 09 
gly 2} 











juowyindeg Bulspysing 
Oj uoclysinbey 


lf You Saw This On A Buyer's Desk 
What Would You Do About It? 


ICTURE YOURSELF in a buyer's office. You glance 
down at his desk and lo and behold, there's a 
requisition that includes items you handle—in fact 
you have the items in stock. What do you do about 
it? Do you ignore the requisition or do you mention 
it? How do you go about mentioning it? 

We tried this question out on a sales manager, and 
he set us right back on our heels by declaring: “The 
first thing we do with a new salesman is to teach him 
to read upside down.” He, of course, insisted upon 
remaining anonymous and then, turning serious, 
pointed out, “It all depends upon the individual case; 


there's just no set way to handle any situation in 
selling.” 

Another sales manager, one who had been a top 
producer when a salesman, took another tack: “Any 
salesman who reads things on a man’s desk is courting 
trouble. You won't have the problem of whether to 
mention things or not, if you don’t read letters or 
requisitions that are not meant for you.” 

What do salesmen think about the situation? There 
are three answers on the next page but, before you 
look them over, answer the question yourself 

What would you do? —The editors. 


mam 








What Would You Do? 
Starts on page 97 


HENEVER I SEE A REQUISITION for items we handle and 

the buyer doesn’t mention it to me, I make sure I 
mention it to him in some way. Just the other day I was 
calling on a big industrial plant and noticed a requisi- 
tion on the buyer's desk. I just remarked “Gee, what 
about this.” I got the order for the items, too. Semetimes, 
of course, it’s difficult to get around to the subject but 
buyers, as a rule, know you're interested in getting orders 
and they don’t mind your mentioning that you've seen 
something on their desk—after all, they're interested in 
placing orders and, if you can help them, why shouldn’t 
you?—J. V. “Dusty” Rhodes, General Industrial Supply 
Co., Fort Worth, Tex. 


HERE'S NO SET ANSWER to that. In the first place, every- 
Tining depends upon the customer. There’s one thing 
sure, though; if a buyer knows you've read something on 
his desk, you've had it; you're through at that account. 

I've seen times when I've let a good bit of business 
just go by rather than risk mentioning that I caught a 
glimpse of a requisition on a man’s desk. One thing you 
can do in that case, though, is to start to work on the 
department or fellow who originates requisitions for those 
products. 

In some cases, when you know the down-in-the-shop 
fellow real well, you can tell the P.A. that you were 
talking to “Joe” about the products you've seen on the 
requisition. You put the power of suggestion to work 
then. 

There’s no mistaking it, I learned the hard way, you 
don’t read things that are on a man’s desk and, if you dc, 
you don’t mention it in any way—Al Wilcoxson, Krisman 
Industrial Supply, Tulsa, Okla. 


HAT MIGHT BE TOUGH for some to answer, but not for 
ee You see, most of my calls are on contractors and, 
I know them so well, I just ask them for the order. Maybe 
you'll run into a fellow who would object to your reading 
his requisitions, but such buyers are few and far between. 
If a contractor doesn't want you to have a particular 
order, he tells you that and then you try to sell him on 
changing his mind—Hal Motheral, San Antonio Machine 
& Supply Co., San Antonio, Tex. 





100 Ways to Save Your Profits 


The expense-profit squeeze has everybody worried. 
Here’s how to attack big and small problems 


ie RISING LEVEL of operating expense is the No. 1 problem facing distributors to- 
day and has been for the past 12 months. While sales volume for the industry 
increased fairly steadily throughout 1955, net profits were under heavy pressure 
everywhere and, in some firms, disappeared altogether. 

The individual distributor can do little or nothing about either taxes or gross 
margin. But there are two ways open to him to increase profits or to hold those he 
has: 1. He can cut operating costs. 2. He can increase dollar sales while keeping ex 
penses at the same level. 

During 1955, 1.D.’s editors travelled more than 15,000 miles to interview more 
than 550 distributor executives and salesmen. Thus, the editors obtained firsthand 
accounts of current and perennial problems and learned what distributors and sales- 


men are doing to solve those problems. 


1. Working Capital—Yours Go Far Enough? 

Money invested in too much stock or the wrong 
lines can kill your chance of profit. C. McDonald Eng 
land, Logan Hardware & Supply Co., Logan, W. Va., 
tells how IBM sales data helps him decide inventory 
policies (“You Can Get More Out of Sales Analysis,” 
Aug., page 84). Edmund K. Kirsch describes methods 
used at Beals McCarthy & Rogers, Buffalo, to safe 
guard working capital from over-extended credit and, 
at the same time, preserve goodwill (“Cooperation Be- 
tween Sales and Credit,” Jan., page 98). 


2. Direction—Do You Direct Salesmen to Sales? 

Sales expense is insidious and difficult to pinpoint. 
It soon gets out of hand if salesmen’s efforts are mis- 
directed. “Why Do Salesmen Fail?” (May, page 92), 
in which five prominent distributors express strong 
opinions on the subject, should refresh your thinking 
and perspective. Inability to plan work was listed by 
three sales managers as the chief reason promising 
salesmen fail. 

If salesmen are losing time and sales opportunities 
because they don’t always know the right persons to 
ask for in customers’ plants, re-read how customer 
organization charts solved this problem for a Kansas 
City firm (“Improve Salesmen’s Aim,” Aug., page 94). 

If your selling costs are higher than they should be, 
and you don’t know why, look over your territory setup 
to make sure it’s up-to-date (“Review Your Sales Ter- 
ritories,” July, page 87). 

Would salesmen’s quotas help you solve your sales 
direction problems? Strong, Carlisle & Hammond Co., 
Cleveland, has a five-step procedure for setting up a 
sales potential study (Jan., page 88). 


Many progressive managements use sales analysis 
figures to control salesmen and spur them to greater 
efforts. How this is accomplished at R. C. Neal Co., 
Buffalo, is the subject of a November feature (“At-a 
Glance Sales Analysis,” page 84). 

If you believe personal supervision gets the best re 
sults, weigh the advice of an Iowa sales manager who 
accompanies his salesmen on their calls (“Don't Just 
Go Along for the Ride,” Aug., page 82). 

Technological change in your customers’ plants can 
be a threat or an opportunity, depending on how fast 
you adapt your firm to new conditions. “It Can Happen 
to You” (Jan., page 91) tells the story of mechaniza 
tion of the coal fields and what it meant to two dis 
tributors in West Virginia. 


3. Inside Staff—is It Pulling its Weight? 

Some managements have increased sales at no added 
cost by having inside personnel do more creative sell 
ing on the phone or at the counter. Others, by organiz 
ing the work of the inside force more efficiently, have 
achieved better teamwork between office and the out 
side salesmen and put an end to expensive delays and 
duplicated effort. These four case histories may help 
you tighten your inside organization: “One-Day-A 
Week Salesmen” (Jan., page 84); “They're Regula 
Countermen, But Also Specialists” (Feb., page 86 
“Inside-Outside Selling—It’s a Team Job” (Aug., page 
88); and “Increase Within-the-Plant Sales” (Oct., 
page 95) 


4. Training—Does Your Program Work? 


A staff that knows its products and its job is vital for 
low-cost operations. Compared to the expense of a 


Some Upped Sales, Others Cut Costs —> 





modest training program, the hidden cost of turning 
untrained personnel loose on your customers can be 
very great. The comprehensive product-education ses- 
sions of a Michigan distributor are described in the 
January issue (“The Whole House Learns,” page 108). 
The same issue features the story of Republic Supply 
Co. of California’s elaborate program for supervisors 
(“Supervisory Training Pays Off,” page 102). In the 
February issue, “Product Quizzes Keep Them Awake” 
(page 96) reviews a Baltimore firm’s experience with 


pepped-up sales sessions. 
5. New Employees—How Will You Get Them? 


One way to lose money fast is to operate short- 
handed or with the wrong man for the job. Good man- 
agers plan their recruiting well ahead of their needs. 
An Indiana firm’s program for cooperating with a 
nearby college is described in the February issue 
(“Finding and Developing Good Employees,” page 
104). 


6. Promotion—Is Your Effort Organized? 

One way to increase sales without adding to your 
payroll is to back up your salesmen with an effective 
advertising and promotion campaign. But the expense 
of such a program can run high and, unless it is prop- 
erly evaluated and controlled, its costs may out-weigh 
results. 

Check these features for cost-saving ideas in promo- 
tion: “Price Book Doubles as Catalog for Salesmen” 
(Jan., page 96); “Make Your Own Promotion Pieces” 
(June, page 106); and “Should I Make My Own 
Catalog?” (May, page 106). How to publish a house 
organ is described in a November feature, “You, Too, 
Can Afford a House Organ” (page 108), based on the 
experience of a Jacksonville, Fla., firm. “Sales Were 
in the Cards” (June, page 82) describes a novel direct- 
mail stunt tried by an Allentown, Pa., concern. How a 
Chicago distributor makes institutional advertising pay 
off is told in “A Boost for the Industry” (Aug., page 
91). 

Ideas for avoiding waste of expensive promotion ma- 
terial are found in “How to Keep Literature Accessible 
and Usable” (Oct., page 88) and “Your Catalog—Sell 
It to Your Salesmen” (Aug., page 95). 

Are you planning an open house? How a Michigan 
distributor planned his first industrial show, with em- 
phasis on difficulties, is outlined in “We Benefited 
from Our Mistakes” (June, page 104). 


7. Office Costs—Are They Under Control? 
Productivity per man hour can often be increased by 
simple changes of procedure or a modest outlay for new 
equipment. Office work has a way of getting out of con- 
trol in growing companies. Duplicated typing opera- 
tions, excessive and unnecessary paperwork and fre- 
quent bottlenecks are the fruits of mismanagement. 
Here are just a few of the progressive companies 
whose cost-saving changes were reported during 1955: 


Lake Shore Machinery & Supply Co., Muskegon, Mich. 
(“Slash Red Tape,” July, page 86); Rasmussen Indus- 
trial Supply Co., Milwaukee (“Office Expenses Cut in 
Half,” July, page 96); Industrial Hardware & Mill 
Suppty Co., Newark (“Why Write the Order Twice?” 
Aug., page 99); Heald Mill Supply Co., Augusta, Me. 
(“Call Reports Can Be Customer Records,” Feb., page 
93); Ellfeldt Machinery & Supply Co., Kansas City 
(“Expediting—It’s Done Automatically,” Feb. page 
101); and Globe Machinery & Supply Co., Davenport, 
lowa (“Divide Purchasing Duties,” Feb., page 108). 
Benefits of a punch card system for a large operation 
are outlined in a June feature on Bearings, Inc., of 
Cleveland, “This Distributor’s Office Talks A Common 


Language” (page 108). 
8. Warehouse—Does Yours Operate Smoothiy? 


You don’t need to tear down the old place, brick by 
brick, and rebuild it all new to reduce your physical 
handling costs. Three features in October, starting on 
page 106—“Don’t Build—Renovate,” “Storage, Han- 
dling Costs Ride Together,” and “Common Sense Is 
Your Best Engineer”—contain ideas for less costly, 
step-by-step modernization. Sometimes you can im- 
prove the system with only a modest investment in 
equipment. 

If you're in a position to build from scratch, read 
about how these three firms planned brand new head- 
quarters: Warren & Bailey Co., Los Angeles (Feb., 
page 85); The Turner Supply Co., Mobile (Oct., page 
102), and Marshall Supply & Equipment Co., Tulsa 
(Oct., page 104). 

“Increase Employee Effectiveness, Not Effort” is 
the theme of an article in the February issue describing 
warehouse layout and use of conveyors at J. E. Haseltine 
& Co. in Portland, Ore. 

Are your delivery operations eating up your profit? 
Three Newark distributors found a new solution to 
this problem (“Trucks, a 24Hour Operating Head- 
ache,” July, page 97). 

Worried about burglars? Read “Safeguarding Your 
Assets Makes Sense” in the June issue (page 106) for 
tips on insurance and protection. 


9. Executive Work—Hew Bo You Rate? 

It’s not enough to install new systems; someone has 
to make them work. In small companies, the boss 
wears many hats and has little time for armchair medi- 
tation on the broad aspects of the firm’s progress and 
objectives. Yet his own performance as a manager has 
more direct bearing on the success of the firm than any 
other single factor. If you need help in keeping the 
right perspective, re-read “How to Chart Your Man- 
agement Course” (Oct., page 98). To re-appraise your 
firm’s place in the industry and its relationship to its 
all-important partner, the manufacturer, re-read I.D.’s 
two special sections, “Growth of an Industry” (April, 
page 97) and “Good Manufacturer-Distributor Rela- 
tions” (Sept., page 97). 
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Salesmen—Keep Up with the Field 


This year I.D.’s editors gathered more than 50 case 
histories of salesmen’s actual experiences in the field. 
Almost all of them reflected a trend salesmen had 
better recognize—increasing emphasis on a more busi- 
ness-like and systematic approach to selling problems. 
Salesmen are increasingly aware that today’s market 
calls for professional competence of a high order. 

Besides personality, a salesmen’s major assets are his 
time, his knowledge, and his ingenuity in meeting 
varied selling situations. 

His time is largely his own to use productively or to 
waste, depending on how well he systematizes his 


routine and handles himself in the presence of cus 
tomers. 

His knowledge also is largely up to him—no one is 
going to force him to read all he needs to know about 
products and uses in this fast-changing industrial age. 

Ingenuity in handling varied selling situations—each 
different in some degree from all others—is harder to 
acquire. It seldom helps to rely on generalized pre- 
cepts in this field. A salesman can only read and ob 
serve how other salesmen handle specific problems as 
a lesson, not to emulate someone else’s technique, but 
to think quickly and logically on his own. 





—— 


1. Time—How Well Do You Plan Yours? 

Your time is too valuable to sacrifice for more than 
the normal amount of travel and waiting for inter- 
views. Misdirected efforts rob you of potential income. 
You can avoid the costly mistake of seeing the wrong 
people or pushing the wrong lines—“This Salesman 
Knows Where He’s Going” (July, page 82), and 
“Four Points for Sales” (July, page 100). 


2. Products—Do You Know Customers’ Needs? 

You may be in the dark about what a customer uses, 
when conscientious effort is all that is needed to dig 
up the facts. In “Record Your Customers’ Require 
ments” (July, page 90) a New England salesman ex- 
plains how he supplements his memory with records. 
Re-read “Research Projects Pay Off” (June, page 84) 
to learn how formal plant surveys are used by a Utica, 
N. Y., sales staff to direct efforts efficiently and gen- 
erate new sales volume. 


3. Knowledge—Are You Weak On Products? 
In the November issue, a Georgia salesman tells 
what he does to keep up with technological change 
“Don’t Get Scared, Get Curious”, page 88). A young 
Florida salesman has an answer for overcoming a lack 
of technical training in a June issue feature, “Don’t 
Forget Your Salesmanship” (page 86). How to choose 
the right product for a sales approach is explained by 
another Southern salesman in the same issue (“When 
Calling on Customers,” June, page 102). You can re- 
check your basic product knowledge with I.D.’s “Sales 
Quiz,” a regular feature (page 110). 


4. Applications—Can You Find Them? 

“The Toughest Sale I Ever Made” (March, page 
86) is the story of a Michigan salesman’s struggle 
against competition for a critical installation. 

“How to Sell Without Selling” (June, page 88) is a 
Baltimore salesmman’s account of what the “intangibles” 
of service mean to him in sales volume. 


5. Help—Do You Use Mechanical Aids? 
Industrial selling has few opportunities for the use 

of gadgets or gimmicks, but a Denver salesman found 

that a camera gave him “A Mechanical Memory for 


Sales” (Aug., page 92). 
6. New Markets—Are You Tapping Them? 


The growing market in schools attracted the notice 
of an Iowa salesman. He tells how he handles it in the 
November issue (“Classrooms Are Bulging,” page 82). 


7. Price—Can You Sell Against It? 

A Florida sales manager tells how his staff is meeting 
the toughest buyers’ objections in the March issue in 
“Salesmen’s Selling—Customers’ Buying” (page 84) 
A New York City salesman gives his ideas on the sub- 
ject in the same issue (“How to Sell Against Price,” 
page 90). 


8. Sales Ingenuity—How’'s Yours? 


The ability to meet all situations is the mark of the 
experienced salesman. Here's a sampling of cases you 
can read with profit: “Turn Mistakes to Your Own 
Advantage” (Feb., page 90); “How to Turn Breaks 
Into Sales” (Nov., page 98); “Customers Complain 
ing! What Do I Do Now?” (July, page 92); “How to 
Sell New and Old Accounts” (Aug., page 96); and 
“How a Hobby Helps in Selling” (Nov., page 92) 


9. Pattern—Do You Think You Fit One? 

If you still believe you fall into a pattern, re-read 
“What Does It Take to Sell?” (Feb., page 102) in 
which two salesmen of opposite temperaments appraise 
themselves—and their manager adds his appraisal. Or, 
go back to the October issue and again read “The Case 
of the Wayward Grinder,” (page 91). It represents “a 
first” for I.D.—it’s the first time the Harvard case 
history method of teaching has been employed by a 
magazine serving salesmen 
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An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from July through December 1955 


SALES IDEAS 


Promore Saces CONSCIOUSNESS July 55 88 
Integrated sales-service unit does this for Jack- 
sonville firm 
“Don’t Just Go ALonc ror THe Rive”. . Aug. "55 82 
Cedar Rapids sales manager gives advice that 
pays off 
Increase WrrHin-THE-PLANT SALES Oct. "55 95 
Seattle distributor steps up sales-floor traffic 
To Set. More—Suow More . 
Derby, Conn., distributor is display-minded, it 


pays 
SALES HELP FOR SALESMEN 


Tats SacesMAN Knows Wuere He's Go- 
tt oes at crewed July "55 82 
Allentown man also knows what to do when he 
gets there 
Recorp Cusromers’ ReguireMents...July 55 90 
New Britain salesman cites eight reasons why 
Cusromer’s Comptaminc! Waar Do I 
LUO ise on tabaduddece «2 ..July "55 92 
Handle it promptly and fairly, says Charlotte 
sales veteran 
Four Ports ror Sates July °55 100 
Denver salesman analyzes his method of selling 
Propucts AND MARKETS......... , "55 110 
Aug. "55 102 
Oct. "55 110 
Nov. ’55 110 
Dec. "55 110 
Insipe—Ovrtsiwe Sectinc—It’s a TEAM 
88 
New York firm organizes two-man sales teams 
A Mecwanicat Memory ror Sargs....Aug. "55 92 
Camera does remembering for Denver salesman 
How to Sez New anp Orp Accounts.Aug. "55 96 
Here are sales philosophies of two Springfield, 
Mass., salesmen 
How Wourp You Have Sotp Tus Guy?.Oct. 55 91 
Three salesmen give their views—compare them 
with yours 
How to Seti anp Unset [peas Oct. "55 100 
Read this if your selling problems are “different” 
Ciassrooms Are Butcinc—Wrrn Saves 
Nov. 55 82 
Cedar Rapids salesman gives his formula for 
serving this growing market 
Don’t Ger Scarep—Gert Curious... .. Nov. '55, 88 
Product knowledge is sought by Atlantan 


How a Hossy Hexps iw SELLING...... Nov. ° 
Fairfield sales manager collects guns—and sales 
How to Turn Breaks Into Sates Nov. ’ 
Six points are cited by Rockford salesman 
SALESMAN Keeps CUSTOMERS.......... Nov. '55 100 
Wilmington salesman services retired customer 
Six Sotutions To Your PROBLEMS... . . Nov. °55 106 
Minneapolis salesman discusses his selling tech- 
niques 
Seti. SounpLty AND Give ATTENTION TO 
DeraiLs 
Here’s a Winston- Salem salesman’s theory 
Meer Speciatizep COMPETITION WITH 
SPECIALISTS . + : ae 
Portland, Ore., firm stresses planning 
Ir You Saw ruts on A Buyrer’s Desx...Dec. °55 
Here’s what three salesmen would do, how about 
you? 
CONFESSIONS OF A Former PURCHASING 
AGENT . 55 108 
Rockford man has been on both sides of the desk 


IDEAS FOR MANAGEMENT 


Siasu Rep Tape 
Muskegon firm does with a three-part form 
Review Your SaLes TERRITORIES 
Do this if your selling costs are higher than they 
should be 
Non-Stock Items ARENT PAPERWORK 
HEADACHES "55 94 
Ten-part form speeds ordering for Trenton firm 
Orrice Expenses Cut is Harr July "55 96 
Order writing system brought results to Milwau- 
kee company 
Trucxs—A 24Hour Operatinc Heap 
ACHE "55 97 
Three Newark firms solved 10 major worries 
ANYONE FOR COFFEE?.... 
Here’s how visitors to “will call” counter of Baton 
Rouge firm are treated 
10 Keys ro Hete You Operates a Brancu 
July "55 106 
Syracuse branch manager followed this plan— 
with success 
You Can Ger More Ovr or Sargs 
ANALYSIS , 
Expand its use advises, Logan, W. Va., distributor 
How To Suare THE MaNaCEMENT Jos. .Aug. "55 86 
Report discusses delegation and control 
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Improve Your SaLesMEN’s AIM 
Kansas City firm uses customer organization chart 
Aug. 55 99 
Newark company cut overhead and ended a bot- 
tleneck 
Manuracturer-Disrriputor Revations Sept. "55 


TRarninc, Ingumus, CONTESTS 

ADVERTISING AND PROMOTION 

MANUFACTURERS REPRESENTATION 

Disrrmutors’ INVENTORY ................. 124 
How to Keep Lrrerature ACCESSIBLE 


Here’s how 12 firms deal with this operation 
Cuart Your Manacement Course....Oct. '55 95 
Macon company studies vital elements and learns 
At-s-Giance Sates ANALYSIS Nov. "55 84 
Management and salesmen favor new procedure 
at Buffalo firm 
Gove Ge ok ns sb ee Nov. 55 87 
Syracuse sales manager speaks mind on potentials 
Loox at Born Smwwes or Pros_ems Nov. '55 90 
Filling two jobs in small firm has advantages for 
Denver executive 
Keep Track or THE Facrory SALESMAN. Nov. 55 104 
Suppliers’ salesmen turn in reports to Perth Am- 
boy distributor 
INDUSTRIAL DEPARTMENT Divorcep FRoM 
Orner UNITs..... . "55 88 
Richmond, Ind., firm found sales and service 
increased 


GENERAL 


Are You Looxinc ror ADVANCEMENT?..July 55 104 
A Des Moines telephone salesman was—and 
here’s what he did about it 
24-Inpustry Review anp Preview Aug. "55 100 
Economics Dept. report shows record-breaking 
output 
Disrrisution mv Russia: 25 Years Be- 
HIND THE TIMES t. "55 82 
Kremlin has changed attitude toward marketing 
Ir Your Prace Is Ever Firoopep Oct. °55 84 
Waterbury and Easton experience disaster 
Twere’s No Mystery To Freicut Rates Nov. 55 97 
First of a series on freight rates and their effects 
Business’ PLans ror Caprrat SPENDING IN 
"55 82 
Economics Dept. forecasts what's ahead for busi 
ness 
Wuat's Wronc witn Suppiier Sass 
Sees as teas & 
Distributors and manufacturers air their views 
“T Reap ror THE Facts anp THrow Away 
THe Purr”  vésvaesvan/ Se OF 
Paterson salesman tells what kind of reading 
helps him and why 


100 Ways ro Save Your Prorrrs 5 9 
Salesmen from Florida to Oregon attack the big 
problem of 1955 
Crarxson’s Course in Inpusrriat Distr 
BUTION oyna beeen ck he me ae 
“Growth” and “progress” are the keywords 
PaPERWORK IN TRANSPORTATION.......Dec. "55 106 
Bill of lading is featured in second article of 
series 


LAYOUT AND DISPLAY 


More Tuan Money's Invoiven Oct. "55 102 
A Mobile firm moves into a new building 
One-Story Piantr Bum sy Tursa Dis 
TRIBUTOR ....... Oct. "55 104 
Company president says efficiency was motivating 
factor 
Don’t Bump—Renovate! Oct. "55 106 
Manchester, N. H., distributor says cost runs one 
third less 
Strorace, Hanpiinc Cosrs Rr To 
GETHER Oct 
Atlanta firm revises system to advantage 
ComMon Sense Is Your Best Encrveer Oct. '55 108 
This method helps Newark firm keeps costs in line 


55 107 


PROMOTION 


A Boost ror THe INpusTRY. Aug. ‘55 91 
Is a boost for me, says Chicago distributor 
Your Catatoc—“Seii” Ir to Your 
SALESMEN Aug. 55 95 
New Orleans firm presents catalog to sales force 
in two-day session 
How to Say “THanks” wrrn Saves Nov. '55 94 
Orlando campaign ties in with “Award Recogni 
tion Week” 
You, Too, Can Arrorp 4 House Orcan Nov. "55 108 
Minimum of time and money produces results 
for Jacksonville firm 


MEETINGS 


Cincinnati Forum Sessions Cuacx Up 
Recorp ATTENDANCE . ..Nov. "55 101 
441 registrants represent 240 firms at forum 


EDITORIALS 


Wuo’'s Looxinc Our ror You?... July ° 
Wuat're You Gornc ro Do Tus Year? Aug. * 
Cooperation Becins at Home... Sept. ’ 
Do You Have What It Taxes? Oct. * 
Your Busrvess Has Personaurry, Too. Nov. ‘5 
Merry Curistmas, Prosperous! New 


YEAR Dec. * 
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ing): John Haslan, Quentin Smith, Charles Stewart, Charles 


SCHOLARSHIP WINNERS (seated); Robert Shepard, 
Russell Weaver, and Douglas Braun 


Allen Sinisgalli, Robert Koenig, William Rengert. (Stand Cummins 





Clarkson's Course in Industrial Distribution 



















GC rH IS THE worD for Clarkson's four-year course i 
: in industrial distribution. Since its installation at q 
Scholarship Donors and Holders Clarkson College of Technology in the fall of 1954, 
. . . g 
Industrial Supply Corporation, Richmond, Va. the new department of industrial distribution has 
Robert Shephard, Nyack, N. Y shown growth in academic as well as quantitive terms. 
E , There is now a total of 78 students taking the 
Mill & Factory Magazine course—42 sophomores and 36 freshmen. The number 
Allen Sinisgalli, Nutley, N. J of scholarships has increased from five at the incep- 





tion of the course to eleven. A “Student Society of 
Industrial Distribution” has been formed by the 
sophomore students, and is among the most active 





Henry G. Thompson & Son 


Robert Koenig, Tarrytown, N. Y 
Charles Stewart, Glens Falls, N. Y 







campus organiz ations 










Norton Co. 
William Rengert, West Falls, N. Y Direct Aid from Industry 
Stuart A. Russell Contributing to the progress of the Clarkson course 
John Haslam, West Springfield, Mass the first of its kind to be given by an accredited U. S. 
E is S. De college), have been a number of manufacturers and 
FaNcis 2d. neen distributors. Six more firms have joined the original 
Quentin Smith, Natural Bridge, N. Y group of five to grant scholarships. Of the 11 scholar- 





Beals McCarthy & Rogers Inc Buffalo N Y ships now available, three were established by indus- 
. ee a 1 adate trial distributors, five by manufacturers, one by the 


Charles Cummins, Niagara Falls, N. Y New York State Industrial Supply Association, and 
INDUSTRIAL DISTRIBUTION Magazine Serie patience gin. albagy eens 
Russell Weaver, Rosiere, N. Y. magazines : 

Businesses in the industnal distribution field have 


Goodyear Tire & Rubber Co. made other contributions. To date, 176 manufacturers 


Douglas Braub, South Dayton, N. Y ind distributors have given industrial marketing mate- 
! to the college library. Officials and members of the 
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OFFICERS of Student Society of Industrial Distribution 
tanding) Bob Koenig, Bill Jacoby, president, Hal Swanson 


— Progress Thus Far 


three supply associations have consulted closely with 
the college faculty on the course curriculum. A folder, 
“Industrial Distribution Goes to College,” prepared by 
the educational aids committee of the American Sup 
ply & Machinery Manufacturers’ Association, was 
mailed to members of the three supply associations 

Further, a brochure titled “Careers In Industrial 
Distribution” prepared by ID was widely dissemi 
nated to high schools. 


Industry on Campus 


Topping off the industry's direct aid to Clarkson is 
the active work of eight industry representatives com 
prising the “visitation committee.” The function of 
this committee is to study at first hand the objectives, 
performance, and needs of the new department. It 
made its first visit to the Clarkson campus in March, 
1955. Its next visit will be in March, 1956. At that 
same time, the N. Y. State Industrial Supply Associa 
tion will hold its annual meeting at the college, with 
the industrial distribution students invited to attend 
its sessions. 

Che present membership of the committee is: Clark 
II. Joy (Clark H. Joy Co.); Dr. Jerome Barnum (Syra 
cuse Post Standard); Dr. Walter Crowder, editor of 
InpustriaL Distratpution; Thomas Stebbins (Cana 
dian Stebbins Engineering Co.); J. A. Proven (Porter 
Cable Machine Co.); Revis Stephenson (U. S. Hoff 


A! Simisgalli, and Jim Lafferty pose with faculty advisors 
ited) Prof. William Conroy and Prof. Hugh Phelps 


man Machinery Corp.); H. | lorrell, Syracuse 
Supply Co.; Robert S. Wilson 
Rubber Co.). Mr. Joy is committee chairman 

But underscoring the word “growth” and all it 
tands for is the scholastic record of the students en 


Goodyear Tire & 


rolled. 


Bright Scholarship Record 


“The record of the sophomore class is excellent,’ 
reports Dean Lowell W. Herron. “Industrial distribu 
thon students in the class of "58 had a first semester 
average of 1.31 honor points, and a second semester 
average of 1.53. Twenty-six of the original group of 
38 men ranked scholastically above the average man 
in Clarkson’s class of ’58. 

Six of the students made the Dean’s honor list with 
averages of 2.2 or better (maximum average attainable 
3.0). Of these, three were scholarship holders. The 
average for all scholarship men during the first semester 
was 1.69, which improved to a healthy 2.07 in the 
second semester 

Out of all the students in the course, only three 
were placed on what Dean Herron terms “scholastic 
probation,” and one man was dropped from the col 
lege for low grades. 

Awaiting the top-ranking graduate of the course is 
a gold watch to be presented by Robert Hamilton of 
the Dumore Co. 

In a folder recently published by Clarkson, it was 
stated that the prime purpose of the new course is “to 
prepare the young men who will be leaders in the 
days ahead in the distribution and marketing of indus 
trial products.” 

Judging by progress so far, the course seems to be 
oming up to expectations 
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STRAIGHT BILL OF LADING-—-SHORT FORM 
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Shipper's number and agent's number 
Conditions under which carrier receives goods 


Name of consignee, destination, routing, 
car number, etc. 


Columns for number of packages, description 
of articles, weight, class or rate, check column 


iN Freight to be paid by consignee, 


with no recourse on shipper 
Freight—prepaid stamp 
Amount paid and applied on prepayment 


—~ Charges advanced by carrier 





























FACE OF THE BILL OF LADING contains information 
making it carrier's receipt for goods, shipper’s instructions to 


Signatures of shipper’s and carrier's agents 


Declared value by shipper 


carrier, and (with terms and conditions) contract between 
carrier and shipper. This is railroads’ uniform straight bill 


Paperwork in Transportation 


By Don McGill 


Associate Editor 





As a sensible first step toward controlling his 
transportation costs, a distributor should have a 
nodding acquintance with the Bill of Lading. When 
reduced to essentials, this document isn’t difficult 
to understand. Whether a distributor is receiving 
goods or shipping goods, the bill of lading is im- 
portant to him from the cost control angle. For 
example, knowing local conditions, he might ad- 
vise his supplier on routing of a shipment. Again, 
if he’s aware of Classification descriptions, he may 
make substantial savings on both incoming and 
outgoing shipments. It would take only an hour or 
so of your time to sit down and study the bill of 
lading as outlined in this article. 





Mo" IMPORTANT Of the many pieces of paper in- 
volved in freight transportation is the “bill of 
lading.” This document does three jobs. First, it is 
the signed contract between the shipper and the 
carrier, the written understanding between them on 
the conditions under which the shipment is to be 
transported. Second, it is the carrier's receipt to the 
shipper for the goods being transported. Third, it 
contains the shipper’s specific instructions to the 
carrier—routing, method of payment, type of equip- 
ment required, etc. 

There are two kinds of bills of lading—“straight” 
and “order.” The latter is a negotiable document, and 
is used by a shipper who wants to receive immediate 
payment for his goods. It’s usually handled through 
a bank, the bank at the destination point surrendering 
it to the consignee receiving the goods when the 
shipment and freight charges have been paid. The 
consignee presents the bill to the carrier who then 
releases the shipment. 

The straight bill of lading is non-negotiable, and 
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is the one most commonly used in everyday freight 
transportation. 

For both kinds of bills of lading there are “al- 
ternative” and “short” forms. The alternative form 
is much more detailed, and is used where a shipper 
is using special equipment, such as tank or refrig 
erator cars. The short form merely dispenses with the 
finely-printed “terms and conditions” on the back, 
but provides room on its face to permit a shipper 
to sign that he is aware of what the terms and con 
ditions say. 

Through years of use and litigation, the bill of 
lading has developed a pretty well-established ap- 
pearance. On its face, it contains all the information 
necessary to move a shipment from origin to destina 
tion. On its reverse side, it contains the terms and 
conditions, the legal statement of the carrier's re 
sponsibility to the shipper. 


On the Face of It 


Ihe most important information on the face of a 
bill of lading can be classified as follows: 

1. Acceptance of freight: Starting off with the as 
sumption that the goods are in “apparent good 
order,” this clause declares that the railroad will 
deliver them to “its usual place of delivery at said 
destination” on its own or other lines. The clause 
also assumes that the shipper accepts the bill of 
lading’s terms and conditions, and “all conditions 
not prohibited by law.” 

Name of consignee, destination of shipment, rout 
ing of shipment, name of delivering carrier, the 
freight car initia) and number: All this information 
is for delivery of goods to proper destination 
Description of articles: It’s most important that the 
description of the goods being shipped is exactly the 
same as the description in the Classification. Other 
wise, there’s a chance the goods will be given the 
wrong rating, and consequently charged a higher 
rate. Often firms will describe goods on the bill 
of lading as they would in their catalog or ad 
vertising, which is meaningless to the carrier from 
a rating viewpoint. 

Declaration of value: By law a carrier is permitted 
to limit his liability for loss or damage of a ship 
ment; that is, in the event of loss or damage, he 
need pay only up to a limited amount. If the shipper 
wishes to hold the carrier to his full “common law” 
liability, he must pay a higher freight rate. 

5. Signatures: Before a carrier will accept goods for 
transportation, the bill of lading must bear the 
signatures of both the carrier's agent and the 
shipper’s agent, in order that the contract is valid 
On the “short form” of the bill of lading, the 
shipper must sign that he understands the content 
of the omitted terms and conditions. 

Also on the bill of lading’s face are spaces for addi- 


tional information like the shipper’s number, carrier's 
number, “freight prepaid” stamp, charges advanced 
by the carrier, and the amount paid by the shipper 
to be applied on the full freight charge 

There is provision for the shipper’s signature to a 
statement that he won't be responsible for freight 
charges if the consignee fails to pay—the “no recourse” 
clause, meaning the carrier had no recourse against the 
shipper 

All forms of the bill of lading are issued in tripli 
cate, an original and two copies. The original is re 
tained by the carrier, while one copy is retained by the 
shipper, and the other is sent to the consignec 


Fine Points in Fine Print 


Ihe microscopic print on the back of a bill of 
lading carries tremendous legal weight in transporta 
tion. Anyone having anything to do with the shipping 
or receiving of goods should be familiar with the chief 
provisions of the 10 sections comprising the terms 
and conditions. Here they are in summary: 

Liability—In addition to stating the carrier's right 
to limit the extent of its liability to a shipper (see 
above), the terms and conditions point out that, 
when a carrier stores goods in its terminal, its liability 
is that of a carrier only, not as a warchouseman. This 
is an important distinction, since the carrier's re 
sponsibility for the goods while he’s transporting them 
(including the “free time” he holds them in his own 
terminals), is much greater than that of a warehouse- 
man. Thus, after he has given the consignee a reason- 
able time in which to take delivery of the goods, the 
carrier is able to reduce his liability accordingly 

Claims—Applications to recover for loss or damage 
to freight must be filed with the carrier within nine 
months after delivery. Where the carrier has been 
notified of loss or damage and has subsequently dis- 
allowed the claim, any legal action against the carrier 
must be begun within two years and one day (from 
the notification). 

Refused or Undelivered Shipments—A number of 
clauses explain procedure in case a consignee either 
refuses a shipment or fails for some reason to take 
delivery. In these cases, a carrier can, after properly 
notifying the shipper, possess the goods and sell them 
to recover transportation charges and other costs 

Valuable or Dangerous Goods—A carrier will re 
fuse to transport articles of “extraordinary” value 
(documents, specie, etc.) not rated in the Classifica- 
tion, unless he’s made a special agreement to do so 
Anyone shipping explosives or dangerous goods must 
assume full responsibility for any resulting loss or 
damage 

Freight Charges—A long section in the terms and 
conditions spells out the shipper’s right to require 
the carrier to collect freight and other charges from 

(Continued on page 182) 
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Confessions Of A Former Purchasing Agent 


P. A.-turned-salesman is Bob Hewitt, Heim’s 
Machinists’ Supply, Rockford, Ill. Now on 
the other side of the desk, he uses what he 
learned from 10 years experience buying 
machine material and maintenance supplies 
to sell cutting tools, machine tools, fasteners, 
and materials handling equipment. Here’s 


the story in his words: 





The Bluffers 





As a Purchasing Agent: 


There was nothing more deadly 
than a salesman’s faking his product 
knowledge. I've seen it happen time 
and time again that a fellow’s bluff 
gets called—and if there’s anything 
that ruins the confidence of the p.a., 
and the confidence of the man in 
the shop, it’s to find out that a sales- 
man doesn’t know what he’s talking 
about. 

I've learned since that, as a pur- 
chasing agent, I didn’t have to know 
as much about technical items as 
the seller. I didn’t know much about 
products until I got into the sales 
end of it. 

Misrepresentation of delivery date 
killed a salesman ‘as far as I was 
concerned. 





As a Salesman: 


lo keep abreast of my products, 
| bone up on manufacturers’ litera- 
ture; | pay attention at sales meet- 
ings; I learn as much as I can from 
the factory men; and I study publi- 
cations—like Inpusrriat Disrrisv- 
TION. 

Plus that, when I’m in the shop 
I learn by keeping my eyes and ears 
open. 

If I'm asked a question that I 
can't answer, I tell the fellow that 
I'll get the solution and come back. 

I study my stocks—every once in 
a while the p.a. or the man in the 
shop asks me if we stock this or 
that. That’s one answer you have 
to know. 

Delivery is important too. I think 
it's better to lose a sale than make 
a promise I can’t fullfill. 








As a Purchasing Agent: 


I met a lot of other purchasing 
agents around town—we used to 
borrow back and forth maintenance 
supplies and so forth. 
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As a Salesman: 


I still know a lot of the p.a.’s and 
it helps—but I don’t know all the 
shop men, and they're pretty im- 
portant too. 











As a Purchasing Agent: 


As a group, too many salesmen 
who called on me had a tendency 
to talk generalities rather than get 
down to points. Generalities are all 
right for an opener—but too many 
salesmen don’t know how to get off 
them, and down to business. 





As a Purchasing Agent: 


The personality of the man call- 
ing on me, and the products he sold, 
meant more to me than any gift. 
And when the salesman went down 
to the shop and sold the men there 
on his product, there was no gratuity 
he could give me as purchasing agent 
that meant much, since we bought 
what the shop man wanted. | 
suppose in some cases gifts were an 
influence, but for the most part they 
carried little weight. A touchy 
subject 





Time Wasters 


As a Salesman: 


I know I can’t just barge in, throw 
down my catalog, and rush into my 
sales talk. But I try to get my 
generalities over, and get into my 
subjects as soon as I can. After all, 
most buyers have an awful lot of 
fellows calling on them. | try to 
limit my call to 15 minutes or a 
half hour at the most. 





As a Salesman: 


I give gifts out of appreciation 
for business rather than trying to 
entice. That holds true in most of 
your industrial supply houses—it’s 
a matter of appreciation for busi 
ness, not a bribe. 








As a Purchasing Agent: 


Let’s face it, some days I wished 
I could have stayed home in bed. 
Sometimes I would see 35 salesmen 
a day, and have a lot on my mind 
besides 

When a salesman came in and 
took up a lot of unwarranted time, 
I got annoyed—and he got nothing. 


As a Salesman: 


There are times when | think it’s 
better for me to cut my sales talk 
short and return when the purchas 
ing agent is in a more receptive 
mood. 

I try to feel the p.a. out; find out 
what his outside interests are. If he’s 
fascinated by baseball, say, or auto 
mobiles, I bring those subjects in— 
but there’s no use boring him with 
something he has no interest in. | 
watch my customers closely for signs 
of unrest. 





Competition 





As a Purchasing Agent: 


I had most of the industrial supply salesmen in 
town calling on me, and I knew them all very well. 
I found them a pretty decent bunch—no backbiting 


or indifferent attitude. 


As a Salesman: 


here are a lot of houses here, and I’m pretty sure 
to run into a competitor in the lobby of just every 
plant I call on. I get a lot of kidding—the “How do 


you like it on the other side of the fence” kind of 
thing. I like it—and that’s what I tell ‘em. 
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SALES QUIZ: Test your knowledge of... 


Products and Mark kets 


saving ways in which your customer can use some of 
the many types and varieties of industrial tapes on 
the market today.” 

To start taping your way to the top, try your hand 
at the following questions: 











1. TAPES 


Tom, the tape salesman, says, “Industrial supply sales- 
men who have trained themselves to spot potential— 
recognize standard applications and seek new uses— 
for their lines should wind up with plenty of indus- 
trial tape business.” Tom advises, “When you're in 
a plont, keep your eyes open, use your imagination, 
and you'll invariably come up with time-saving, money- 


A. Bearing in mind Tom’s contention that potential 
for tape is often right under your nose, which 
of the following applications do you think 
might be handled with industrial tape? 

] guarding against rust and corrosion 
| protecting against high humidity and salt 
water 
| Sealing against gases and odors 
| withstanding extreme heat and cold 
“} resisting attack by germs, fungus, and vermin 


B. Match the following types of tape backing with 
the listed applications. 


paper a. for protecting threaded 
ends of pipe 
cloth b. masking operation in fin- 
ishing typewriters 
. for sealing and identify- 
ing types of ammunition, 
shells 
acetate fiber d. for fast lap splicing 
(colored) 
double coated e. sealing precision tools for 
storage 


cellophane 





2. HANGERS 


Harry, the hanger salesman, says there are still 
plenty of plants that represent good potential for 
hangers. 


A. According to Harry, hangers for line shafting, 
counter shafting and jack-shafting are always 
necessary where the group system of power 
transmission is employed, and there are two 
general types. What are they? 

. Hangers are made either of cast iron or 
pressed steel. True [) False [) 
. Four-point hangers have adjusting screws which 
provide a vertical adjustment of .... -in. and a 
horizontal adjustment of .... -in. The frames 
will accommodate ring-oiling babbitted bearings 
and roller or ball bearings up to shaft diameters 


of -in. 





3. TAPS & DIES 


Simply stated, a tap is a tool to cut an internal screw 
thread; its counterpart, the die, is a tool for cutting 
external threads. 

If you’re a dyed-in-the-wool supply salesman, you 
should have plenty of tap data on tap, so tap your 
know-how on the following questions: 


A. Due to a number of variables, the most efficient 
operating speeds for taps cannot be tabulated 
with the same definiteness as for many other 
metal cutting tools. Which of the following 
factors do you think should be considered when 
trying to determine the best tapping speeds: 


| horizontal or vertical 
tapping 

| machine equipment 

] cutting fluids 

) percentage of full 
thread to be cut 


material to be 
tapped 
} length of hole 
[) pitch of thread 
[]} length of 
chamfer on tap 
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B. Generally speaking, there are two types of hole 
tapping. What are they? 

C. Helical-fluted, or spiral-fluted taps, have spiral 
flutes instead of straight flutes. This feature 
is employed to: 

[} help draw chips out of a hole 
|] improve the appearance of the tap 
] bridge a keyway or other gap inside a hole 





4. HAMMERS 


Herman, the hammer salesman, says, “Despite com- 
plex modern machinery that at times seems to make 
man obsolete, there are countless hand tools, like 
hammers, that are used throughout the country. 
Orders for hammers are nice plus business, so hammer 
away at the following questions.” 


A. “Familiarize yourself with the various types of 
hammers available for all kinds of service,” 
suggests Herman. “For example, there are 
four popular types of machinists’ hammers.” 
Can you identify them in the drawing above? 

B. According to Herman, “Swaging, riveting, 
stretching or bending jobs cannot be handled 
satisfactorily by the ball-end-hammer. There 
are, however, ends that will do these jobs.” 

Do you know what they are called? 

C. “Don’t forget,” advises Herman, “That for 
striking a solid blow without marring or bruising 
the surface, a host of hammers and mallets are 
available with heads of various materials.” 

Can you name at least six such materials? 

D. “Engineers’ hammers are generally furnished 
with 4, 41/2 or 5 lb. heads,” claims Herm. Do 
you agree? 





5. PORTABLE ELECTRIC TOOLS 


A. Can you name five major developments and 
features which have made modern portable 
electric tools superior to older models? 

B. Types of handles play an important part in the 
maneuverability of portable electric tools. Port- 
able electric drills, for example, are available 
with three types of handles. What ore they? 

. Preventive maintenance pays off handsomely, 
and the industrial supply salesman who knows 
his stuff can often provide plus service by 
recommending certain periodic checks. Which 
of the following steps do you think should be 
suggested in a good maintenance program for 
portable electric tools: 

a. Tear down. Clean all parts in solvent. Wash 
old grease from gear case and around geors 

b. Check cord and plug. 

c. Check switch. Blow out lint and dust with 
air blast. 

d. Check brushes for weor 

e. Clean commutator. 

f. Check bearings. 

g. Check motor for shorts. 

h. Replace grease in gear housings. If not sealed, 
lubricate bearings. 

i. After re-assembling, test for grounds and test 
speed with tachometer. 


FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 





1. Tapes 
A. Tapes may be, and have been, used for all five 
applications mentioned. 
B. The backings listed should be matched with 
applications in the following order b, a, e, c, d. 








2. Hangers 


A. The two types of hangers Harry had in mind 
ore: 1. the ball and socket (two-point sus- 
pension and 2. the four-point suspension type. 

B. True. 

C. If you filled in the blanks with the following 
measurements you can hang up 100% on this 
one: 2-in.; 34-in.; 3-15/16-in. 





4. Hammers 


A. Machinists’ hammers illustrated are: a. ball 
° peen, b. cross peen, c. straight peen, d. double 
3. Taps & Dies ast 
A. You should consider all the factors listed. B. Straight-peen or cross-peen heads will handle 
B. Two types of hole tapping are open or through, the jobs described. 
and blind or bottoming. C. Some of the materials used for hammer and 
C. According to your taste, the spiral flute may or mallet heads are: wood, bronze, lead, babbitt, 
may not improve the tap’s appearance, but rubber, nylon, rawhide and plastic. 
either of the other two alternatives will be . Hope you disagreed. Heads on engineers’ ham- 
accomplished by employing the spiral feature. mers are generally 2, 2'2 or 3 Ib. 








5. Portable Electric Tools 


A. Development of high cycle (180 and 360 tools; 
more powerful and compact universal motors; 
die cast aluminum housings; compound gear- 
ing in lighter models; and, for low maintenance 
and long wear, helical and herringbone gears 
made of hardened alloy steel while sealed ball 
and needle roller bearings have replaced bronze. 

B. Pistol grip, offset, and straight handles. 

C. All of these steps should be recommended. 
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THE PERFECT BALANCE 
e Dependable Bolts 
e Sturdy Packages 


Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That's the quality you'll find in 
National’s most complete line of bolts. 

The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read... helps speed up 
selling and makes stock handling a cinch. Smudges or 
finger stains won't show on the glossy surface of these 
sturdy boxes either, so they always look good vn 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 
balance for repeat business. All sizes and thread types 


are available. 


THE NATIONAL SCREW & MFG. CO. 


CLEVELAND 4, OHIO 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 


CARRIAGE BOLTS « MACHINE BOLTS « LAG BOLTS 
CAP SCREWS « WOOD SCREWS « PIPE PLUGS 
MACHINE SCREWS « NUTS « TAPPING SCREWS 

STOVE BOLTS « COTTER PINS 





a te wal a f/ Hodell Chains 
Posescer: tf & 
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September 1955 September 1955 First 9 Mos. 1955 
Compared with Compared with Compared with 
August 1955 September 1954 First 9 Mos. 1954 








Lda 


CHANCE +21 % +11 %o 





Compicep sy Inpustatat DistaisuTion 











Supply Sales Trend 


Final Figures For September 1955 





September 1955 September 1955 First 9 Mos. 1955 
Compared with Compared with Compared with 
August 1955 September 1954 First 9 Mos. 1954 





NEW ENGLAND 
Connecticut 


ee + 6% | +32% | +12% 


New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


New Jere + 3% | +24% | + 6% 


Pennsylvania 


EAST NORTH CENTRAL 
Illinois 


an + 3% | +25% | +11% 


Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 


win —- 9% | +14% | + 6% 


Nebraska 
North Dakota 
South Dakota 
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Month after 
month... 





THE 
MANUFACTURING co 
2039 fe — me, on nme, P 
of Gler Se. Cleveteng 3 Ohie 


Builders of Cost we in Thre in ‘pment ince 1893 
duc g ad 9 Eau pime 5 


advertising! 


Continuous advertising to your customers, responsible for replacing wornout, antiquated 
month after month, year after year, is one of threading equipment. Result: Inquiries, sales, 
the many sound reasons why it pays to be an and more profits for you—the Oster Distributor. 
Oster Distributor. This ad, for example, cur- Yes, continuous advertising is but one of the 
rently is appearing in leading industrial pub- reasons why the Oster franchise is a good deal. 
lications. It points out some of the inherent For complete information about the Oster 
cost-cutting advantages of the No. 784 Thrift line of quality threading equipment, or any 
Model ... will serve as a reminder to the men single machine in the line, write today to: 


MANUFACTURING CO. 
THREADED PIPE 


Main Office and Factory: qwoctamaeamameume 
Box 4326-D « Cleveland 32, Ohic ieeanioesiiiaiahi 


New York Factory Branch Sales and Service, 25-36 Jackson Avenue, Long island (ity 1, WH. Y. 


Builders of Cost Reducing Threading Equipment Since 1893 
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SALES TRENDS (Cont'd.) 





September 1955 
Compared with 
August 1955 


September 1955 
Compared with 
September 1954 


First 9 Mos. 1955 
Compared with 
First 9 Mos. 1954 








SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virgina 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 


Wyoming 


PACIFIC 
California 
Oregon 
Washington 


+ C% 


- 4% 


- 2% 


-13% 


—- 3% 








+20% 


+ 3% 


+18% 


+ 1% 


+32% 





+18% 


+ 6% 


+ t% 


+ b% 


+29% 
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YARWAY'S pioneer engineering 
x builds you more 
les 


@ ‘Twenty years ago Yarway pioneered the development of the original 
Impulse-type steam trap. 

Today—one million Yarway Impulse Steam Traps later—that pioneer 
engineering is still at work. Yarway’s Steam Research Laboratory has given 
Industrial Distributors a complete line of Yarway Impulse Traps to meet 
the trapping requirements of their customers. 


Included are the Standard 60 and 120 Series for normal requirements; 
the 4“ 20-A Low-Capacity for light loads; the 40 Series High Capacity 
for heavy load applications; and the 
Integral-Strainer Series for high pressures. 
The wide popularity of the Yarway 
Impulse Steam Trap is based on small 
size, only one moving part, fast 
YARWAY IMPULSE heat-up, good for all pressures, stainless 
STEAM TRAP steel construction. 
Write for full details on Yarway’s plan of 
selective distributorships for the Impulse 
Trap and its fast-moving companion, 
the Yarway Fine-Screen Strainer. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


WAY 


impulse’ steam traps 


FINE SCREEN STRAINERS 


YARWAY 
FINE SCREEN 
STRAINER 
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The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


MERICAN BUSINESS 4S A wHoLe (that includes 
A manufacturing, mining, the oil industry, transpor- 
tation, communications, utilities and commercial 
establishments) is now planning to spend 13% more 
tor new plants and equipment next year than it is 
spending this year. American manufacturing indus 
try is now planning to spend 30% more for new plants 
ind equipment in 1956 than it is spending in 1955. 

With these findings by the McGraw-Hill fall check- 
up on business plans for capital investment in 1956, 
the business outlook ceases being simply good, as it has 
been right along. It edges up into the zone of the 
superlatively good. (Turn to page 82 for a report on 
capital investment plans.) 


Very, Very Good 


These survey findings have two characteristics which 
idd very special weight to their significance. The 
first and foremost is that the survey was made after 
President Eisenhower suffered a heart attack. Many 

irefully reflective people feared that business would 
be afflicted by an attack of jitters, particularly about 
investment programs, soon thereafter. The survey 
results make it clear that no such general business 
malaise has eventuated, at least in the investment 
sector 

The other fact about the check-up, which heavily 
freights the significance of the results, is that it 
includes by far the best and biggest cross-section of 
\merican industry we have ever had in any survey. 


Plans, Not Plants 


It's going to take some calculating, which we have 
not yet done or seen done, to determine whether 
American industry can actually command the physical 
facilities, in terms of labor and materials, to add as 
much to its plant and equipment as it now plans to 
add. In money terms, the expenditure now planned 
for 1956 is about $33 billion. That’s about $4 billion 
more than is being spent this year. And _ this 
expansion is planned for the same time when our 
various governments, national, state and local, are 
planning to increase their expenditures for public 
facilities—highways, schools, etc.—by at least $14 
billion. There could be something of a pile-up of 
customers in the capital equipment market, with even 
more buoyant effects on prices than we have been 
experiencing lately. 


This might mean that some companies, faced with 
an uncomfortable rush for new facilities, or anticipat 
ing too much production when these facilities are in 
place, will decide to delay some of the expansion now 
planned for 1956. In this connection, it should 
always be borne in mind that there is nothing fixed 
and immutable in the investment plans reported 
Although in the past the survey results have proved 
very good forecasters of what would actually happen, 
they are plans and subject to revision as such. And 
the fall check-up, now being reported, is a survey 
of what are necessarily preliminary plans. 

But for as far ahead as we can see now, the 
expansion of investment, which both business and 
government are planing, will offset in large measure, 
if not more than offset, any contraction to be antici 
pated elsewhere, and thus keep the economy as 4 
whole rolling along in very high gear. Indeed, if the 
situation in the Near East, which seems to grow uglier 
by the hour, should completely obliterate “the spirit 
of Geneva” and eventuate in somewhere near a full 
fledged East-West military crisis, with attendant 
effects on our defense expenditures, the problem of 
coping with heavy inflationary pressures could soon 
be high on the list of national problems. 


Intemperate Zone 


We cannot bring ourselves to believe that our 
world leadership would be subversive enough to flirt 
seriously with the danger of going over the brink into 
World War III by compounding the insolubility 
ot the Near East impasse by passing around the 
ammunition, but we sadly recognize the possibility 
that we may suffer from an insufficiency of imagina 
tion in this dismal zone of reflection. 

In the meantime, it is comforting to be able to 
announce that the basis for one major worry which 
has been afflicting many people since the President 
was stricken has been obliterated. Business is not 
merely going ahead with a very large program of 
investment, it is planning to expand the program 
by an eye-popping amount. 

In our office we have a sort of slogan or maxim, “As 
goes capital investment so goes prosperity.” It cheers 
us during the long hours when we're working on these 
surveys. It also has never let us down as a working 
guide to what lies ahead for business and the economy 
generally. There is every reason to expect that it 
will hold up in 1956 
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for Modern 
.. SELL Lynco/n 


LUBRICATING EQ 


os 


Automation ... quality control... lower operating costs . .. greater 
safety for plant personnel — these basic objectives of industry demand 
improved, modern lubrication practices. Lincoln puts you in unmatched 
position to supply your customers with the greatest and widest 

selection of ultramodern lubrication devices and systems ever offered to 
the market. The complete line includes everything from the new 

surface check Hydraulic Grease Fittings and Man-Size Grease Guns to 
Power-Operated Materials Dispensing Systems and Automatic 
Centralized Lubrication Systems. 


Whatever your customers need in lubricant or materials application 
equipment — you have it — and the best! 


CENTRALIZED LUBRICATION SYSTEMS 
(For One or Banks of Machines) 


Complete selection of ? yitems 'o meet every appll- 
cation New Muilti-Luber® System illustrated (manval 
tc or at opercted 


GREASE GUNS (Heavy Duty Stee! Construction) 


Lube Capacities from 16 oz. to 32 oz 








GREASE FITTINGS 
as Types and 3 
Sizes) 


ron ema . Hydrar Ball-In- 
DRU MPS Head to Self- Tapping 





(For Orel! oaan tb. oF 
lo. Drums) 
Complete selection . BUCKET PUMPS 
of 4ir-Motors and (Portable-Steel 
Pump Tubes Construction) 


gh and Low 


Pressure Models 
PORTABLE POWER LUBRIGUNS 
HOSE REELS 
i POWER-OPERATED (Elect Air Operated ) 
Af a. TRANSFER PUMPS a oe : ; 60 It 
", won j ub Po . , ; ° 
Wie Serie oo 
Heavy Duty, Fluids From 





spring Origine! Drums) 
octucted, Cantos 55 6 r 





PORTABL 
UBRICAT 
DEPARTMENTS 
(For Heavy C c ) 


Complete Combinations of Pumps and Hose Reels. 


= tandard Groups or Custom-Built Rigs 
MATERIALS 


OMT. FOR THE FACTS on how you can increase 


efor crn fe SS your profit opportunities and serve your 
Applications) M cus i i i i 
eats Gunumeeiincanctein tome rs better with Lincoln Lubricating 
Onigie 400 tb. Drums, For Injecting Metered Quantities of Lubricant Equipment, write: 


go!. Pockages on Assembly Lines. 











LINCOLN ENGINEERING COMPANY ~ 5739 Natural Bridge Avenue + St. Louis 20, Missouri 
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Manufacturers’ 


New... 


Training Programs « Displays - 





Stanley Strapping 


Sports New Packaging 


Stanley Works, New Britain, 
Conn., has developed a new method 
of packaging its steel strapping. A 
feature of the new method is its 
“rip-cord,” enabling the user or dis 
tributor to tear off the protective 
paper case by pulling on a manila 
cord 

The user first cuts a steel band 
sealing the coil of strapping, then 
he grasps the dangling end of the 
manila cord. In a swift, circular pull 
he can then slit the wrapping all 
round. The firm is also shipping its 
product steel-strapped to skids to 
facilitate handling 


Louis Allis Issues 
Motors and Drives Book 

Louis Allis Co., Milwaukee, Wis., 
has issued a_ brochure entitled 
“Motors and Drives for the Machine 
Tool Industry.” Including photos 
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and information on many of the 
firm’s specia! and standard motors 
and adjustable speed drives, the 
publication presents technical data 
on many electrical features 
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Delta Power Tool Book 
Outlines Dealer Policy 

Delta Power Tool Div., Rockwell 
Mfg. Co., Pittsburgh, has issued a 
booklet entitled “It’s Easy To Do 
Business with Delta,” which out- 
lines the firm’s policies on sales, 
freight, and service as they affect 
its enfranchised dealers and indus- 
trial distributors. 

Tab-indexed, the booklet includes 
chapters on Delta’s organization, 
service policy, school sales, advertis- 
ing and sales promotion, sales to the 
U. S. government, resale policy, 
special assembling, and _ special 
equipment orders. 

In addition, the booklet explains 
warranty and force majeur clauses, 
ind describes various Delta services 
such as knife-sharpening and handl- 
ing of service parts. According to F. 
P. Maxwell, vice-president, publica- 
tion of the booklet has been made 
necessary by “geographical moves 
and wartime conversion and recon 
version.” 

Rockwell Mfg. Co. has issued a 
revision of its bulletin (no. 1026) 
on “Service Regulators,” containing 
cutaway drawings, flow graphs, and 
engineering tables. 

Rockwell's Meter and Valve Div. 
has issued an eight-page bulletin 
covering its new line of bronze 
“Rotocycle” meters for alcohols, 
brine, water, ketones, organic esters, 
some mild acids, some beverages, 
sugar solutions, and syrups, Cut- 
away drawings and descriptive text 
and application suggestions are 
included. 


Southern Screw Chart 
Shows Label System 


Southern Screw Co., Statesville, 
N. C., has released a chart showing 
how its “EZ to C” label system 
works. Purpose of the chart, says 
the firm, is to assist distributors. 

For its various types of fasteners, 





Packages « Films « Literature 





Southern has devised label identifi- 
cation employing distinctive borders, 
silhouettes, and a “color-coding” 
method enabling a stock clerk to 
distinguish readily between wood 
screws, machine screws, tapping 
screws, stove bolts, and carriage 
bolts 

Border design indicates type of 
fastener, color background of label 
material (brass or steel), 
silhouette drawing shows head style, 
color of silhouette indicates 

(plain, chrome, cadmium, 
of fastener are 


shows 


and 

finish 
eve.). 
overprinted on label 


Dimensions 


Xcelite Catalog 
Covers Hand Tools 


Xcelite Co., Orchard Park, N. Y., 
has issued a catalog (no. 156) cover- 
ing its of screwdrivers, nut 
drivers, wrenches, pliers, and 
reamers. Printed in color, the 
publication also features the firm’s 
roll kits and tool holster. Dimen 
sions of various tools, weight of 
package of 10, and catalog ordering 
numbers are given in tabular form. 
Detail drawings point up outstand 
ing features on some items. 

Also illustrated and described is 
the “Dual Purpose” tool for servic 
ing Delco automobile distributor 
heads. 


line 


National Tube Issues Plastic Pipe Book 


National Tube Div., United 
States Steel Corp., Pittsburgh, Pa., 
has issued a bulletin (no. 24) cover 
ing its polyvinyl chloride plastic 
pipe. A section is devoted to the 
properties of the rigid plastic used 
in the pipe, and is followed by 
tables spelling out chemical resist 
ance of the firm’s pipe compared 
with that made of other materials 

Other the bulletin 
include application data, tempera 
ture and pressure charts, and instal 
lation procedures. Head 
flow rates graphs are 
together with information on pipc 


fittings. 


sections in 


loss vs 
presented, 


Oster Offers Film 
On Threading Tools 


Oster Mfg. Co., Cleveland, has 
produced a 16mm. sound motion 
picture entitled “Portable Parade,” 
and featuring the selection and use 
of portable pipe threading machines 
in both the shop and on the job 
Running time of the film is 20 
minutes, The film is in full color 


ADDITIONAL MANUFACTURERS’ 





Ihe firm says the movie will interest 
trade associations, vocational classes 
foreman groups, and others in 
terested in portable equipment for 
Lhe film 


Bion uM 


threading pipes or rods 


has been cleared for tele 


Wesson Co. Announces 
Price Drop on Holders 


Wesson Co., Detroit 
nounced a price reduction averaging 
Multicut” tool holders 
for throwaway carbide cutting tips 
The new prices took effect October 
15. W.B 


of the new 


has an 


ote 
+26 on its 


Duncan, board chairman 
firm, stated the price 


ut resulted from “manufacturing 
savings due to volume manufactur 


ing methods now being used.” 


Beaver Tool Issues 

Accessory Catalog 
Beaver Tool & Engineering Corp 
Royal Oak, Mich. 
new < atalog 
Continued on page 170) 


has issued a 


(no. 55) covering 


ACTIVITIES START ON PAGE 170 





METAL 
CUTTING 
SAWS 


by 
ATKINS 


A NATION-WIDE WAREHOUSE SERVICE 


ATKINS SAW DIVISION 


BORG - WARNER RPORAT 
402 S. Wlinois St 
indianapolis 9, Ind 


ATKINS SAW DIVISION 


BORG - WARNER RPORAT 
2202 S. Hill Street 
Los Angeles 7, Cal 


ATKINS SAW DIVISION 


BORG -WARNER CORPORATION 


635 N.W. 16th Avenue 
Portland, Oregon 


ATKINS SAW DIVISION 


BORG - WARNER RPORATION 
2400 Rossville Bivd 
Chattanooga, Tenn 


ATKINS SAW DIVISION 


BORG -WARNER CORPORATION 
11] W. Des Plaines 
Chicago 6, Ill 


ATKINS SAW DIVISION 
BORG -WARNER CORPORATION 
5600 Tulip St 
Philadelphia, Po 


MACHINE 
KNIVES 





FILES 


by 
ATKINS 











PRECISION 
GROUND 
FLAT STOCK 


by 
ATKINS 


CARBIDE 
TIPPED 
SAWS 


by 
ATKINS 





ENGINEERING 








PRODUCTION 











the complete line 
for your customers 


Our metallurgists have found the right alloy 

. Our engineers have designed the right 
cutting edge—the result is the Atkins Silver 
Steel line of saws and blades... that give you 
customer 

—consistent low-cost operation 

—maximum production 

—minimum down time 

—reduced do-overs 

—and longer production life. 
This all adds up to customer satisfaction 
and profitable business—let Ashins Saws make 


money for you. 








DISTRIBUTOR 











Adseo Industries 
Buys Lorenz Co. 


Officers of Lorenz Co., Klamath 
Falls, Ore., have signed an agree 
ment to sell their business, inven 
tory and physical assets to Adsco 
Industries Inc., of Buffalo, N. Y. 

The announcement was made by 
W. C. Lorenz, president of the 
Lorenz firm, and John L. McGara, 
executive vice president of Adsco. 
Mr. McGara said the operations of 
Lorenz Co. will be continued and 
no changes are contemplated in 
operating and sales personnel 

Lorenz, with offices in Klamath 
Falls and Medford, Ore., handles in 
dustrial supplies, steel, wholesale 
hardware and plumbing supplies. 
This is Adsco’s second expansion 
move in the Northwest. In May it 
acquired Woodbury & Co., Port 
land distributor house. 





‘NEWS: 





MANUFACTURER 











H. K. Porter Buys Henry Disston 


Stockholders of Henry Disston & Sons, Inc., voted at a special meeting 
Nov. 15, to sell the firm’s assets to H. K. Porter Co. of Pittsburgh. 

The Porter firm will pay Disston 60,000 shares of its voting, cumulative 
preferred stock, redeemable at $103 at any quarterly dividend date 


Sale of the Philadelphia saw and 
tool manufacturer’s assets had been 
in process of negotiation for several 
weeks. Previously Disston directors 
considered and rejected an offer by 
American Hardware Corp. of New 
Britain, Conn., to buy the corpora 
tion. Attorneys for Billings & Spen 
cer Co. of Hartford, Conn., which 
owns 2,600 shares of Disston stock, 
then filed a petition in the U.S. Dis 
trict Court to bar a stockholder 
vote on the sale. The suit was with 
drawn a week later 

Jacob S. Disston, Jr., Disston’s 
board chairman, termed the Porter 
offer as “fair” and “the most ad 








vantageous available.” 

Ihe Disston enterprise was 
founded in Philadelphia in 1840 by 
Henry Disston, grandfather of the 
present chairman of the board of 
directors 

President of Disston is John D 
Thompson, elected last spring to 
ucceed Jacob Disston when he was 
ippointed chairman of the board. 
Jacob Disston joined the company 
in 1927 and had served as president 
since 1947 

Its majority 
members of the founder's family 


stockholders are 


and close associates. 





Hansen & Yorke Holds Woodbridge Open House 


Yorke 


Arthur 


right 


More than 1,300 visitors from the New York metropolitan 
area inspected Hansen & Yorke Co. of New Jersey's new 
Woodbridge headquarters during the two-night stand of its 
elaborate open house and product exhibition. Lines of 44 
manufacturers were on display along one wide corridor of 
the warehouse 
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President gives souvenir packet to 
Mayor Hugh B. Quigley of Woodbridge Township as Wil 
liam Ziegenbalg, township official, — Douglas A. Yorke. 
assistant vice president of Hansen & Yorke, look on. The 
turkey and ham dinners a night in its 


ompany served 75 
] partment 


onverted w : ! 
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W. S. Wilson 
Moves Offices 
To Long Island 
W. S. Wilson Corp. has moved 
its headquarters from downtown 
Manhattan to a new building at 
47-50 38 St. in Long Island City, 
N. Y. 1 
Built to the firm’s specifications, 
the structure is a modern, one-story 
office warehouse containing 
some The office is 


and 
26,000 sq. ft. 
air-conditioned. 

A. V. Graseck, president, said the 
new location greatly facilitates truck- 
ing and delivery and frees the firm 
of the handicap of downtown Man- 
hattan congestion. 

All operations have been consoli- 
dated in the new headquarters fol- 
lowing sale of the company’s former 
South William St. headquarters to 
Lehman Bros. bankers, and its Grand 
St. warehouse to Trinity Church. 

The move is the fourth 
move in the firm’s history. 


major 





Link-Belt to Operate 
Syntron as Subsidiary 
Co., Homer City, Pa., 
has become a subsidiary of Link- 
Belt Co., of Chicago, under a share 
exchange 

Robert C. Becherer, Link-Belt 
president, said Syntron, an organiza- 
tion of about 630 employees with 
plants in Homer City and Blairs- 
ville, Pa., and Stony Creek, Ont., 
will be operated as a subsidiary with 
products of the two companies tend- 
ing to supplement each other. Syn 


Syntron 


tron makes equipment in the elec 
tromagnetic electronic fields, 
portable power tools and other 
products. Link-Belt, with 18 plants 
in the U. S. and Canada and 10,000 
employees, makes materials han 
dling, processing and power trans 


and 


mission machinery. 

Carl S. Weyandt, president and 
general manager of Syntron, said the 
merger would permit his company 
to accomplish “a number of things 
which we have wanted to do,” in 
cluding new 
products and expansion of manu 


introduction of 


facturing space 





Mahoning Valley Supply Holds Product Show 


Some 3,700 visitors saw the Youngstown, 


Ohio, distributor's exhibition and clinic 


which ran for three days in the Youngstown Arena 


All the firm’s suppliers were represented in 


for all, special invitations to ladic 


Mahoning Valle Co., 
Youngstown, Ohio, played host to 
3,700 visitors at a recent three-day 
“Exhibition and Clinic for Industry” 
in the Youngstown Arena. 
Featured were exhibits of all the 
firm's suppliers, filling some 8,000 
sq. ft. of show space. Refreshments 
were served to all, the management 
reporting that a total of 5,000 hot 
dogs and 3,000 bottles of pop were 
More than 900 women 
following issuance of a 


Supply 


consumed 
attended 
special invitation to customers and 
prospects to bring their wives. 

The management said planning 
for the show started last winter, 


we'c im} 


8,000 sq. ft. of exhibit space. Hot dogs 


ong other features 


4 


when a small exhibit was first con 
sidered but later changed to a full 
scale product show. The arena was 


contracted for five months ahead 
and arrangements were completed 
for power requirements and trans 
port of the suppliers’ exhibits, which 
required 18 truckloads. Promotion 
was based on an 8,000-name mailing 
list and consisted of successive issues 
of the company’s house organ pub 
licizing the event, suppliers’ indi 
vidual invitations, salesmen’s letters 
and a map showing the location 


Final mail piece was a large “Yell-O 





Gram” with an urgent, telegraphic 


| appeal 


FOR ADDITIONAL NEWS, SEE NEXT PACE => 





Clarkson Teaching 78 Students in Distribution 


Se 


industrial distribution course now total 


ab a0 
Freshman (left) and sophomore classes in Clarkson College’s 
78 undergraduates. 


young men for 


For progress on the course, 


jobs In 


which is designed to prepare 
see page 104 


the industry 





ID’s Editor Named To Clarkson Committee 


Walter F. Crowder 


Walter F. Crowder, editor of 
InpustRIAL Distrisution, has been 
appointed a member of the visita- 
tion committee for the Department 
of Industrial Distribution of Clark- 
son College of Technology. The 
function of the committee is to 
examine the objectives, perform- 
ance, and needs of the department 
installed at the college in 1954. 

The committee will visit the 
Clarkson campus in March, at 
which time the New York State 


126 


Industrial Supply Association will 
hold its annual mecting at the col 
lege with industrial students and 
faculty in attendance. 

Other committee members are 
Clarke H. Joy, Clarke H. Joy Co., 
Dr. Jerome Barnum, Syracuse Post 
Standard, Thomas Kettles, Cana 
dian Stebbins Engineering Co., J. A 
Proven, Porter-Cable Machine Co., 
Revis Stephenson, U. S. Hoffman 
Machinery Corp., H. E. Torell, 
Syracuse Supply Co., and R. S. Wil 
son, Goodyear Tire & Rubber Co 





General Mill Supplies 
Buys Weil-Gutmann 


General Mill Supplies, Inc., New 
Orleans, has purchased the entire 
stock of Weil-Gutmann Supply Co. 

Jack Gutmann, president of the 
W eil-Gutmann retired 
after 68 years in the supply business 
Weil-Gutmann was 
1908 


firm, has 


established in 


General Mill under 
President Dimitry Morvant, handles 
general industrial supplies, hardware, 
steam specialties and valves and fit 
tings 


= 


Supplies, 





H. K. Porter Marks 75th Anniversary 


H. K. Porter, Inc., Somerville, 
Mass., is celebrating its 75th anni 
versary this year. 

Henry K. Porter, founder of the 
company, started in business in 1880 
after perfecting a metal cutting tool 
to cut bolts which was used in the 
building of wagons and carriages. It 
was designed around a toggle joint 
which multiplied hand power in cut- 
ting about 80 times. James G 
Geddes, brotherin-law of the 





founder, later entered the business 
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as treasurer. His James G. 
Geddes, is president of the company 
today. Henry K. Porter's grandsons, 
Henry K. Porter and Thomas M. 
Porter, hold two of the present ex 
ecutive posts. 

Early in its development the com 
pany branched out into production 
of wood cutting tools and pruners. 
Later an auto repair tools and equip 
ment line was added and the affili 
ated Porter Forge and Furnace was 


son, 


organized. 





Material Handling Line 
Started by Oster Mfg. 
Dangier Heads Division 


Oster Mfg. Co. has entered the 
material handling field with a line of 
hand and battery operated portable 
lifts of up to 2,000 Ibs. capacity. 

The company has been in busi 
ness 62 years as a manufacturer of 
pipe and bolt threading machines. 
James C. Dangler, manager of the 
Material Handling Division, 
said the decision to develop new 


new 


products and markets was based on 
the need to compensate for peaks 
and valleys in machine tool demand, 
so full employment could be con 
tinued under al! business conditions. 

Product research was undertaken 
in cooperation with Case Institute 
of Technology starting in 1952. ‘The 
portable lift line will include six 
basic models of the multi-purpose, 
hand propelled type. 

Marketing will be predominantly 
through industrial distributors not 
classified as material handling spe 
cialists, Mr. Dangler said. In most 
cases distributors will be those pres 
ently handling the company’s pipe 
and bolt threading machines. He 
said test sales have already been con 
ducted through five Ohio distribu 
tors and one Detroit firm, and the 
management expects to complete 
the distributor organization for the 
line by the middle of next year. 





Chandler Boyd 
Names Executives 


Chandler Boyd Co., Pittsburgh, 
has appointed Robert McC. Max 
well executive vice president 

For the past three years Pitts 
burgh district sales manager for 
Henry Disston & Sons, he is also a 
former sales executive of Industrial 
Castings & Forgings Co 

James L. Perrott was named sales 
manager of the firm 

Two years with the company as 
consulting engineer, he was formerls 
maintenance engineer for Westing 
house Electric Corp. 





Company Donates ‘‘Red Feather’’ Workday 


Honored guests at The Chicago S 
donated most of day ny te 
Pamela Plummer, |! 


explains 


employees 
Feather Kids 


Screw president, 


Chicago 


looks on 

A Chicago manufacturing firm 
and its employees’ union has or 
ganized a new kind of Red Feather 
Drive. Once a year, on a Saturday, 
a “Red Feather Extra Workday” is 
set aside when employees of The 
Chicago Screw Co. donate all or part 
of the day's income to the Com 
munity Fund Drive. 

[his year’s drive, held recently, 
had almost unanimous participation, 
with 1,580 (99.4%) of the firm’s em 
ployees pledging all or part of the 
derived from the extra day's 

Those not able to work could 


pay 
work 
make cash contributions 

Last year’s company contribution, 





wy: 


rew Co 


( 


and Nick 


machin¢ 


whe n 
Red 


left 


s “Red Feather Extra Workday 
ommunity | re Chicag 
Achille 12 W D. Corlett 


Ralph Rubin 


nad, we twe 


while 


made up largely of income from the 
extra workday, was about $10,000 
More than 3,000 visitors, relatives 
and friends of employees visited the 
plant to watch the volunteers at 
work. Refreshments were served and 
a children’s playroom was set up. A 
raffle was held, with prizes donated 
by the union, which any one could 
or more 
of a 


enter at the price of 50% 
of his day's pay in the form 
Red Feather pledg« 

Ihe Red Feathe: 
nated in 1952 as a joint venture of 
the management and Local 59, 


UAW-CIO, the union of Chicago 


day was origi 





Screw employees 


Parker-Kalon’s New Plant Ready for Business 


a eee 2 


Parker-Kalon Division of General 


story plant has 267, 


a@ 


American 
operations to this new plant in Clifton, N a 
0 sq. ft. of space, replaces old facilities on Manhattan 


tg 


will transter all 
Modern, singk 


I'ransportation Co 
about December | 


FOR ADDITIONAL NEWS, SEE NEXT PAGE =D 





Riechman-Crosby Holds Carborundum Meeting 


The Carborundum Co. line was introduced to staff of Riechman-Crosby Co., Mem- 
phis, at this meeting in the Hotel Chisca recently. 








Asarco Holds Sales Meeting, Piant Tour 


American Smelting & Refining-Co. was host to 45 distributor representatives at ; 
recent sales and product meeting in Trenton. Unveiling of the company’s nev 
casting unit for bearing bronze was main feature of the program 





New Orders Again at Peacetime High 
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The American Association’s order index was 203.2 for tember, up 22 points 
from August for a new peacetime high. Only four times before, during the 
War, did the index cross the 200 mark 





Standard Pressed Steel, 
Cleveland Cap Screw 
Merge Plants and Assets 


Shareholders of Cleveland Cap 
Screw Co. will exchange their stock 
for an undisclosed number of Stand- 
ard Pressed Steel Co. shares, com- 
bining the two firms’ plants and 
other assets. 

Joseph W. Fribley, Cleveland 
Cap’s president, and H. Thomas 
Hallowell, Jr., president of Stand- 
ard Pressed Steel, announced the 
merger jointly. Mr. Fribley will 
become a member of the SPS board 
of directors. Both companies will 
retain their names unchanged. 

Product lines of the two com- 
panies complement each other in 
the fastener field, the officers stated. 

Cleveland Cap Screw was found- 
ed in 1916 by Mr. Fribley 
to manufacture hexagon-head steel 
cap screws by a double-extrusion 
process. The company now has 
three plants, one nearing comple 
tion in a $4,500,000 building 
program. 

Standard Pressed Steel, founded 
52 years ago, makes aircraft fasten- 
ers, locknuts, socket-head screw 
products, non-ferrous and high tem 
perature screws, screw-machine 
products and shop equipment. It 
has two plants in Jenkintown, Pa., 
and four wholly owned affiliates: 
Unbrako Socket Screw Co. and The 
Sheffield Steel Works in England, 
Cooper Precision Products in Los 
Angeles and Standco Canada Ltd. 
in Toronto 

I'he merged companies will have 
4,000 employees and 2,000,000 sq. 
ft. of plant space. 

No changes are contemplated in 
the management, personnel or sales 
policies of either company, the 
officers stated. Both sell chiefly 
through industrial distributors. . 





New District Manager 


SKF Industries, Inc., has pro 
moted Ralph E. Campbell to dis 
trict manager of its Pittsburgh office 
Mr. Campbell was formerly a field 
engineer in Pittsburgh. 


ADDITIONAL NEWS STARTS ON PAGE 207 





TO OUR DISTRIBUTORS 
ON THE 80" BIRTHDAY 
OF YALE HOISTS 


Your loyal support has greatly contributed 
to the progress Yale has made over the past 
eighty years. By solving industry’s lifting and 
hoisting problems with Yale Hoists, you’ve 
helped us to stay abreast of progress and 
the growing demands of industry. 


There’s a Yale Hoist for every lifting job 


YALE ices ano noisrs 


Gas, Electric, Diesel & LP-Gas Industrial Trucks - Worksavers 
Warehousers - Hand Trucks - Hand & Electric Hoists 
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Price Index for 19 Product Classes 
(194749—100) 
% Change 


Sept. Aug. Sept. From 
NAME OF PRODUCT CLASS 55 "55 "54 Year Ago 


Abrasive Products 119.7 117.1 116.9 +-2.4 
Cutting Tools 143.3 123.6 +15.9 


Fans and Blowers 156.0 143.7 +-$.6 


Fasteners 156.3 


Incandescent Lamps 136.9 


Industrial Rubber Products ; 35. 131.6 


Lubricants 69.7 


Materials Handling Equipment 134.2 


Mechanics Hand Tools 142.3 
(Files, saw blades) 


127.8 


Metalworking Accessories 


Motors 109.9 


Paint 112.8 


120.0 


Portable Power Tools 


133.1 


Power Transmission Equipment 


118.3 


Precision Measuring Tools 


Pumps and Compressors 131.9 


Steel Products 144.6 
(Pipes, bars, nails, wire rope, ete.) 


Valves and Fittings 130.9 


Welding Machines 124.3 
(Equipment, rods) 


Total Index : 129.2 


Source: Bureau of Labor Statistics and Industrial Distribution 
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e Key men in companies throughout the country 
have given Lyon five times more first choice votes 
than any other steel equipment manufacturer! And 
more than the next thirteen combined! 

Those are the findings of a nationally known 
research organization that asked executives in 5,000 
companies this question: 

“If your company were in the market for steel 
equipment such as steel shelving, lockers, work 
benches, shop boxes, etc., what manufacturers 
would you consider?”’ 

Your nearest Lyon Dealer offers the world’s most 
diversified and most preferred line of quality steel 
equipment. (A few are shown below.) Equally im- 
portant, he can show you how to get the most out 
of steel equipment in time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 1253 Monroe Ave., Aurore, Ill. 
Factories in Aurora, Ill. and York, Pc. 


























A PARTIAL LIST OF LYON STANDARD PRODUCTS 
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ON THE MARKET .... 


HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 





Planer Gages 
Wider Bases, 
More Capacity 


I'wo new models of planer gages 
with one inch wide bases have been 
innounced 

Both gages have increased capac 
ty (up to 10j-in with extensions) 
ind a new plumb level for using 
Model 901A also fea 


tures an adjustment locking device 


ge on end. 


for quick positioning of gage and a 
fine adjustment for precise setting. 

Also announced by the manufac 
turer are new magnetic hold downs 
added to their “Miti-Mite” line of 
magneti 


Lufkin Rule Co., 


tools 


Saginaw, Mich 


Dollies 
Eliminates 
Pipes, Skids 
Sold in sets of four to withstand 


loads to 90 tons, new dollies that 


bolt to machinery like oversize roller 
skates have been introduced 

The movers have two 4-in roller 
bearing cast iron wheels enclosed 
A top 
swivel plate has a standard 4-in 


in a hardened-steel frame 


threaded hole to which machinery 
is bolted after it has been 
with jack or fork lift. 
Each dolly is 9-in long, 5-in wide 
and high and weighs 40 lbs 
Mighty Mover Co., 


raised 


Denver 


Positioner 
Air Powered 
Hydraulic 


Known as PowRarm No. 393, the 
latest of five models of work posi 
tioners has been introduced 

Some of the 
include: remote 
primary source of power compressed 
air at 60 to 100 psi, factory air sys 


features claimed 


touch control, 


tem connected through foot pedal 
into an air-hydraulic booster cylin 
der, air pressure multiplied and 
converted to hydraulic pressure and 
transmitted through shielded hose 
into positioner body. 

The new model has a work weight 
capacity of 105 Ibs. 

Wilton Tool Mfg. Co., Inc 
Schiller Park, Il. 
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/ 4 


Union 
Identifies 
Orifice Size 


Said to eliminate errors in orifice 


2/) 
sUUU 


plate identification, a new 
lb tab onfice union for instrumenta 
tion and process control piping has 
been added to the company’s line 

The orifice size is stamped on a 
tab that protrudes through a slot 


The 


tab is an integral part of the stain 


in the end piece of the union 


less steel orifice plate which can be 
removed when flow conditions aré 
changed 

W atson-Stillman 
H. K. Porter Co., Inc., 
N.] 


Fittings Div. 
Roselle, 


Conveyor Belt 


For Use In Food 
Processing Plants 


resistance to 


penetration of vegetable and animal 


oils and fats, a new conveyor belt 


Featuring greater 


with a nitrile synthetic rubber cover 
has been introduced 

According to the manufacturer, 
the new cover will not swell even 
after long service involving oils and 
fats 


be easy 


Ihe light tan cover is said to 
The belt 
will be made with smooth top for 


to clean new 
horizontal haulage, rough top for 
inclines and declines 

Hewitt-Robins, Inc.. 
Conn 


Stamford 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





Blades 


For Precision 
Hacksaw Cutting 


Known as “Chamfer-Tooth”, a 
new power hacksaw blade has been 
introduced. 

According to the manufacturer 
the advantages of the chamfered 
teeth are: straight cuts, longer life, 
less breakage, smoother cuts, uni 
form curled chips, maintenance of 
time per cut. 

“Chamfer-Tooth” 
available in all standard 3, 4 and 6 


blades are 


tooth sizes 
Atkins Saw Dyiv., 
Indianapolis 


Borg-W arner 


Corp., 





Socket Screws 


Through-Broached, 
Wide Range of Sizes 


A new version of the socket set 
screw, with socket extending full 
length, is now available in sizes 
ranging from No. 4 wire size to l-in 
diameter in suitable lengths, in 
either hex or multiple spline socket 

As the 


is symmetrical, 


through-broached socket 
the screw can be 
wrenched from either end 


Other new items announced by 


the manufacturer are a full range of 
sizes in button head socket screws, 
a broadenirg of the range of socket 
cap screw stock sizes, and a line of 


dowel pins ranging from ¢ by 


é-in 
long to 1 x 6in long 
Bristol Co., Socket 


Waterbury, Conn 


Screw Di 


Chain Coupling 


Flexible Type, 
Compact Design 


l'aper-Lock chain couplings, said 


to permit sufficient relative move 


ment between hubs to accommo 
date slight angular and parallel shaft 
misalignment, have been added to 
the company’s line of sprockets and 
roller chain 


The 


standard 


chain is a double-width 
precision chain conform 
ASA specifications Ouick 


disconnecting of shafts is said to 


mg to 


be possible by removing the one 
coupling pin and unwrapping chain 
from the hubs 

teeth and 


chain side plates is said to permit 


Clearance between 


freedom of movement 
Dodge Mtg 


Indiana 


Corp., Mishawaka 


Packing Bench 


Tilts To Tip 
Load To Floor 


Called the Hydra- Tilt table, a new 
packing bench 


said to have a 
that 
operator to automatically tip load 


table to floor by a 


hydraulic cylinder allows the 


from control 
lever 


1000 Ibs can be 


Loads up to 
moved by one operator; a 3-in height 
adjustment can be made to suit 
operators convenience 

Size of table is 24 x Several 


Continued on page 139 


79 
2mm 


FOR AN INDEX OF THIS MONTH'S NEW PRODUCTS, SEE PAGE 139 











For Sales Appeal: 


TAPS 


—general purpose or ‘‘special application’’ 


Whether your customer wants GENERAL PURPOSE taps, or taps for SPECIAL All Winter 
—_—>- advertisements soy 
) <t/ ‘ 
Zs CALL 
. YOUR INDUSTRIAL 
*When your customer is working with aluminum, plastics, zinc, brass, or cast iron, you con sove st 
DISTRIBUTOR’ 


him money by selling him Winter Balanced Action Taps made especially for these metals 


APPLICATIONS”, you can offer the sales appeal of Balanced Action. This means 


advanced design, precise limits, and production by experienced craftsmen. 


The WINTER line is the Sales Appec! line 
WINTER NOW MAKES PLAIN AND THREAD GAGES 
WINTER BROTHERS COMPANY Rochester, Michigan, U.S.A. 


Distributors in principal cities. Branches in New York « Detroit + Cleveland + Chicago « Dallas » San Francisco + Los Angeles 
Division of National Twist Drill & Too! Co. 





bbbbbbbbbbbbliblaa . ? 





ASN gaa 


SEPER SESE REE Eb ee ee ae 


es os 445450444 50000 








TIAA ILLS it gd 











ry 










| 

















3 < i - &. 
¢ ; Sepee™ 
J y/ ty fee 
/ = = 
j ~ ee en 
] nn 
” a st 
‘ ~ ee 
4 a s 
ee ee 

/ 











Cie 
TWIST DRILL 
\\ © 100) | |_— 


SELL THE CUTTING EDGES... 









Painstaking care by the cutting tool manufacturer makes good cutting edges All Notional odvertisments say 


With reasonable care by operators, good cutting edges stay good Once CALL 
you introduce National tools — the line with the famous cutting edges — you can f 7. YOUR INDUSTRIAL 


expect steady repeat sales 
~ — My DISTRIBUTOR 


NATIONAL TWIST DRILL AND TOOL COMPANY Rochester, Michigan, U. S.A. 


* Dallos + San Francisco + Los Angeles 


Distributors in principal cities. Branches in New York + Detroit + Cleveland + Chicago 





That’s what you'll be saying again and again 
when you advertise in the ‘Yellow Pages’ 
of telephone directories... because buyers of 


man : : ; Fe 4 
| nna industrial products look in the ‘Yellow Pages 


in The 
‘Yellow Pages’ to find suppliers, their addresses and telephone 


numbers. Be sure you advertise under all 


classifications where prospects look for 
Advertisers of branded industrial 
products are using this emblem the products you carry. 
to tell buyers where to find their . “4 
iocal distributors. 


Get in touch with the Classified Telephone Directory Representative at your local telephone business office. @ 


136 INDUSTRIAL DISTRIBUTION © DECEMBER, 1955 





A MESSAGE TO AMERICAN INDUSTRY * 


The National Merit Scholarship Corporation 


Business is Offered Big Dividends 
on Investment in Higher Education 


Business firms searching 
for a satisfactory avenue to 
provide financial aid for 
our colleges and universi- 
ties now have a new oppor- 
tunity of major importance. 
It is provided by the Na- 
tional Merit Scholarship 
Corporation, which has of.- 
fered to devote $8 million 
to matching, dollar for dol- 
lar, gifts by business firms 
for college scholarships 
and supplemental gifts to 
the institutions where the 
scholarships are used. 
The National Merit 
Scholarship Corporation, 


an independent agency fi- 





The McGraw-Hill Publishing Com- 
pany is availing itself of the opportunity 
to establish ten National Merit Schol- 
arships. They will be known as the 
McGraw-Hill Merit Scholarships. The 
scholarships are to be awarded to qual- 
ified candidates for a four-year college 
course in the fields of science, engineer- 
ing and the other professions and the lib- 
eral arts. There will be no limitation, 
beyond the appropriate professional ac- 
crediting, on the college or university 
selected by a successful candidate. As 
part of a continuing program to aid high- 
er education and educational institutions, 
McGraw-Hill is happy to be able to share 
in what it believes to be the constructive 
educational endeavor of the National 
Merit Scholarship Corporation. 











ONE OF A SERIES 


school graduates do not go 
to college. The principal 
reason is that they do not 
have the money required. 


To Save Unused 
Brain Power 


The National Merit 
Scholarship Corporation 
will strive to eliminate this 
dangerous neglect of top- 
flight ability. To this end 
it is inviting the nation’s 
high schools, numbering 
more than 24,000, to par- 
ticipate in its program by 
designating as available 


candidates for National 


nanced initially by gifts of $20 million from the 
Ford Foundation and $500,000 from the Carnegie 
Corporation, has three major purposes which are 
closely related. They are: 

1. To locate those of the nation’s young men 
and young women who are best equipped to go 
to college. 

2. When necessary, to help these young peo- 
ple go to college by giving them financial aid. 

3. To help colleges and universities meet the 
full cost of the instruction of those to whom 
National Merit scholarships are granted. 


At present about half of the nation’s top high 


Merit scholarships the top 5 percent of their senior 
classes. Those so designated are then invited to 
take a series of tests and to submit reports designed 
to assure selection of the very best talent in each 
state. The number of scholarships to be allotted to 
each state will be proportionate to the number of 


high school graduates in the state. 


The winners, the total number of whom will be 
determined by the amount of money the Scholar- 
ship Corporation has available, will be eligible for 
awards. For those who need no financial help to go 
to college there will be honorary awards of $100. 
For those who must have help the Corporation will 
grant scholarships covering as much as necessary 
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of the cost of instruction and living expenses for 
a four-year college course. 


Colleges Get Financial Help 


The provision of funds to cover the students’ 
expenses does not, however, solve the financial 


problems faced by many colleges. That is because 
the tuition charges paid by the students do not 
cover the cost of the instruction. The deficit must 
be met by drawing upon endowment funds, gifts, 
grants, and other available sources. 

Consequently, to prevent holders of National 
Merit scholarships from imposing any additional 
financial burden on the colleges and universities 
they elect to attend, the Corporation will make a 
supplementary grant to these institutions. The sup- 
plementary grant will be the equivalent of regular 
tuition charges made by the school, with a top 
limit of $1,500 a year for both the tuition and the 
supplement. 

As the scholarship grants to the winning stu- 
dents will vary, depending upon how much finan- 
cial help they need, so will the supplementary 
grants vary from one college to another, depending 
on their regular tuition charges. However, it is 
anticipated that on the average the full cost of a 
National Merit scholarship—including aid to the 
student and the supplement to the college—will be 
about $1,500 a year. 

Many business firms will find a compelling ap- 
peal in a program which is designed at once to 
mobilize the nation’s intellectual resources more 
effectively and, in the process, give very badly 
needed financial help to our colleges and univer- 


sities. 


Two For One Return Offered 


However, there are numerous other inducements 
to business firms to finance National Merit schol- 
arships. These scholarships may: 


1. Carry the name of the firm or be named 
in honor of someone designated by the firm. 

2. Be limited to use in types of colleges of 
particular interest to the sponsoring firm. 

3. Be limited to a college course, such as 
science, engineering or liberal arts, of special 
concern to the sponsor. 

4. Be restricted to candidates or institutions 


in geographic areas specified by the sponsor. 


In addition to these advantages there is a special 
financial inducement to help the Merit Scholarship 
program. It is that for every Merit scholarship a 
firm or individual finances, the Corporation will, 
up to the limit of $8 million, match the funds and 
make another National Merit scholarship available. 


There are many good ways of helping our finan- 
cially beleaguered colleges and universities, and 
many corporations are already using one or more 
of them.” For those companies that can do so with- 
out embarrassing complications one of the best 
ways is to make unrestricted gifts directly to the 
institutions. But this new way provided by the cre- 
ation of the National Merit Scholarship Corpora- 
tion (Address: 1580 Sherman Avenue, Evanston, 
Illinois) has the broad appeal of serving two pur- 
poses of transcendent importance simultaneously. 
The purposes are to see that our best brains are 
fully trained and utilized and that our colleges and 
universities, crucial contributors to this process, 
are helped at the same time. Business will serve 
the nation and its own community well by giving 
the National Merit Scholarship Corporation gen- 


erous help. 


* These, as well as the plight of our colleges and universities, 
are discussed in a pamphlet, “Business Aid to Our Colleges 
and Universities,” which embodies a series of five editorials 
which appeared in all McGraw-Hill publications. Copies of 
the pamphlet can be obtained without charge by addressing 
the Department of Economics, McGraw-Hill Publishing Com 
pany, Inc., 330 West 42nd Street, New York 36, New York 
Methods of helping our colleges and universities financially 
are also outlined and discussed in a pamphlet, “Aids to Cor 
porate Support of Higher Education,” which may be obtained 
without cost by addressing the Council for Financial Aid to 
Education, 6 East 45th Street, New York 17, New York 





This message is one of a series prepared by the 
VUcGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 


parts of the text 


Reuatd Mere 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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On The Market Today 


(Starts on page 132) 





drawers are built in for storage space. 

Valley Craft Prods., Inc. Div. 
O'Neil-Irwin Mfg. Co., Lake City, 
Minn. 


Band Saw Blade 


.020-in Thick, 
For Tough Materials 


Designed for use with the com- 


pany’s Model 524 Porta-Band saw, 
a new high-speed steel blade—along 
with the conventional blades—is 
said to permit the saw to cut prac 
tically 100% of all metal materials 
being sawed today. 

According to the manufacturer 
the band speed is 240 sfpm under 
load, and the design of the saw 

(Continued on next page) 





BARS, RETAINING 
Raymond Corp 

BELT, CONVEYOR 
Hewitt-Robins, Inc 

BLADE, BAND SAW 
Porter-Cable Machine Co... 


BLADES 
Atkins Saw Div 
Corp 
BENDER, TUBE 
Parker Appliance Co 
BENCH, PACKING 
O’Neil-Irwin Mfg. Co 
CLAMPS 


Adjustable Clamp Co 
Detroit Stamping Co 


COOLANT 
Destiny Products Co 


COUPLINGS 
Ajax Flexible Coupling Co 
Dodge Mfg. Corp 


DRILL BLANKS 
Hayden Twist Drill Co 


DOLLIES 
Mighty Mover Co 


FASTENERS 


Townsend Co 
GAGES, PLANER 
Lufkin Rule Co 
GUNS, GREASE 
Lincoln Engineering Co 
INDEX FEED 
Benchmaster Mfg. Co 
LUBRICATORS 


Farval Corp 


MILL BODY 
Nelco Tool Co., Inc 


Borg- W arner 





Index of This Month’s New Products 


MOTORS 
Electro Dynamic Div 
Dynamics Corp 
PAINT 
Permite Paint Div 
Industries, Inc 
POSITIONER 
Wilton Tool Mfg. Co 
PRESS 
Famco Machine Co 
PUMPS 
Ingersoll-Rand 
Jabsco Pump Co 


RULES 
Stanley Works 


General 


Aluminum 


SAW 

Mall Tool Co 
SCREWS, SOCKET 

Bristol Co., Socket Screw Div 
SHEAVES 

Allis-Chalmers Mfg. Co 


SOLDER GUN 


Hexacon Electric Co 


PAPE 
Permacel Tape Corp 
TOOL, TORQUE 
Apco Mossberg Co 
TrUMBLING MEDIA 
Norton Co 
UNION 
Watson-Stillman Fittings Dn 
H. K. Porter Co., Inc 


WEB, POLYESTER 
Minnesota Mining & Mfg. Co 


WHEEL 
Roll Rite Corp 


WINCH-HOIST 
Lug-All Co 
YOKES 
Jergens Tool Specialty Cx 
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a “must” in every mechine 
shop and every maintenance 
department, for cutting any size 
keyway from Vie" to I* in any 
bore from \* to y — by handin 
one minute 


HEXAGONAL 
BROACHES 


to meet the demand for stock 
broaches that will finish cast or 
drilied holes in one pass. For 
Ye" to K* holes 


PRODUCTION TYPE KEYWAY 
BROACHES for quentity pro- 
duction of keyways also avail. 
abie from stock in ten populer 


Winute Wan 


MAGNETIC 
BASES 


hold dial indicator 
f° es. 360° horizon 
al, 180° vertical 
swing. Save set-u 
time, increase wor 
accuracy. One selis 
enother. 


du MONT 
H. S. Ground 
TOOL BITS 


square and rectan 
gular, with the bal- 
anced combination 
of toughness, wear 
resistance and red 
hardness that keeps 
users coming beck 
for more. 
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enables it to cut rectangular stock 
OIStTRiserOR up to 34 x 44-in, or round stock up 
to 3}-in in diameter 
The new high speed blade is 
available in 6, 9, 12 and 16 teeth per 
inch sizes. 
Porter-Cable Machine Co., Syra 


cuse 


Tumbling Media 
Two New Grades, 
Triangular Shaped 


Barro Over the years, QUALIFIED Dis- 
' Two new barrel finishing media 


tributors have earned an important 
position in the distribution chain. They've gained have been introduced. 
recognition as a VITAL LINK in America’s in- Tublex “T”, consisting of Alun- 


dustrial economy. This recognition has been ig dum vitrified bonded triangular 
shaped abrasive, was developed to 


overcome the problem of wedging 
of abrasives in parts being tumbled. 
It is available in four, sizes: 4, 3, 2 
and 1, (, #, € and 14-in measured 
on side of triangle and ranging in 
width from ¥, to ¥,-in). 

Tumblex “N” is a natural ma- 


earned for one reason . . . performance. 


o> Arro Distributors have grown both 
2 in numbers and in volume of busi- 
ness — because they handle an essential job in 
the most efficient manner. Briefly, Arro Distri- 
butors provide quality distribution at a minimum 


cost to the user. : 
terial recommended especially for 


die casting as it is claimed not to 


pansion Bolt Company has worked 
: ns an color and luster. It is available in 
with and through Qualified Distributors — because , . 
seven standard sizes ranging from , 


we feel that Arro users will receive faster and ; P 7 
, obi: to @-in through 1% to 24-in. 
better service at less cost . . . than is possible in : 
Norton Co., Worcester, Mass. 
any other way. 


ARRO EXPANSION BOLT CO. 
1230 Boone Ave., MARION, OHIO 


Manufacturing a complete line of Anchoring and Drilling 
devices and related products for fastening to masonry 
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102,631 visitors at the Machine Tool Show saw... 


Dozens of new machines tooled 
with Carboloy Cemented Carbides 


Millions of dollars worth of new machine 
tools equipped with cemented carbides 
have already been sold as a result of the 
recent Show . . . and Authorized Carboloy 
Distributors stand to get a major share of 
the carbide tool business generated by 
these sales. 


That’s because so many exhibitors at the 
Show had their machines running with 
Carboloy® cemented carbides, as the result 
of cooperative tooling programs between 
Carboloy and machine tool builders. 


This new program is just one part of the 
concerted effort the Carboloy organization 
is making to aid its distributors gain an 
ever increasing share of the carbide tool 
market. 


The research that produced Grade 350 
and Grade 370 and the new Carboloy 
Cemented Oxide tool material; the adver- 
tising, direct mail, and merchandising aids 
that help open new accounts . . . these 
are the things Carboloy is doing to help 
its distributors grow. 


THESE ARE SOME OF THE LEADING NMTBA SHOW EXHIBITORS 
WHOSE MACHINES WERE RUNNING WITH CARBOLOY CEMENTED CARBIDES 


American Stee! Foundries 
King Machine Tool Division 
Axelson Manufacturing Company 
Division of U.S. Industries, Inc. 
Barber-Colman Company 
Hendey Machine Division 
Brown & Sharpe Mfg. Company 
Bryant Chucking Grinder Co. 
The Bullard Company 
Cincinnati Lathe & Tool Co. 
The Cleveland Automatic Machine Co. 
The Cleveland Grinding Machine Co. 
Cone Automatic Machine Company, Inc. 
The Cross Company 
DeVlieg Machine Co. 
Ex-Cell-O Corporation 
Geometric Tool Company Division 
Greenfield Tap and Die Corporation 
Giddings & Lewis Machine Tool Co. 
Gisholt Machine Company 


The G. A. Gray Co. 
Jones & Lamson Machine Co. 
Kearney & Trecker Corporation 
The Lapointe Machine Tool Company 
The R. K. LeBlond Machine Tool Company 
Lipe-Rollway Corporation 
The Lodge & Shipley Company 
The Monarch Machine Tool Company 
The National Acme Company 
The New Britain Machine Company 
The Ohio Machine Tool Co. 
Pratt & Whitney 

Division Niles-Bement-Pond Company 
Rockford Machine Tool Company 
The Sheffield Corporation 
The Sidney Machine Tool Company 
The Springfield Machine Tool Co. 
Sundstrand Machine Tool Co. 
Van Norman Company 
The Warner & Swasey Co. 


rT 





oP 
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CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11133 E. 8 Mile Street, Detroit 32, Michigan 
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DISTRIBUTORS ! 


Here’s a Real 
MONEY MAKER... 


ALEXANDER 
Spray type 
LIQUID BELT LUBE 


is a time-proven product for application to all 
types of Belting. In this new spray container . . . 
it offers waste-free economy and easy-to-use con- 
venience that every maintenance man wants. 
Display it ... push it... and watch it move by the 
can... by the case! Fast-moving . . . highly 
profitable. Write for details. 


ALEXANDER BROTHERS "‘"""°,comra™ 


| BROWN STRAND 
WIRE ROPE 





SEL 


For Profits and Repeat Sales! 
Quality assures you of profits and 
constant repeat sales from satisfied 


customers when you sell Brown 


Strand wire rope. 
e Sound distributor policy. 
e Sales help from our representatives. 


e Factory engineering service. 
Complete line of = ° 


WIRE ROPE 


Stock available in 22 warehouses 
for every purpose 


throughout America for immediate 
shipment to you or your customers. 
Send for these detailed catalogs which 
show our complete line of wire rope and 
our distributor's sales plan 


Sales territories open for established 
aggressive distributors. 


WIRE ROPE CORPORATION of AMERICA 


SA) 


St. Joseph, Missouri 


| guages 


Grease Guns 


Lever-Type, 
Super-Volume 
I'wo new super volume lever guns 
equipped with rigid hydraulic cou- 
pler extension for contacting hy- 
draulic fittings, or with flexible 
12-in whip hose extension for but- 
ton head coupler, have been added 
to the manufacturer's line. 
According to the manufacturer 
the guns will deliver .17 ozs. per 
stroke, or 6 strokes per oz. using No. 
| cup grease at 70 deg. F 
| Lincoln Engineering Co., St. 
| Louis 


Polyester Web 


In Non-Woven, 

Felted Form 

Called “Scotch” brand polyester 

web, a new material for wrapping 

transformers, and 

electrical components, has 
been introduced 

According to the manufacturer, 

material offers increased 


coils, motors 


other 


the new 
moisture resistance, 
nish “pickup” ability, and greater 
conformability than cotton, glass or 
synthetic cloths. 

White in color, it is available in 


alipers ranging from 6.5 to 9.5 mils 


superior § var- 
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You've heard of bird-dogging, of course... 


. . But as the man said, “You ain't seen 
nothing yet,” not until you take a close look at 
Worthington’s new pump and air compressor 
Planned Direct Mail Program. 

Here is a “hard-hitting” package that really 
goes all out to help develop more sales for you. 

Some of the sales ammunition you'll find are: 
service tips or “trouble-shooters” that your pro- 
spective customers will keep and use — attention 
getting self-mailers — informative articles with 
personalized sales messages — plus prestige- 
building mailers tied in with Worthington national 


WORTHI 


—_— 
Se 


a Si, 
LLL. 


ads. The whole wrap-up is designed so that you 
can make 6 service calls and 21 sales calls on 
each of your prospects — without even leaving 
your desk! 

And most important, each of these sales-build- 
ing pieces has a strong distributor story developed 
specifically to do a personal “profit-building” sell- 
ing job for you. 

Sound good? Why not drop us a line now and 
find out! 

Worthington Corporation, Merchandising Divi- 
sion, Section PC.5.9, Harrison, N.J f 


NGTON 
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why sputter 
over 
ockets 72 





JUST ASK YOUR 


SOCKET SCREW 
DISTRIBUTOR 


THE MAN TO SEE FOR SERVICE... Call your Blue 
Devil Distributor when-you- need socket screws. 
He maintains an inventory large enough to meet 
your requirements, large or small ... can give you 
immediate deliveries. 


THE MAN TO SEE FOR SELECTION .. . “Socket 
Screws Exclusively” is Blue Devil’s long-estab- 
lished policy. That’s why they are the best socket 
screws on the market ... able to meet your every 
socket screw need! 


Actual cross-section diagram shows how 
cold forming of Blue Devil Socket head 
insures unimpaired fiber continuity. 


Socket Screws £. aclusiuely / 


SEE US! PRODUCTION ENGINEERING SHOW 
BOOTH 824—WNAVY PIER —~ CHICAGO 


Carety Cocxer Screw Company 


6501 Avondale Avenve +» Chicago 31, Illinois 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


in 36 yd. lengths and standard 
widths up to 44-in. 

Another new product introduced 
by the company is called “Scotch” 
brand electrical tape No. 49 that 
has been approved for use in REA 
cable splicingg specifications PC-2 
and PC-3. 

Minnesota Mining & Manufac- 
turing Co., St. Paul, Minn. * 


“Led-Lok’’ Socket 


Cap Screws 


Winch-Hoist 
Safety Handle 
Prevents Accidents 
Said to lift, lower or pull 2 tons 
a distance of 10 ft. using double 
ible, a new lightweight 2 ton 
winch-hoist has been announced 
\ protective type main frame of 
iluminum alloys is said to allow 
stant inspection and easy clean 
ng. <A built-in pulley can be used 
is a snatch block in close quarter 
work. 
\ tamperproof set-up can be 
ybtained in new Model 4000 by 
removing the reversible handle 


Lug-All Co., Haverford, Pa. 


Socket Set Screw Tape 
To Replace 
Friction Tape 
No. 64, a new black production 
grade cloth tape, is said to stick 
better to its own backing and 


Socket Screw Keys 
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BACKS UP YOUR 
GOOD SERVICE 
WITH GOOD SERVICE 


—_ ys 
6 Na 


all types of INDUSTRIAL BRUSHES 


are available from this One Source 
Milwaukee service has never varied from the high 
standard set with the inception of this company. 
We have always worked to fully cooperate with 
our distributors so that they could at all times ren- 


der a full measure of service to their customers. 


Our complete service covers both the supply of 
highest quality standard types and custom made 
industrial brushes. In every respect we back up 
your good service with the type of service that 
helps you sell and realize repeat business. Selling 
Milwaukee Industrial Brushes affords a definite 


good profit source. siete 
{ess a “a pe om 


— 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-35 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R-54 
IT FEATURES 
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THE All-purpose TOOL 


FOR INDUSTRIAL DISTRIBUTORS! 


HARDENED H.S.S. 
DRILL BLANKS 


Versotile!’’ That's the way users de- 
scribe Ace hardened high speed steel 
drill blanks. Because they're “all-pur- 
pose” tools that can be used in countless 
different ways. Such as punches, 
dowels, knock-out pins, rollers, and 
gages plus a wide range of end- 
cutting tools . . . just to name a few. 


Profitable!’ Yes, that’s the word you 
will use once you start selling them. 
Because one good sale quickly leads to 
another builds profitable, volume- 
repeat orders for you. And blanks are 
only part of the fast-moving, nationally 
advertised Ace Drill Line. Send for com- 
plete information today! 


| ACE DRILL CORPORATION 
| Adrian, Michigan 
| Gentlemen Please send me your complete line catolog 


| (No. 52), ond full information on your Distribvtor’s 
| Franchise Agreement 








ADRIAN, MICHIGAN 





application surfaces than the old 
friction tape. 

According to the manufacturer, 
this is true of the pressure sensitive 
tape even after roll has aged on 
shelves or in tool box. 

Available in j-in width and 60 
and 90 ft. lengths on 14-in diameter 
cores, it is packaged 96 rolls per 
bulk carton. 

Permacel Tape New 
Brunswick, N. |] 


Corp., 








Torque Tool 
Eliminates Need 
For Dial Watching 


Called the MicroSet, a new 
torque tool with a micrometer type 
setting, has been announced 
Available in a wide range of foot 
and inch pound torque ranges, the 
wrench automatically releases at 
desired torque and resets automati 
cally after release 
Another new precision torque 
tool announced by the company is 
St-in overall. 


any range of inch ounces, a wide 


It can be preset in 
range of inch grams and a low 
range of inch pounds by a screw ad 
justment in the handle 

Apco Mossberg Co., 
Mass 


Attleboro, 


WOULD YOU LIKE 
YOUR ORDERS 
SHIPPED THE 

SAME DAY THEY 
ARE RECEIVED? 


WELL... THAT'S 
JUST WHAT HAPPENS 
WHEN YOU ORDER 
ZIP ACCESSORIES 


Give your customers 
the quality and 
service they deserve 


ORDER ZIP 


Immediate delivery from stock 


any qvontities 


GEO. H. SELTZER & CO. 
DREXEL HILL, PA. 


Since 1903 


biack 


> 
devil 
TWIST DRILLS —REAMERS 


CELFOR TOOL COMPANY 


DIVISION OF 
TOOLS @ 


AVILDSEN 
MACHINES, INC 


CHICAGO PLANT ee 


322 SOUTH GREEN ST., CHICAGO 7, ILLINOIS 


“ ORIGINATORS OF “GROUND-FROM-THE-SOLID” DRNLS 
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Johnson Ledaloy! self-lubricating bearings hold oil 
like a sponge—will never need oiling for the life of 
Telectro tape recorders. Here one is being slipped 
on to the shaft of component. 


Distributors Find 
Ready Market For 
Johnson Ledaloyl Self- 
Lubricating Bearings 


Distributors find that the accuracy, durability 
and economy of Johnson Ledaloy! self-lubricat- 
ing bearings offer them opportunities for volume 
orders in many industries. They also appreciate 
the fact that they are fully protected on volume 
orders—that Johnson gives them prompt de- 
livery—backs them with field engineers when 
required. 

For example, Telectro Industries Corporation 
of Long Island City, New York, has developed 
into an important customer for Johnson's dis- 
tributor in that area. Telectro makes wire and 
tape recorders and insists on getting quality 
bearings, delivered on time, at competitive prices. 


ao te oe 
Accuracy of Ledaloyl bearings makes for snug 
press-fit in the base plate of Telectro recorder 


» 
il 
NS ee . 


A handful of trouble-free service for Telectro 
Johnson Ledaloy! bearings assure durability of re- 
corder, yet are economical and easy to install 


They get all three from their Johnson distributor 
who is backed by Johnson’s years of experience 
and the best of manufacturing facilities. 
Johnson has more than 400 stock sizes of 
Ledaloyl bearings available which gives you an 
opportunity to develop the many markets for 
these popular self-lubricating bearings. They are 
used in a variety of volume production items 
from clocks to business machines—from auto- 
matic washers to textile equipment. If you do 
not stock Johnson Ledaloy! bearings it will pay 
you to investigate the possibilities today. Write 
Johnson Bronze Company, 535 South Mill Street, 


New Castle, Pa. 


? ah, — ohh, a 


GRAPHITED GENERAL PURPOSE UNIVERSAL BRONZE BARS LEDALOYL ELECTRIC MOTOR) 


over 175 sizes over 900 sizes over 400 sizes over 400 sizes over 350 sizes 
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“ANGLE 


for heavy-duty dressing 


Lightweight, 

Circular Power 

High speed Model 65 circulat 
saw, said to cut nearly all building 


materials, has been announced. 
Some of the specifications in 
clude: weight 7 Ibs, blade diameter 


| 6 and 4-in, telescoping blade guard, 


blade speed 4000 free. 
Model EG-180. a new electric 
saw chain sharpener has also been 


Desmond's Heavy Duty Dresser 
makes quick work of truing large, high 
speed rubber- or resinoid-bonded grind- 
ing wheels. Shears and picks at same 
time with patented angle-set Desmond 
Huntington cutters. Dust-shielded bal 


introduced by the company The 
new tool is claimed to assure longer 
work life for saw chains and other 


bearings guarantee lasting precision tools and increase effective a 


formance 
Cutters easily replaceable without ad , oe 


justing bearings. Ask your Desmond dis Mall Tool Co., Chicago 


tributor how proper dressing can make 
your grinding wheels serve better- Solder Gun 


| . 4 
— Smallest Tip 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS On Instant Gun 


Designated Cat. No. G148, a new 
iG t Sod « see a3 ge instant solder gun with 4-in tip for 
finest kind of soldering, has been 
THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO introduced 
Weighting 8 oz, the new gun is 
rated at 150 watts and available for 
120 volts; it operates on DC as well 
is AC, any cycle. 
Hexacon Electric Co., Roselle 
Park, N. ] 


| 
Another sales-building advertisement from" 
Desmond, addressed to your prospects 
through Mill & Factory, American Machinist, | 
Modern Machine Shop, Foundry, and other | 
publications. Total circulation more than 
135,000. For steady repeat business— 
promote Desmond. 

exe a | 


oe So 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1955 





WANTED! 


by plant operators 


everyw 


(c 


They’re the most useful tool 
in the plant. They offer the 
fastest, easiest, most economi- 
cal method of removing dam- 
aging dirt, grindings, filings, 
etc. from motors, machinery, 
equipment—hard-to-get-at 
places everywhere. 
Available with numerous 


PORTABLE 


BLOWER-SUCTION CLEANER 


attachments, these powerful 
blowers are used to handle a 
broad variety of work, 
including suction cleaning, 
spraying, annealing, solder- 
ing; also for preheating for 
bending. Conversion from 
blower to suction unit takes 
only a moment. 


MADE IN 5 MODELS 


(Model HP illustrated) 


Model HP 
2 speeds. Velocity (high 


Model G 
Model F 
Model AY 


Model L 
Hot or cold air blower 


speed). . 27,000 lineal ft. per min. 
20,000 lineal ft. per min, 
17,000 linea! ft. per min. 
12,000 lineal ft. per min. 


11,000 lineal! ft. per min. 


Cash in on the built-up demand created by our 
advertising in leading industrial publications. 
Catalog and demonstrate these versatile cleaners. 
They're easy to sell because they actually pay for 
themselves by saving time, labor, and equipment. 


Write today for full information, advertising literature 
and samples of colorful, informative catalog pages. 


CLEMENTS 


S 


JUST NAME THE 


CLEANING PROBLEM 


motors 

machinery 

equipment 

lathes 

upholstery 

stock bins 

storage racks 

boilers 

bakery ovens 
woodworking machinery 
air conditioning systems 
carpets — bare floors 
lighting fixtures 
overhead pipes 

sawmill machinery 
hatchery equipment 
automobile interiors 


7 
° 
* 
+ 
. 
7. 
7 
+. 
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. 
: 
. 
« 
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hard-to-get-at places anywhere 


PO ONDOSVSIVVIOAIOeS 





Available 
with cleaning 
attachments 
and optional 
equipment for 
scores of ap- 
plications. 


Special set of i 
attachments 

illustrated; 
standard set 
and optional 
equipment not 








oss 


L- 
—_—! 
“. ~~ 


shown. 


For nearly half a century, monvfecturers 
of vacuum cleaners for the home, blower- 
suction equip t for busi and indus- 
try, ond universe! fractional horsepower 





motors for oll uses. 


BLOWER DIVISION 


Lemme ee ee ee em wee eee ee ee 


MFG. co. Dept. F, 6650 S. Narragansett Ave., Chicago 38, lil. 
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Bu Anniversary Year 


5 Bee 


Your Customer’s Best Buy in 
1A Series— Materials Handling Equipment 


Setlenery Coster As Bond Foundry starts its second fifty 
years of service, we pledge again a con- 
stant effort to design and build the finest 

juipment. Whatever the materials han- 
dling equipment your customers need, 

36-A Series— their best buy will always be Bond. 
Double Boll Roce and it will be your best selling line too! 


Swivel Coster BOND FOUNDRY & MACHINE CO. 
Manheim, Pa. 


1905 Bm 1955 


For Half a Century 
Prime Movers in Materials Handling Press 


oo = lood- ' Permits Faster 
er Operating Cycles 


a ae A new double acting air press, 
Jock and Platform said to be designed to permit in- 
creased vertical heights, throat 
depth, and ram stroke, has been 





announced. 
Reinforced, double acting air 
cylinders are said to support un 
| holding devices for limited upper die weights; double 
; rod ends allow for adjustment of 
| rapid-fire production stroke from 0 to maximum stroke 

t ( = of cylinder. 
Lubricator, filter, regulator, regu 
lating gage and two mufflers are 
Drill Press furnished as regular equipment on 

ve all control models. 


ns Famco Machine Co., Kenosha, 
Grip-Moster 
Screwless $ W "1SC 
Vise 





Paint 
One-Coat 


Rust Inhibitor 

Rust-Blok, a new inhibitive 
primer and Bakelite aluminum 
finish combined in one paint, has 


: _ Self. Centering 
Grip-Master"’ Fixture Lock air View been announced 


According to the manufacture: 
Write for free cota- “Sh. , * e the paint utilizes new antitrust 
log for details on | Celestite SR” and a new aluminum 
Pe pigment compounded with water 
the complete line of t proof phenolic resins, processed in 
Heinrich Tools. tung and linseed oils 


QUALITY TOOLS The manufacturer states tests 
HEINRICH TOOLS INC., Dept. M-225, 1536 Clark St., Racine, Wis. have shown four to seven years pro 
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NOW-you can sell the world’s 
most powerful fluorescent lamp 
for outdoor installations, too 





All three sizes of G-E High-Ovtput lamps are ideally suited to outdoor applications like this service 


station pump isiond. 


DEPENDABLE STARTING IN COLD 
weatTuHwer. G-E High-Ourput fluores- 
cent lamps are now better than ever for 
such outdoor installations as service sta- 


tions, parking lots and outdoor signs 


G-E High-Output Lamps now give de- 
pendable starting, even at O°F, because 
they're filled with argon gas, another G-I 

first’’. And they give much more light at 
low temperatures. Starting voltage is 
This means lower 


lower in cold weather 
cost ballasts and permits use of present 


amp holders. 


GENE RAL IR ELECTR 
POFDERE OF LE COM 
| 0 eer Sa 


GENER ALtB ELE CTR) 
SO71208-08 ual wan =~ _ 
“rem ste” 


vba 


The 8-foot sizes ore now available in Deluxe Worm 
White, and Deluxe Cool White, marked as shown here. 


G-E High-Output lamps score higher light meter 


readings than any other fivorescent lamps 


NEW SIZES FOR FLEXIBLE DESIGN. You 
G-E High-Output lamps in 4 
and 6-foot let 
Warm White 
allow more flexible layout 
IMPROVED COLORS. Thc 


High-Output Fluorescent lamps 
; 


can get 
gths, Standard Cool and 


These shorter lengths 


G-I 
ideal 


8-foot 


for use in stores and offices, are now 
available for the tume in Deluxe 
Cool White and Warm White 


Both give as much light wih improved 
5-foot 


nirst 
Deluxe 
other luorescent 


color as any 


lamp without it 


worlds 


7% MORE LIGHT. Already the 


most powerful fluorescent lamp on the 
market, the General Electric High-Output 
higher light rang. Wattage 


Both 


now hasa 
has also been increased to 10° 
these improvements are the result of 
filling the tube with pure argon gas 
Ballasts and sockets for all three sizes 
oi General Electric High-Outpurt fluores 
cent lamps are available now. For more 
information, write to Large Lamp Depart 
General Electric, Department 


Nela Park. Cleveland 12, Ohio 


ment 


ID 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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tection on repaint work with single 
coat, and spot priming is unneces- 
sary. On new work, with tight mill 
scale, it is claimed that repainting 
will not be necessary for two to 


three years. 
Permite Paint Div. Aluminum 
Industries, Inc., Cincinnati 


BEARCAT ELECTRIC HOIST CUTS SCRAP HANDLING TIME. Loading scrap at this Coolant 
piant was formerly dene by hand. It took two men the better part of a day to load one 


t Now, wit) a BEARCAT and tilt-bins, the same job is done in about 20 minutes. 


Where there’s lifting to be done, 


Develops Extreme 

Heat Resistance 

Hypercut XX, a new concen- 

trated water soluble cutting coolant 

recommended for metal-working 
operations, has been announced. 


there’s a Harrington Hoist to do it 


PEERLESS MODEL C f-= BEARCAT ELECTRIC HOISTS 


HOISTS for intermittent 
lifting of loads from 4 
to 60 tons. 


PEERLESS PACKET TROL- 
LEY HOISTS for lifting 
and conveying '4 to 2 
ton loads on I-beams. 
Low headroom units ad- 
justable to a wide range 
of I-beam sizes. 


PEERLESS PACKET ALU- 
MINUM HOISTS for use 
where hoists must be 
moved frequently. Much 
lighter than all-steel 
model, with no sacrifice 
of any other quality. 


for fast lifting of light to me- 
dium loads— 170 to 4000 Ib. 


PEERLESS PACKET AlLL- 
STEEL HOISTS for lifting '¢ 
to 2 tons. Special construc- 
tion makes these hoists eco- 
nomical to maintain, easy 
to operate. 


HARRINGTON I-BEAM 
TROLLEYS for rapid and 
easy movement of materials 
over I-beams. Regularly 
supplied in geared and plain 
medels in capacities from 
4 to 20 tons. 


Markets for these cost-cutting products are unlimited, and profits are good. 
Write for complete information about our full line of hoist products. 


tHE HARRINGTON company 


Makers of Hoists Since 1876 


Gravers Roap at THE TURNPIKE, 
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Piymovutu Meetrie 11, Pa. 


According to the manufacturer 
it permits speed machining at 400, 
500, and 600 sfm and higher because 
it is fortified with Hyperoil additive 
and ha inherent cooling qualities. 

The new coolant is available in | 
gal., 5 gal., 15 gal. containers, and 
50 gal. drums. 

Destiny Products Co., Detroit. 


Sheaves 
Bushed and 
Bored To Size 


“Texlite”, a new line of light- 
weight sheaves for fhp and light 
duty industrial drives, has been an- 
nounced 

The new line includes single- 
groove sheaves in both bushed = 
bored to size construction with “/ 
section grooving or t= od 
“A-B” grooving. 

AllisChalmers Mfg. Co., Mil 


waukee 





OFFERS A 
Complete Line of 
“Red Tang’ Files 


AMERICAN PATTERN 
“AMERICAN-SWISS” SWISS PATTERN 
“VIXEN” MILLED CURVED TOOTH 
ROTARY FILES and BURRS 


SIMONDS famous “Red Tang” File Line now includes 
ALL TYPES OF FILES for every purpose: machine shop, 
saw filing, die making, precision craftsmen, automotive, air- 
craft, pattern makers, foundries, railroad and shipyards, 
garages and for special applications. 

All are Grade A only . . . backed by SIMONDS reputation 
for outstanding quality, dependability and service 

Here is an exceptional opportunity to centralize your file 
buying and be a Full Line Simmonds File Distributor with in 
creased potential sales through complete file service for your 
customers with additional profit for you. Ask your nearest 
Simonds Factory Branch for Full Line file distributorship 
details. 


For Fast Service Cali your 


from 
Complete Stocks 


é 














SIMONDS 


SAW AND STEEL CO 
 *SITOME URG. MASS 


Foctory Bronches = Boston, Chcogo, Sen Froncisco end Portiond, Oregon 
Conedeon foctory  Mentrec!, Que. Semonds Diwrwens Simonds Stee! Mill, Lockport, MY 
Meller Too! Co, Newcomerstown, Obie, Simonds Abrosive Co., Phils. Pe. end Arvide, Ove. Conede 
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YOUR SALESMAN WILL 
LOVE US FOR THIS/ 


vew Palmtto. 


“INTERWOVEN’’ 
SELF-LUBRICATING PACKINGS! 


Your salesman knows, Mr. Dis- 
tributor, that a new addition to a 
product line offers him a fresh ap- 
proach to create interest among pros- 
pects -and customers. It allows him 
to talk in terms his customers want 
to hear . . . better performance .. . 
lower operating costs. Palmetto In- 
terwoven, the most advanced ver- 
sion of a Self-Lubricating packing, 
gives your salesman the selling points 
he needs to convince his technically 
trained customer. 


RP They're Lubricant Impreg- 


nated — Before braiding every 
strand is separately impregnated 
with a special lubricant designed 
to the particular service require- 
ments. 


AP They're Internally as well as 


Externally braided . . . Every 
strand passes diagonally through 
the entire cross section of the 
packing, internally locking each 
) strand. 
No other packing offers this combina- 
tion of advantages. That's why Palmetto 
Interwoven is everybody's sweetheart. 
It gives your salesman the talking 
points he needs . . . Your engineer- 
customer, the quality 
ines he demands . . . you, 
the new profitable 
business you're look- 


) 
fier ing for! 


” Write for details today! 





| 
| Rules 


Pull-Push 
Steel Tapes 

Newly redesigned “1200” 
| “3610W” rules have been intro 
| duced. 

Some of the features claimed 
include: half-inch blades with “tele 
phone dial” numbers on baked 
white enamel finish, ““Tru-Reading 
mouth which exposes markings on 
both sides of reading indicators, 
“Tru-Zero” hook which automati 
cally compensates for its own thick 
ness in making inside or outside 
measurements. 

The “1200” line is available in 
four sizes with 6 and 12-ft. lengths; 
“3610W” rules are 10 and 12 feet 

Stanley Works, New Britain, 


Conn. 


and 





Index Feed 
Automates 


Machine Operations 


A new automatic dial index feed 
for punch and drill presses is said to 
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Let Allens’ Technical Service solve your 
sodering, fluxing or brazing problems. 
Write us today about fluxes for all metals. 


Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO., INC. 


6731 Bryn Mawr Ave. 


CHICAGO 31 ILLINOIS 





W. A. WHITNEY 
LEVER PUNCHES 


REGISTEREQ 


No. 2 Punch 


capac ity—S /16”" 
hole through 46" iron 


FINELY BALANCED FOR LONG SERVICE 


© All W. A. Whitney Lever Punches are 
built for hard service far beyond their 
rated capacities—they are expertly de- 
signed—every punch is guaranteed. Repair 
ports ore instantly available and we can 
service your orders immediately. Stock up 
on these punches which have been indus- 
try's preference since 1908. 

®@ Send for our booklet catalog. 





these magazines... 


* AMERICAN MACHINIST 

* MILL & FACTORY 

* MACHINERY 

* CANADIAN MACHINERY 

* TOOL ENGINEER 

* TOOLING & PRODUCTION 
PURCHASING 


THIS TELLS 
ABOUT A 


QUICK CHANGE! 


aaa 





This message to your custom- 
ers tells the product story of 
the Jacobs Impact Keyless 
Chuck. It tells a gripping 
story, a story with impact and 
a story about a quick change 
with no key. It’s almost like 


magic. 


AND HERE’S 
THE 


OPEN SESAME! 


This statement of confidence 
in our distributors is display- 
ed on every Jacobs ad to your 
customers. In this case it is 
their key to keyless chucking. 


Change cutting tools 
in 5 seconds! 


The Jacobs Impact Keyless Chuck designed especially for the 
aircraft industry makes fast tool changing possible, and that’s 
not all — 
This chuck has more gripping powe1 
than any 14” chuck in the world. 
This chuck holds tools in its tremendous 
grip — there’s no slippage, no shank scor- 
ing, cutting tools last longer and replace- 
ment costs are drastically reduced. 
This chuck has no key — to use or to lose. 
The performance of the Jacobs Impact 
Keyless Chuck is another reason why you 
can continue to look to Jacobs for unques- 
tioned, unequalled and uncompromising 
quality in the manufacture of hard holding, 
long lasting precision chucks. The Jacobs 
Manufacturing Co., 1812 Jacobs Road, 
West Hartford, Conn. Ask for Catalog 100. 


JACOBS AND YOUR 
LOCAL DISTRIBUTOR 


are ready to deliver the chucks you 


need and the service you deserve. 
first in chucks . . . first in service Saco és 


CHUCK S 


if it's a Jacobs -it hoids 











CUT INVENTORY COSTS 


Stock the ONE Complete 
Line of Jacks and Pullers 


Sim 
the Simplex line can you fill all 


ing 
control, 


ONLY SIMPLEX is the complete line of jacks 
standard models (there are 125 different Simplex 


Jacks and Pullers) or such a wide choice in all three types — Lever, Hydrau- 


faceurer offers as many 


lic and Screw jacks. 


Ratchet §§§ Geered Ratchet 


Lowering Lowering 


is the only line Foy that helps you cut your yap | = 
while providing a complete j selection to your customers. For only wi 

needs og toy — and get the result- 
operating economies. No expensive j ications, easier inventory 
less ordering detail, less freight costs, easier reference and selling. 


SIMPLEX 


because no other manu- 


Track or 
Trip-Types 





HYDRAULIC 
JACKS 
nd 


r 


Double Pump 
Models 


Remote 
trolled 
and Pullers 


Con- 
Rams **Center-Hole”’ 


& 


Rol-Toe Low 
Toe Lift 


Jenny Pullers Jocks 





Push and Pull Jocks 


Mine Roof 
and 
Trench and 
Timber 
Braces 


Stondord 
Speed Jocks 








“Center-Hole” Pulling 


and Re-Mo-Trol Hydraulic 
Pullers are ideal for pulling shafts, wheels, keys, 
pistons, valve seats ause they eliminate off- 
center torque by pulling through the center of 
the tubular ram! Makes pulling easier, reduces 
set-up time, increases safety 


Simplex “Jenny” 


MEGRS. OF INDUSTRIAL 


MYDRAULIC JACKS 


WORLD'S LARGEST 
MECHANICAL AND 


vmaro, SACKS vccre 
UTH-A-TOOL 


ROL-TOE 
TEMPLETON, KENLY & CO. 
2523 GARDNER ROAD . 
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Lifts Full 


Capacity 
on Cap or Toe 
Unlike 
makes, Simplex 
Ratchet Lowering 
Jacks are rated for 
full lifting capacity 
on either the cap 
or the we. This 
lets Simplex Jacks 
lift full loads from 
low clearances, 
gives your custom- 
ers more jack 
value for their 
money. 


other 


BROADVIEW, ILLINOIS 


convert a standard machine to 
almost full automation, avoid need 
for special one-purpose tools, and 
operate at rates up to 6000 strokes 
per hour. 

['wo models are available featur 
ing a 12 or 15-in table diameter 
with choice of 10 or 12 stations. 
Up to 24 stations can be supplied 
as well as larger tables. 

Benchmaster Mfg. Co., Gardena, 
Calif 


Lubricators 
Spray Valve 
Panels for Gears 


Spray Valve Panels”, a new de 
velopment designed to spray-lubri 
cate bull gears, girth gears such as 
on grinding mills and kilns and 
other herringbone gear 
trains, has been announced. 


Self-contained panels are fastened 


spur or 


to gear housings or framework and 
spray lubricant directly to pressure 
side of gear teeth. 

Measuring approximtely two by 
three feet, the panels feature stain 
less steel spray valves having built 
n nozzles. 

Farval Corp., Cleveland 


Pump 
For Paper Stock, 
Industrial Liquids 


Classed as a paper stock and in 
dustrial liquids pump, a new cen 
trifugal pump has been introduced. 

Featuring a diverging type im- 





No Steel Shelving is easier or quicker to 
assemble. No bolts or nuts are needed to 
assemble shelves. Most practical and most 
flexible shelving on the market. Saves time 
and money from first day of its installation. 


BORROUGHS 


* UNITIZED Hei 


STEEL SHELVING 


“Every unit is a unit within itself 


You can search far and wide, but you will not find a more practical or economical shelving than Borroughs 
Unitized flexi Steel Shelving. From coast to coast, industry is discovering this fact. Each individual unit is complete 
in itself ..no part depends on unit next to it..any unit or shelf can be moved independently. This fact alone is 
worth investigating. Yes, America is going Borroughs! Write us today and let us tell you more. 


send for new 32-page catalog 


Flexibility is demonstrated in this portiol view of the large Borroughs double faced open shelving installation ot Charles 
Borroughs shelving installation at the Ford Division of the Ford Scribner's Sons, publishers, New York City. Note compoct orronge 
Motor Co., Assembly Plant No. 2, Lovisville, Kentucky. ment—open faced unit ot ends requires minimum floor space 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK aillp KALAMAZOO, MICHIGAN 
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for bigger 


reamer sales 


COMPARATIVE 
REAMER 
SELECTOR 


write for your copy 
of the L:&I Sales Policy 
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peller which enables pump to 
handle liquids containing high con 
centrations of solids, air and gases, 
the design is said to prevent vapor 
binding, avoid clogging, and make 
the pump self-venting and self 
regulating 

Built in sizes from 4 to 12 inches, 
the new horizontal single-stage unit, 
is available with capacities from 200 
to 7000 gpm and heads from 5 to 
225 ft 

Ingersoll-Rand, New York 


Couplings 
For Misalignment 
Up To Three Degrees 


Series 3D Dihedral self-aligning 
ouplings, designed for NEMA 
motor shafts using standard key 
have been announced. 

Included in the features is tooth 
design said to make it possible t 
have close tooth tolerance. Load 
is normally carried at center of 
tooth, and under maximum rated 
misalignment the driving force is 
said to be carried across an entire 
half tooth. 

Ajax Flexible Coupling Co 
Westfield, N. Y. 


Tube Bender 


For Manual Bending 
To Exact Tolerances 


Known as “Exactol’, a new tube 
bender is said to handle annealed 
or 4H cold drawn stainless steel 
tubing. 

[he crank-operated, worm gear 
levice is designed to enable the 





“No other type of 
advertising would 
so completely do the job 
as the present NYB&P 
direct mail program...” 


is ou 
praPlete 
TOCTan, 
®e iti, ones 


says D. S. Judd 
president of 
WELTON RUBBER 
& ASBESTOS CO., 
NYBA&P Distributor 
in Detroit 


The NYB&P Direct Mail Program is MORE than 
effective. It relieves the NYB&P Distributor of every 
bit of detail. Just by merely paying the postage he gets: 
e A series of 10 eye-compelling, first-grade mailing 
pieces that build sales all year ‘round. 
e His own name imprinted on each piece. NYB&P 
does all the work—producing, imprinting, mailing. 
e A direct mail program that, year after year, has re- 
ceived awards from such organizations as the National 
and Southern Industrial Distributors Association and 
the Direct Mail Advertising Association. This keeps 
NYBA&P Distributors out front in direct mail adver- 
tising—and NYB&P will provide distributors with the 
same effective and outstanding support this year. 

Now on its way to NYB&P Distributors is the new 
direct mail advertising program for 1956. It is a 


qtttee 
it ?, 











ae 


a 
© Gey *°r ences 
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New Yor yAvenue Packing Oo 
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dv 

when ertiss 
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tor 


P opt 
ly do 
*EPect +. 
lable. to 


Mian t 
the hat 


proven, time-tested means of telling your customers, 
quickly and interestingly, of the services and products 
you have to offer them. This program will help you get 
more customers, sell more products 











Look for this handsome new “portfolio” now on its way 
to you. It is packed with new NYBA&P sales building and 


advertising aids 


(oe. 
ey V-BELTS AND “TIMING” BELTS 


* | 
= 


NYB&P INDUSTRIAL RUBBER PRODUCTS 


) America’s Oldest Manufacturer of Industrial Rubber Products 


1599 
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operator to produce bends up to 
180 deg. in one continuous opera 
tion 

Slide block, furnished with 
bender, has grooves for six tube 
sizes: 4, yy, 3, 4 and }-in outside 


Parker Appliance Co., Cleveland 


/ \ ENTIRELY NEW es 
\ differently NEw ered 





“J 





FEATURING: 


' 
. F 
soon a HH ; @ Push Button Control Fasteners 
—— : @ Self-Adjusting Heavy Prevents Leaks, 
5 Duty Brake | Protects Surfaces 
s @ Sealed-in Lifetime | luff-Tite fasteners, with metal 
’ 
‘a 
) 
| 
is : 


Lubrication | head and assembled  neopren 

@ Overload Protection | washer, have been introduced 
@ Full Enclosed According to the manufacturer 
Components the fasteners prevent leaks, protect 
@ Lowest Headroom | surfaces and absorb shocks. Flat 
@ "CM -Alloy” Flexible | concave or convex surfaces mak« 
Link Chain no difference as the neoprene 
washer is said to move in any direc 


CAPACITIES: from % to 1 ton Seed hee abies Tie enter 
Single and 3 phase. 4 ton model weighs 7 
i¢ 


only 81 pounds. pre-assembled washer is said 


PUSH-BUTTON to eliminate chipping problems by 
CONTROL | providis 1 cushion between bolt 
B woviding a « on between bo 
o f $149.50 head and surface, and the need for 
and up evelets is also climinated 
| Townsend Co., New Brighton, 
Pa 





| 
| 
Built to serve you without costly maintenance | Ci amps 

Ledestar is the first truly "heavy duty” version of the Lew. Peicad 
small electric hoist. The CM Lodestar is designed to operate _ nee 
without costly maintenance or interruptions in your work New Line 
schedules. The initial cost is practically your only cost with a Style No. 14 adjustable “C” 
Lodestar...an extremely low cost indeed! clamps, a new low-priced line, ha: 


| WRITE US or call your CM distributor for literature, | been announced 
fees prices and quick delivery from stock. Consisting of ten sizes ranging 
from | through 8in capacities in 


CHISGHOLM-MOOCRE HOIST DIVISION cluding 14 and 24-in designs, the 

Columbus McKinnon Chain Corporation frames are said to be designed for 
Tonawonda, New York both strength and eye appeal. 

REGIONAL OFFICES: NEW YORK @ CHICAGO ¢ CLEVELAND Adiustable Cl Co.. Chicas 

In Coneda: McKinnon Columbus Chain Limited, $1. Catherines, Onterie CSUR VEMp 0., Vnicago 
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WATSON-STILLMAN 


FORGED STEEL 
UNIONS 


Designed and Manufactured to: 
°° AAR SPECIFICATIONS 
° ASTM A-105 GRADE 2 


We're happy to announce the arrival of these fine additions to our Forged 
Steel Fittings Family. Designed by Watson-Stillman engineers and manufac- 
tured on our new high precision machinery, these unions give you the utmost 
in serviceability in high pressure piping systems. 

These outstanding features are just what you've been looking for: 


. All parts are drop-forged of high quality steel for maximum strength and 
toughness to resist shock and vibration. 


Heavy, octagonal-shaped wallisegive you added protection at high 
pressures. 


Steel-to-steel seat with ball-to-angle mating surfaces insures a tight, 
leakproof seal. 


4, Nuts are plated with a heavy coat of cadmium to resist galling and seizing. 


Send today Watson-Stillman Unions are available in both Screw-End and Socket- 
for Bulletin U-1 Welding Types in sizes “e” to 2”. For complete technical information write 
today for our new Union Bulletin. 
Sold Through Leading Distributors 


+36 


WATSON-STILLMAN FITTINGS DIVISION 


iHKP H. K. PORTER COMPANY, INC. 
' Roselle, New Jersey 
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eeniliane all-time 
chain sales records — 
co Chain’s exclusive 


- "HEASURE MARK 


Tir te a 





Marked every 5 feet.. quick, exact measuring 


Color-Coded . . instant identification of 
chain grade 








BLU ""Measure-Mark” for Camp- 
bell High Test Stee! Chain 


ORANG 


“Measure-Mark”™ for 


GRE "Measure-Mark"™ for Camp- 
bell Proof Coil Chain —s 
Cam-Alley Chain 





RED “Mesrwrean” for Camptet 
y (2 ) 


BBB Chain 

Chain sellers and users everywhere * 
have been quick to recognize the advantages of new | 
Campbell ‘"Measure-Mark"’ Chain. No more cumber- | 
some measuring—just count the colored five-foot 
markings. And you can instantly identify the proper 
grade of chain with Campbell's exclusive Color-Coding. 
Saves time—assures accuracy. Get all the details on 
this completely new time-and-labor-saving method of 
handling chain—available only from Campbell. Write 
today, or ask your Campbell Distributor. 


ley) 
fy 
‘a, 
V4 


» \ Labels are Color-Coded, too, for instant 


identification. Space is provided for“ Per- 
petual Inventory’’ to tell you at a glance 


, 
just how much chain you have in stock 


Ay 
, 


AVAILABLE ONLY FROM 


CAMPBELL CHAIN (on2xg 


Main Office, York, Pa 
West Burlington, lowa « Portland, Oregon + Sacramento, Calif 


AMPBELL 


Makers of the famous Lug-Reinforced Tire Chains 
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Retaining Bars 
For Hydraulic 


Elevating Tables 
Made with two hook-shaped slots 
which permit them to be instantly 
set in two fixed positions, new 
style retaining bars have been 
introduced for the company’s line 
of hydraulic elevating tables. 
Tables now in use can be 
equipped with new bars by drilling 
two holes through each edge of the 
table top; retaining bars will be 
installed at factory on new tables. 


Raymond Corp., Greene, N. 


Yokes 
Tapped and Threaded, 
In Stocked Sizes 
lapped yokes in a wide range 
of sizes both plain and threaded 
have been added to the company’s 
line. 

Used in a variety of applications 
for attaching to threaded or tapped 
linkage, the new yokes are forged 
with holes reamed and faced-off 
parallel inside and outside of yoke- 
ends. 

Jergens Tool Specialty Co., Cleve 
land 








a Ollinemeauloe 
iS designed 
right in 


ee Oe 


Smeoth, even finishes cre easier with Heller 
Spiral-Cut Half Round Files. Ordinary half round 
files require a skillful twisting. Heller engineering has 
removed this human element from good file perform- 
ance. The necessary rolling action is designed right 
into the Heller Spiral-Cut Half Round File. This new 
cutting principal is typical of Heller's continuous search 
for better files. By constantly testing, inspecting, im- 
proving . . . Heller guarantees file users “‘the best." 


HELLER rooLt co. 


A Subsidiary of Simonds Saw and Steel Company 


NEWCOMERSTOWN, OHIO . . . Branch Offices — New York, Chicago, Detroit, Los Angeles 


YOUR HELLER DISTRIBUTOR CAN SUPPLY ALL YOUR FILE NEEDS 
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USES SPLIT TAPER BUSHING SYSTEM 
no reboring « simple assembly ¢ individually packaged 


Browning’s chain coupling with pearlitic malleable 
sprockets, hardened teeth and standard roller chain provides 
maximum capacity and longer life. Employs same split taper 
compression bushing used in other Browning power trans- 
mission products. Choice of 10 sizes, 123 bores, 235 combina- 
tions, from stock. Ask for Catalog V169 and name of Brown- 
ing distributor near you. 


Browning's interchangeable 
Bushing System 
SHEAVE 


AND 
BELT 


FLEXIBLE 
COUPLING 


CHAIN AND 
SPROCKET 
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Mill Body 


Eliminates 
Regrinding 


\ new Lifetime face mill body, 
said to accomodate industry stand 
urd holders and throw away carbide 
inserts, has been introduced. 

Said to be precision engineered 
with built-in adjustments to accom 
modate standard tool bits with dis 
posable carbide blanks, a turn of 
a socket wrench puts a new cutting 
edge in place—automatically aligned 
to run and cut true 

Nelco Tool Co., Inc., Manches 


ter, Conn. 


Wheel 
Rubber Tired, 
“Self Energizing” 
Utilizing a molded rubber tread 
bonded vertically between two steel 
discs, a new wheel added to the 
manufacturer's line is now avail- 
ible in 6, 8 and 10-in diameters. 
By compressing the two discs, a 
displaced and inflated tread is 
said to support heavy loads. 


Roll Rite Corp., Oakland, Calif. 





-HARPER 


EVERLASTING FASTENINGS 


R 


— 
® 


MLL kY 


a. 


You're always 
with HARPER/FASTENINGS 


Greater Earnings— Y ou profit two 
ways when you stock and sell 
Harper Fastenings. There's 
industry's growing demand for 
corrosion-resistant fastenings— 
pioneered by Harper. And, to this 
sales volume, add your higher 
margin on superior stainless steel 
and non-ferrous fastenings. 


A Complete Line—To meet your 
customers’ toughest requirements, 
Harper produces a broad line— 
over 7,000 different items are 
available from stock. You can 
obtain bolts, nuts, screws, wash- 
ers, rivets and other fastenings 
promptly—in all types, sizes and 
corrosion-resistant metals 


Established Leadership — Harper 
is the world’s largest exclusive 
producer of corrosion-resistant 
fastenings. A third of a century of 
metallurgical and engineering ex 
perience—plus the latest manufac- 
turing techniques—assure your 
customers the finest in fastenings 
when you sell Harper 


FOR FURTHER INFORMATION, MAIL THE COUPON. 
CATALOG AND LATEST DISCOUNT SHEET WILL BE SENT WITHOUT OBLIGATION 


« BRASS 


* NAVAL 
BRONZE 


« COPPER 


+ SILICON 
BRONZE 


e NICKEL 


« ALL STAINLESS STEELS 


« MONEL 


The H. M. Harper Company 


Morton Grove, 


Please send me 


0 Catalog 


« ALUMINUM 


Name. 
Company.. 


Address 


SPECIALISTS IN ALL CORROSION-RESISTANT FASTENINGS City 


8219 Lehigh Avenue 


Illinois 


©) Distributor’s Discount Sheet 


Zone 
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MORE SALES 


Aves 


WITH THE NEW 
4U-SD 





For All Jebs Where 
Maximum Power and 
Speed are not Required! 


THE BUDGET-PRICED 


FRISTANDARD DUTY 
ELECTRIC IMPACTOOL 


Here's a sales leader right from the 


word “GO!” Saves your customers 
money on initial cost... and keeps 
right on saving time, money and effort 
on a host of plant operations. 

For the first time, you can sell I-R's 
world-famous proven construction at a 
budget price. The 4U-SD has all the 
design advanteges of the new SU Elec- 
tric Impactool, pound for pound . . . the 
most powerful 42” tool in its field. For 
jobs requiring maximum power and 
speed, be sure to sell the 5U. But on all 
other jobs, the 4U-SD will save more 
than 25% on purchase price. 


it’s Multi-Purpose, Too! 

Fast — easy application of standard 
attachments changes the 4U-SD from 
a nutrunner into: 


@ drill 


© topper 
@ screw driver 
@ reamer 


@ wood borer 
@ wire brush 
@ hole sewer 
@ stud driver 
@ mesonry drill 


Write for complete details 18-2150 


Ingers« a 


||| 


Onpmniis » Sopra tol are & eaecTare 





Clamp 
Articulated Linkage, 
Low Closed-Silhouette 


Midget U, a tiny clamp for light 
duty, has been 
pany’s line of toggle clamps 
Model 215-U, a smaller editior of 
the company’s DeSta-Co Model 


225-U and 235-U clamps, is said to 


added to the com 


weigh four ounces and have a hold 
ing pressure of 150 Ibs 


Detroit Stamping Co., Detroit 


Drill Blanks 


Set of 485 Pieces 
In Single Wooden Case | 


lermed the 1/1000-in set, a new 
set of drill blanks consisting of a 
series each .00l-in larger than the 
starting with .015-in 


.500-in, 


preceeding, 
and ending with 
introduced. 

Each blank is made of hardened 
and ground high speed steel, ground 
to a tolerance of plus .0002-in and 
minus .0000-in. 

Hayden Twist Drill Co 


has been 


Detroit 
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THE ha art 7 155) 


haat. 
STEEL BLUE 


Stor sos 


Losbel 
Dies and (|S 
Templates 


Pe package 8-oz. can fitted with 

Bakelite cap — soft-hair brush 
- ym ty by nch; metal sur- 
face ready for a1 in a few minutes. 
The dark. blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A Nerth llth St. © St. Lewis 6, Me. 


sig ORANGE 


BUY THE BEST! 


Shackle Chain 
HOOKS 


use on 
“HIGH TEST” 


Chain 
EXTRA STRONG 


Even the pin is made 
of bi-s th _— and 
heot-trea vailable 
for chain sizes “ee 5/16", 
%”, te”, Va", %”. 

SAVES TimEi—can be attoched enywhere on 
the job. Only @ pair of pliers needed. 
ANCHOR and CHAIN 
Screw Pin SHACKLES 





Forged of HI-STRENGTH ‘STEnL 
Avoilable in sizes %&” to 2”. EXTRA STRONG 
—EXTRA TOUGH. if-colored or ized 

Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowe 

















@0s’s sales-building product 
improvement is but one rea- 
son why the 0s? franchise 
is the most valuable bearing 
franchise there is. Among 
other reasons are — S(S?"'s 
complete line of ball and roller 
bearings— @(S?"’s strategically 
located warehouse stocks — 
SCsP’s training program for 
distributors’ salesmen — 
Scsr’s top flight field engi- 
neering assistance — and 
@csr’s fair play on price 
policy. 


More New Customers 
For Authorized S«F Distributors! 


Already, industriai equipment manufacturers are putting SKF 
Type “C” improved Spherical Roller Bearings in their products. 
Hundreds of the users of these products will therefore become 
new customers for Authorized SKF Distributors. 


But that’s not all. For with 20S" Type “C” Sphericals in stock, the 
0S)" Distributor offers a superior replacement for old style sphericals, 
too — at the same price, a bearing that, size for size, has more capacity 
and, in many applications, longer life. Thus, he gets new customers 
among users of older machines as well as the newest. re09 


SKF INDUSTRIES, INC., PHILADELPHIA 32, PA., 
manufacturers of s«%F and HESS-BRIGHT® bearings. 


onKF 


BEARENGS AND 
PILLOW BLOCKS 
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WHEN YOU SELL 


ra-Y-) 13:0 :VE RD 


VALVES & FITTINGS 


YOU'RE SELLING 


a, complete tine 


STAINLESS STEEL 
VALVES 
GATE 
GLOBE 
ANGLE 
NEEDLE 
wy" 
CHECK 
TANK 


STAINLESS STEEL 
FITTINGS 
SCREWED 
FLANGED 
WELDING 
FORGED 


STAINLESS STEEL 
QUIKUPL 
ADAPTER 
TEE 
90° ELBOW 
COUPLING 


Di. you ever stop to think that nobody 
but COOPER ALLOY can offer such a com- 
plete line of stainless steel valves, fittings 
and accessories! When you sell the C-A 
line you don't have to jump from catalog 
to catalog to find what the customer wants 

. and what's more, you sell with the 
assurance no matter what the item, the 
same quality engineering, production and 
inspection your customer has learned to 
expect from COOPER ALLOY, is behind it. 
Our facilities as the leading producer of 
cast stainless steel, means personal atten- 
tion to every item by our own highly 
trained specialists. By the way, if you 
haven't read “Thirty Years of Progress”, 
write for your free copy today. It will help 


you to know us better. 


COOPER ALLOY 


CORPORATION eHILLSIDE, N.uJ. 
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Motors 
Winding Protected 
From Liquids and Dust 


New rerated improved design 
onforming to latest dimensiona! 
NEMA standards has been incor 
porated in the company’s line of 
drip proof motors 

Designated as Type H, currently 
standard ratings are available in 
frame sizes 182, 184, 213, 215, 254U 
ind 256U 

Previous design line of NEMA 
frames 203 through 586 are still 

lable for those preferring larger 
fran 

Electro Dynamic Div. General 
Dynamics Corp., Bayonne, N. | 


Pump Unit 
Dry Suction Lift 
Approximately 15 Ft. 


Model 4720, a close-coupled port 
ble electric motor and pump unit, 
been introduced 

Consisting of a stainless steel 
[ype 316 self-priming pump 
uunted directly on the shaft of a 
hp 1725 rpm electric motor, it 
recommended for general trans 
ipplications 


Jabsco Pump Co., Burbank, Calif 





CUSHMAN chucks 


give Wi: “ani 


CHUCK-ABILITY: The ability to SPEED your work 
. .. ELIMINATE fatigue . . . IMPROVE your products 
... and REDUCE your costs . . .through design 
and selection of the right work-holding devices. 


Ven, 


ideal for precision bar work. 


Quick, simple, minute adjustment. 


Repeats within .0005” or better T.1.R. 


Because of extreme accuracy and 
jaw capacity, one Accra-Set* Chuck 
can replace even the most accurate 
collet chuck and its range of collets. 


* Potent applied fer. 


Available with 3 or 6 jaws in 6”, 8” and 10” sizes. 
Adapter plates required for mounting. 


THE CUSHMAN CHUCK COMPANY 
Hartford 2, Connecticut 


a worid standard for precision 


CEgnmAn 
CWUCKMAM 
CRIRAS GHEEES . . . « Hreded of Aneteen Guaity, RG SEE YOUR INDUSTRIAL DISTRIBUTOR 


ey 


— 








be L AT E G R I Manufacturers’ 


PLATE FASTENERS FOR CONVEYOR BELTS : > Activities 


Starts on page 120) 





its quick-change and standard ma- 
chine tool accessories. One section 
deals with engineering and com 
parison data. ‘The catalog lists 
Beaver’s complete quick-change 

joints in belts of any width. holder and adaptor line for end 
Special design spreads tension mills, shell and face mills, drills, 
reamers, and additional tools. It 
also lists standard machine tool 
assures smooth accessories, rapid chucks and collets, 
ind carbide-tipped face milling cut- 
ters and end milling cutters. The 
firm has also revised its “quick- 
reference” catalog to include recent 





Make strong dust-tight 


across belt, allow natural 





hanges in its products 


ARMSTRONG BRAY & CO. 


~ thwest Highway HICAGO 310.U S A 





CALDER ... the Dresser Line 


for Bigger Profits ... Easier Sales 


BUILT RIGHT—Best moaterials throuahout ete) | 
Enco Tools Packed 


And Displayed New Way 


Enco Mfg. Co., Chicago, is now 


steel cutters Right and Left hand Threaded Bushings 


for Automatic Tightening 


packing its line of “Tiny Titan” 
magnetic base dial indicator hold 
ers and lights in plastic cases. The 
units are embedded in plastic filler, 
and can be easily displayed 


GAGES—Freeland Gauge Co., De 
troit, has issued a brochure illus 
trating and describing a variety of 
HOLO— Extra standard and special gages and 
distributed measurement control methods 
Photographs show built-up gages 
special air gage fixtures, and ait 
gage applications designed and 
built by Freeland for automotive, 
aircraft, and metalworking indus 
. tries 
CAL D E R MAN U FA cT UR N G c 4 . PLASTIC—Minnesota Mining 


N Pp, 


af 
c 
Mfg. Co. St. Paul, has issued a 
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The new SKIL Bench Grinders have big grinder features at such 
low prices that three or four SKIL Grinders can be economically 
located in key spots in most plants. Conveniently placed SKIL 
Grinders eliminate steps, cut man-hours, soon pay for themselves 
in time-savings. SKIL low prices, plus big grinder SKIL features 
add up to extra sales for SKIL distributors! 

And to help distributors sell, SKIL offers the most complete 
most effective sales program in the industry! Here's the kind of 
sales assistance distributors get constantly from SKIL 
Active Branch Support! Local SKIL factory service facilities and 
sales assistance from branch representatives! 

Consistent National Advertising! Effective, frequent SKIL ads 
in leading national industrial magazines! 


Catalogs and Promotional Materials! Fully illustrated, complete 


catalogs, envelope stuffers, store displays and other sales literature! 


Selective Distribution! Each distributor is assigned carefully to 
assure each a satisfactory and profitable volume with SKIL 


interesting Sales Meetings! Branch salesmen help train distribu- 


tor salesmen and assist with distributors’ customer sales clinics 


Contact Your SKIL Representative for complete 
details about top-quality SKIL Bench Grinders 
and SKIL Sales Support! 


SKIL 6” Bench Grinder 


There's nothing like it for “big grinder” features af 
low cost! For grinding, sharpening or bufing—in all 
production and maintenance. Wheel guards with end 
covers spark arrestors and exhaust chutes are extra 
features for extra safety. Self-lubricating ball bearings 

fast-starting statically and dynamically balanced 
motor. Die-cast aluminum for strength and rigidity 


Model 246, 4% HP. Only $58.00 
Medel 247, 44 PF. Only $68.00 


SKIL 


PORTABLE TOOLS 


Mode only by SKIL Corporetion, formerly SKMSAW, inc 
2033 Eiston Avene, Chicago 30, Illinois 
3601 Dundes Street West, Toronto 9, Grteric 
Factory Branches in All Leeding Cities 
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YOU'LL LIKE THIS 
fast, ACCUwtaLe, 
easily handled 
MILLERS FALLS 
PORTABLE SHEAR 








Its light weight (only 8 Ibs.), ease 
of control and excellent visibility 
at point of cut permit speed and 
accuracy on either inside or out- 
side work, on straight, curved or 
irregular lines. 


CUTS 16 GAUGE STEEL 


Precision-ground, heat-treated alloy steel blades of this rugged 
high-production tool will give you smooth clean cuts in steel and 
galvanized sheet up to 16 gauge (.060"), and up to 50% greater | 
thickness in aluminum, copper and other non-ferrous metals. 

Adjustments for depth of cut and clearance are extremely | 
simple to make, and blades are easily removed for sharpening or 
replacement: the two hex keys needed are conveniently located 
right in the tool handle, which is shaped for most convenient 
holding in any preferred position. 


GET THE DETAMS. Send now for complete 

details on the Millers Falls No. 16 Shear; abo 

complete catolog dota on Millers Falls wide line 

of high-performance, advanced-design electric 

tool for industry. There's profit in it for you. cues a 
MILLERS FALLS COMPANY 25 

Dept. ID-14 Greenfield, Mass. Sinest Power Fools Made 
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reference manual illustrating and 
describing procedures for using its 
Scotchply” reinforced plastic. Con 
taining price and technical informa 
tion, the manual gives instructions 
for molding and handling the plas 
tic material. 


PrOOLS—Kennameial Inc., Latrobe, 
Pa., has issued a booklet (no. B 
300) featuring its line of “Kendex” 
throwaway inserts—11 negative rake 
styles and 6 positive rake styles 


POWER TOOLS—DeWalt Inc., 
subsidiary of American Machine & 
Foundry Co., Lancaster, Pa., has 
issued a 20-page catalog covering its 
Power Shop” line of radial arm 
type machines. ‘The catalog fea 
tures data on several accessories for 
the basic machine. 


MOTORS-— Marathon Electric Mfg 
Co.. Wausau, Wisc., has issued a 
booklet covering its line of motors 
and generators. The booklet illus 
trates the engineering, methods, 
and testing methods employed in 
manufacture by the firm 


HACK SAWS—Henry Disston & 
Sons, Tacony, Philadelphia, has 
issued a mailing piece announcing 
its “Super-Safe” line of machine 
hack saw blades. In addition to 
photos and text, the piece contains 
1 table showing blade recommenda- 
tions for various metals, and 
common sawing problems in tabu 
lar form 


PUMPS—Eco Engineering Co., 
Newark, N. J., has issued a leaflet 
showing how its general-purpose 
bronze positive displacement pump 
can be used by original equipment 
manufacturers. Typical applica- 
tions, illustrations of standard drives, 
etc., and features are presented. 


CONTROLS—Hagan Corp., Pitts 
burgh, has issued a bulletin (no 
GSP-901) summarizing the products 
ind services of Hagan and its three 
subsidiaries, Calgon, Inc. Hall 
Laboratories, Inc.. and Buromin 
Co., covering automatic control and 
instrumentation, water condition- 
ing and steam testing equipment, 





ANOTHER 


It isn’t very often you get hold of a “natural” like this! Completely new, 
completely different, the sensational Bonney PE Wrench is really going 
over big... giving distributors something new to sell 


Take the mechanic on assembly line work. The resilient, plastic finger 
grip fits his hand lets him work longer, faster, more comfortably 
without tiring. — Or, the maintenance man. The plastic grip prevents frozen 
fingers, when he has to work in the cold outdoors. The insulated handle’s 
a big help on electrical work, too 


Wherever a wrench is used, the new Bonney “PE” provides outstanding 
advantages. Here’s your chance for a sales scoop in your area. Be the first 
to carry the new Bonney PE Wrench. Contact Bonney today! 


BONNEY FORGE & TOOL WORKS + ALLENTOWN + PENNSYLVANIA 
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Lock Washers 
in CommiPchs 


9 Popular Sizes 
Machine Packaged and 
ted in Crimped tnd Tubes 


PLAIN STEEL 
in Yellow 
Tubes 


Patent Pendirg 


—and 2-Label 
Telescope CARTONS 


for upside-down or right-side-up stack- 
ing or telescoping open carton in 
cover—all with Readable Right-side- 
up End Label. 


Use Them 
Like This 


Block bottom up 
for ‘upside-down’ 
stacking 


— or This 


Yellow top up for 
conventional stock- 
ing 


and This 


Open carton tele 
scoped inside cover 
with readable right- 
side-vp End Lebel 


Get Details of 
Distributors TRIAL ORDER 


M-C Lock Washers in Coin Pak 
are sold to industry only through 
recognized Industrial ~ ye 
If you are not familiar with this 
Modern, Functional, Small Lot 
rhe my of Lock Washers, write 
today or Full Information on Coin 
Pak Trial Order for distributors 
only. Ask also about JOB-PAK, 
the new Buik Package for volume 
users. 


co. 
129 &. Nash St. * Milwovkes 12, Wis 
ond 





chemical feeding devices, chemicals 
for food processing, paper proces- 
sing, ctc. 

GRINDING WHEELS—Chicago 
Wheel & Mfg. Co., Chicago, has 
issued a sheet setting forth the new 
discount multipliers applicable to 
its current abrasive catalog and tak- 
ing effect Nov. 1. 


CLAMPS-—Jergens ‘Tool Specialty 
Co., Cleveland, has issued a four- 
page folder describing and illustrat- 
ing a new strap clamping principle 
designed to reduce set-up time, and 
to eliminate insecure clamping and 
damage. 


MOTORS—Howell Electric Motors 
Co., Howell, Mich., has issued a 
l6-page catalog illustrating and 
describing its “Series 100” electric 
motors. Cutaway drawings reveal 
numerous features of the motors, 
while tables detail dimensions of 
both fan-cooled and drip-proof 
motors. 


PUNCHES—W. A. Whitney Mfg 
Co., Rockford, Ill., has issued a 24 
page catalog covering its line of 
hand punches, bench punches, and 
punches and dies. Included also arc 
hammers, steel slitting shear, and 
punch vise. Maintenance rules and 
a price list insert are also included 


CARBIDES—Carboloy Dept., Gen 
eral Electric Co., Detroit, has 
issued a 20-page catalog covering its 
standard cemented carbide blanks 
for stone-cutting tools. The firm 
has also issued a catalog covering 
prices and specifications of its new 
tool holders for throwaway carbide 
mserts 


STEEL—Allegheny Ludlum Steel 
Corp., Pittsburgh, has issued a bul 
letin entitled “Free Machining Tool 
and High Speed Méailer,” giving 
detailed information on the analy 
ses, red hardness, abrasion resistance, 
toughness, size stability, and ma 
chinability of tool and high-speed 
steels 


PUMPS—Bell & Gossett Co., Mor- 
ton Grove, IIl., has issued a circu- 


Lock Washers 
in Wy yeg * 
pik PACKAGING. 


«+ + at No Extra Cost ! 


*The contents of a Keg in 
ONE Shipping Container — 
divided into 6 equal cartons 
— Labeled and Counted 


FOR VOLUME USERS 


JOB-PAK has 6 inner cartons, 
each containing 1/6th of the con- 
tents of the “keg size” outer con- 
tainer. 

JOB-PAK individual inner car- 
tons of lock washers are the same 
as a distributor package. 
JOB-PAK reduces handing ex- 
pense — each inner carton of lock 
washers weighs approximately 33 
Ibs. — easy to place on stock 
shelves with other packaged items. 
JOB-PAK assures maximum use 
of stock room floor area—no open 
kegs, boxes or cartons on floor or 
in aisles. 

JOB-PAK eliminates countin 
and weighing, manual effort an 
error — prevents spilling and mix- 
ing of sizes. 

JOB-PAK speeds up physical in- 
ventory, simplifies multi-stock dis- 
tribution. 


Write for Prices, and a Home Assortment of 
Plated Lock Washers in Miniature JOB-PAK 


AB476 1/3e 
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This Keystone lubricant soundproofs noisy gears 


Reduces gear wear— 
power waste—nerve strain 


Here’s the low-cost. sure-fire way to 
end nerve-racking noise from open 
gears—and excessive wear and power 


waste as well 


Keystone 29 X Lt. soundproofs as iu 
lubricates—stops groan, grumble and 
grind—cushions gears so they run 
smoother and last longer. Throughout 
industry, users report diminished 
nerve strain and sizable savings in 


power and maintenance 


Non-drying Keystone sticks stubbornly 
to pressure surfaces—resists dirt and 


repels cold or boiling water. There’s 
no thinning, throwing, dripping or 
squeezing out. Result: Cleaner oper- 
ating conditions and fewer fire haz- 
ards. Melting point is above 400° I 
and the lubricant retains plasticity at 
below freezing 


Keystone 29 X Lt. is “ribboned”’ from 
a special applicator—sticks like magic 


Every plant and shop needs Keystone 
29 X Lt.! Advertisements like this are 
pre-selling it for you throughout the 
nation. Tie in with this program for 
fast profits Have your salesmen “talk 


up” Keystone 29 X Lt 


Keystone LupricaTInG COMPANY, 
21st & Lippincott Sts., Phila. 32, Pa 


Neme it ond get #! That's usually the way service goes at your nearby Industrial Distributor 
His warchouse means savings for you on inventory and savings in purchasing time and troubk 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1955 


Keystone 29 X U. ye 
lubricant and - 
Applicotor 


Estobiished 1884 


7e0e mane 
oe -. oe 


SPECIALIZED 
LUBRICANTS 


175 





BARNES SAW BLADES 


On-the-job sales assistance 
increases distributor sales. 


Barnes is a specialty manufacturer. All facilities are devoted 
entirely to the perfection and production of top quality band 
and hack sow blades. Inventory is high to assure you prompt 
delivery of each order. Costly follow-up procedures are eliminated. 


Barnes sales engineers are trained, metal cutting experts. 
They give your salesmen on-the-job selling assistance and 
advise your customers on metal cutting problems. This service 
increases your sales efficiency and creates good will for your 


compony. 


Barnes advertising and publicity programs pre-sell Barnes 
blades to your customers. Your salesmen know that the Barnes’ 


reputation eliminates sales resistance. 


Barnes sales aids help your salesman produce sales. The 

Handbook of Metal Sawing” and the “Hack Saw Production 
Calculator” plus effective technical literature build sales for Barnes 
distributors. 


Constant research keeps Barnes engineering abreast of latest 
developments. This creates customer confidence in Barnes 
blades and in your service as a Barnes distributor. 


For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 


+ 


akon etiieg wants ee ee monee 


| 
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lar featuring the firm’s complete 
line of “Universal” pumps, a centrif- 
ugal pump for circulating water 
systems. The circular contains cut 
away drawings, specifications, and a 
pump capacity chart. 


GRINDING WHEELS—Norton 
Co., Worcester, Mass., has issued a 
booklet entitled “How to Select 
Grinding Wheels for Precision 
Grinding and Construction Steels,” 
which consists of reprints of three 
articles that appeared in the firm’s 
monthly magazine, Grits & Grinds. 
Photographs and charts illustrate 


the text. 


FASTENERS—National Screw & 
Mfg. Co., Cleveland, has 
new discount sheets reflecting 
changes taking effect October 20, 
and also a new bulletin containing 


its new list prices. 


issued 


COMPRESSORS—Brunner Mfg. 
Co., Utica, N. Y., has issued a cata- 
log (no. 36) covering its line of air 
compressors. Included is a de 
tailed engineering section, descrip 
tions, specifications, dimensions, 
and photos showing Brunner single 
and two-stage outfits, both horizon- 
tal and vertical, etc. 


TUBE BENDER—Tube & Hose 
Fittings Div., Parker Appliance Co., 
Cleveland, has issued a folder on 
its model 412 “Exactol” tube 
bender. In addition to photos and 
descriptive text, the folder contains 
1 parts list and a table of tube capaci- 


ties 


CHAIN—Chain Belt Co., Milwau 
kee, has issued a folder titled 
Helpful Hints on Conveying with 
Rex Roller Chains and Attach 
ments.” The folder shows stock, 
made-to-order, and special attach 
ments which can be furnished with 


Rex” roller chain 





THREE DIMENSIONAL 
DRESSES 


A new process, developed in Italy, 
gives a three-dimensional effect to 
dress prints, Textile World, McGraw- 
Hill publication, reports. 














Whatever the job... 


PERMACEL 29 PLASTIC TAPE 


we , - 


-Perimacet Tare 


In ovr complete line, there's a self-sticking tape for every job . . . write Permocel Tape Corporation, New Brunswick, N. J. 


a Gohwron «ffohmon company 
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Solid Carbide Drills 


milling Cutter 


Grooving v 


Boring Tools 
rts and Blanks 


ools 


inse 


Write Wire 
; 
a 
h 


VT RES aoe '1:110) a hele) mae h 


Tere me F as Be 


1342 W. Vernor Highway 


- WILLEY'S METAL 


Detroit 1, Michigan 





>>>>> LET THESE KEYS 
OPEN UP EXTRA PROFITS FOR YOU! 
> 


Fost Sellers . . . Proven Re- 
peaters! Your customers— 
ond prospects know thot Key 
Pipe Sealing Compounds seo! 
joints positively .. . yet ore 
easily opened do not 
freeze in the joints. Product 
superiority .. . back by 36 
years of leadership in the 
field make these Key prod- 
ucts a dependable source of 
sales and profits for you! 


Geoed Door Openers, Too! 
Steady national advertising, 
dealer helps and continvows 
sampling progrom build uni- 
versal demand . . . actually 
make openings for sales to 
many new customers for you. 








“A 


For sealing 
pipe joints 
carrying water, 
ges, low pressure 





lines carrying 
oils and high 
Pressure 
steam. 





A DIVISION OF OLC-F, INDUSTRIES 


Rarec 


2621 McCASLAND, EAST ST. LOUIS, ILLINOIS 
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“| Read For the Facts and 
Throw Away the Puff” 


Starts on page 94 





lem. Industrial selling is not con- 
sumer selling, although a few basic 
principles apply in all selling fields. 

I am wary of success stories as 
such. Material success, I believe, 
is to a large extent attributable to 
luck, and I am only interested in 
the methods a salesman employs to 
take advantage of his particular piece 
of good fortune, not in an account 
of how he happened to be lucky 


5. Convenience is a factor. 

I do my reading at home, since | 
am seldom in the office and its dis 
tractions in any event preclude real 
concentration. So I am most faith 
ful to the reading matter that comes 
direct to my mailbox, and for some 
time the management of our firm 
has been trying to persuade all our 
suppliers to send salesmen’s ma 
terial to their homes instead of the 
office. I have been getting ID at 
home for some time. There is no 
other place I could read magazines, 
except occasionally in the reception 
rooms of customers 


Size Is a Factor 


Another convenience factor is the 
size and form of product pieces. | 
like them in booklet form, to fit in 
the pocket, because, like many sales 
men, I seldom carry a briefcase into 
a customer's office. Literature in 
leaflet form is cumbersome to han 
dle and is apt to contain little fac 
tual data compared to a full-fledged 
booklet. 

A salesman’s life is hurried, in- 
tense and competitive. He is under 
pressure for his time from many 
competing sources outside his daily 
job, including large quantities of 
reading matter. I try to respond 
as fully as I can to the pressure to 
read what helps me in my career. 
But I read to get the facts, not the 
puff and sales talk. 





come on 
and take a good look 
at this 
TIGER BRAND WIRE ROPE 


Note the size of wires—large enough to provide plenty of re- 
sistance to abrasion yet not so large as to cause a stiff, un- 
wieldy rope. Note the full, firm fiber core—it provides the 
support necessary for resistance to distortion of rope struc- 
ture. Note the internal and external lubrication—it helps to 
prevent corrosion and wear. 

These construction features were specially selected for this 
rope to suit it to rugged hoisting jobs in the construction 
and mining industries, in factories and mills, in logging 
operations, and aboard ship. For specific recommendations 
on the use of this and scores of other carefully designed Tiger 
Brand Ropes, write for a copy of our free booklet, “The Right 
Rope for the Job.” You will find that there is a good Tiger 
Brand Rope for every wire rope job. Write for your copy 
today. 

AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAM FRANCISCO * TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, KEW YORK 


USS AMERICAN TIGER BRAND WIRE ROPE 
Excelliy Chyfprmed 
he tt 5 Ee 6 PEO me » de, 
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SKILL 


TO THE HAND OF INDUSTRY 


Y 














Os 


PRICE AND PRODUCT FOR 
SALES AND SATISFACTION 


Manufacturing facilities and material- 
economizing techniques in rawhide 
products enable Garland to sell at 
lower prices. No new materials can 
challenge Garland’s nearly a century 
of unsurpassed customer satisfaction- 
from-use. 

Write for illustrated brochure. 


“GARLAND” coes wrx “RAWHIDE” 

















relaleliie: 


; MAN TURIP 





How You Can... 


.. + keep catalogs handy to telephones 


l'o save space and keep literature 
telephones, Holley 
Jacksonville 


three-cornered 


handy to 
Edwards Sales, Inc., 
F'la., this 

shelving for its catalogs 
men can find what they need with 
in easy reach without putting down 


dev ised 
l'elephone 


the phone 


At left is a cross-file of the cata 


’ 
ae 
1OS 


Behind the telephone sales 
man’s left shoulder is a communica 
tion set enabling him to talk to 
warehouse men and others to verify 
tacts 

M. R. Williamson is 
demonstrating the setup 


shown 


jo home with your customer for 3¢ 


A magazine containmg one 
month’s complete television listings 
for the Chicago area is passed out 
by Crown Supply Co. to its cus 
tomers and prospects. The back 
cover of the 16-page booklet carries 
Crown’s imprint—and message 

here is room to list 10 suppliers 
and their products, as well as 
Crown’s address and phone number 
Cost to Crown is only three cents 
a copy—and since none of the maga 
zines are mailed, there’s no postage 
or distribution cost. 

A stack of the booklets is left out 
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for counter customers and each of 
the firm’s four salesmen carries a 
batch with him. 

“It works out dandy for us,” says 
President Harry A. Nusbaum. “We 
figure the man we want to reach 
keeps the magazine in his office for 
a day and then takes it home—and 
uses it fora month. We know our 
customers find it  useful—last 
month's copy came out a little late 
and a lot of our regular customers 
checked with us to find out where 
it was. It’s one of the best gimmicks 
we've used in the advertising line.” 





Sell them quality— Ferry Cap—and 
you'll bring ‘em back a’buying! 


With clean, smooth threads these set 
screws always fit perfectly and re- 
spond readily to adjustment needs. 
They are case hardened—the hard 
machined point bites in and holds. For 
all general purposes they continually 


meet all engineering requirements. 


For Ferry Cap Set Screws are expertly 
made by the first company to produce 
Cup Point Set Screws by the cold upset 
process of manufacture. They embody 
the skill and experience gained in over 


45 years of precision manufacturing. 


How’s Your Stock? We can take care 
of your needs immediately. A com- 
plete range of sizes. 

Continuous inspection 


during manufacture to 
assure top quality. 


The 


Also cap screws, fillister cap screws, 2153 SCRANTON ROAD + CLEVELAND 13, OHIO 
studs and other cold upset producis. 
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Aids 


Pump sales sometimes bog down on 
questions that seem more technical 
than they actually are. 

The experience of several pump sales- 
men for Goulds distributors suggests a 
simple, three-step procedure that may 
improve your profit record on pump 
sales. 


Ist step—Find out all the details your 
prospect’s pumping problem involves: 
what he’s going to pump, how fast, 
from where to where, under what 
conditions. 

Asking questions shows an interest 
in his problem that no prospect will 
resent—and it answers the unknowns 
that make you shy away from pump 
problems. 


2nd step — Check the appropriate 
Goulds bulletins and manuals for what 
you need to know to help your customer 
select the pump that matches his need. 


Then, if you're still uncertain as to 
whether you've made the best selec- 
tion, write or phone your nearest 
Goulds branch office. They'll be glad 
to help you in any way they can... 

bulletins — prices —deliveries—and 

any other pertinent information. 


_ AR 


ATLANTA + BOSTON «+ CHICAGO «+ HOUSTON + NEW YORK + PHILADELPHIA 
PITTSBURGH «+ TULSA 
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Paperwork 
In Transportation 


Starts on page 106 





the consignee. It discusses, also, the 
various exceptional circumstances 
under which a shipper is liable for 
charges on a shipment handled by 
an agent or “commission man” at 
destination. The section describes 
procedure an agent must follow to 
escape liability for the carrier's 
charges. 

Of this latter trafhic 
authority says: “This section should 
be studied carefully by all shippers 


who consign goods to be sold by an 


section, a 


agent, by the agents who handle 
such transactions, and by consignees 
who become the benefical owners 
of such shipments.” 

Other sections of the terms and 
conditions deal with the carrier’s 
liability with respect to transporta 
tion of grain and cotton, and also 
the lability of water carriers when 
involved in the freight 


they are 


movement 


Other Carriers’ Bills of Lading 


Although there are differences 
of detail in the bills of lading of 
other carriers, they all retain the 
characteristics of contract, carrier’s 
receipt, and shipper’s instructions 

Among motor freight carriers, 
those engaged in local hauling have 
nothing resembling a uniform bill 
of lading form. However, over-the 
highway operators and _trucklines 
operating in interstate commerce 
have adopted bills of lading very 
similar to those used by the rail 
Interstate commerce carriers, 
indeed, use a form prescribed by the 
ICC, while other highway carriers 
often use forms prescribed by vari 
ous state commissions. 

he bill of lading form used by 
the Railway Express Agency goes 
by the name of “express receipt,” 
and is uniform throughout the 
country. Issued in “collect” and 
prepaid” forms (both of which are 


roads 








: J , Here's a Selling Point for 
__ EFFICIENCY 


~~ 











are Just 
INT COTTERS 
pots ARE ENGIN! rERED 
N AND EASY SPREADING: | 
SERTIO ‘ cei 
bin BL! 
j COE iT THROUGH THE 
ho * EEATU 
HOLE WHILE THE 
ONE LEG MAKE 


With A PUSH OF A 








ALWAYS FIND OUT WHERE AND 
HOW YOUR CUSTOMERS USE 
COTTER PINS. THEN YOU CAN 
AUTHORITATIVELY SHOW HIM 
HOW THE COTTERS YOU SELL 
ARE MOST EFFICIENT 
AND ECONOMICAL FOR 
HIS ASSEMBLY OR 
MAINTENANCE 
woRK 








FOR PROMPT DELIVERY AND HELPFUL SERVICE - STOCK TWE COMPLETE LAMSON L/WE 
The LAMSON & SESSIONS CO. 


Silt i-3-F-4 0 — ea ee 











THIS ADVERTISEMENT IS NO.41N A SERIES DESIGNED TO GIVE YOU FACTS ON FASTENERS 
TO HELP YOU SELL 
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cH ish DAMAGE 


of fea ctl ase et 





- to HAMILTON —— 


Revelation 
SUCTION ... because it s 


CORD INSERTED 


. CRUSHED BY TRUCK TRAFFIC . REGAINS UNDAMAGED SHAPE 











No wire is used in the carcass of | Weather and wear-resistant cor 
Hamilton REVELATION Suc- rugated cover over the multi-ply 
tion Hose. Specially-treated, hard carcass provides a smooth-bore 
twisted cord and multi-ply heavy suction hose for mining or con- 
duck insure recovery to original struction work in six popular 
shape and prevent conventional sizes from 1” to 3° I.D. Ask your 
failure due to crushing abuse. Jobber for details, or send for 
our literature. 


yes, REVELATION SUCTION 
HOSE is designed to meet specific needs, 
just as are the other 22 industrial hoses 
listed below. Write us today for further 
information, literature and prices. No 
obligation, of course. 





CREAMERY ROAD BUILDERS 
DREDGING SLEEVES ROCK WOOL 

FIRE SAND BLAST 

FUEL LINE SPRAY 

PAINT SPRAY STEAM 

PLASTIC HOSEA PIPE SUCTION, WIRE-INSERTED 











Be sure...use Hamilton... Always dependabie! 


en ay RUBBER | 


MANUFACTURING CORPORATION 


Executive Office and Factories, 101 Meede St., Trenton, WN. J. 
Branches in 

CHICAGO * CLEVELAND * HOUSTON * PITTSBURGH 

INDIANAPOLIS “LOS ANGELES "NEW YORK *SAN FRANCISCO 
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non-negotiable), the express receipt 
contains terms and _ conditions 
emphasizing the carrier's responsi- 
bility with respect to physical 
condition and delivery of shipments. 
his is to be expected in view of 
the fact that express is a specialized 
form of freight transportation. 

In the case of air express, the “air 
express receipt” is issued in collect 
and prepaid forms, and has similar 
terms and conditions as the railway 
receipt with a few differences 
dictated by the nature of air trans 
portation 

There has been no “uniform 
bill of lading adopted by airlines 
carrying air cargo. However, the 
larger lines use what they call an 

airbill,” modelled on the railroad 
bill of lading. An important provi 
sion in the terms and conditions 
gives the airline complete control 
over the routing of the shipment 
ind the type of equipment used 


Other Shipping Papers 


Freight carriers issue several other 
shipping papers. From the view 
point of the person receiving a ship 
ment, the most important of these 
is the “notice of arrival.” The form 
#f this document varies widely from 
railroad to railroad, and from one 
type of carrier to another. Some 
times it’s a printed slip, sometimes 
even a telephone call, but in every 
case the carrier's legal notification to 
the consignee that his shipment has 
arrived and is ready for delivery or 


pickup 


Signature Required 


Upon delivery of the shipment, 
the consignee is required to sign a 
delivery receipt,” the purpose of 
which is obvious to release the 
carrier from further responsibility. 

However, in case the shipment 
has suffered damage in transit or 
has been lost, or in case the shipper 
or consignee has been overcharged 
on the shipment, there are a number 
of documents involved in claims 
procedure. This procedure will be 
discussed in the next article in this 


SCTICS 





Finishing formul 
Eureka Silverware Chests 


e “white” at the Eureka 


the aid of Jewel Br 
and other Jewel Br 
sults of this process t 
beauty of the nature 
rexture of the wood a 
small degree to the 
tages of Jewel Bra 
Eureka found this fo 


a for famous 


ny is exacting about 
finishing results or interested ° — 
ing finishing Costs, try jewe' ae 
Coated Abrasives. See why this li : 
Abrasive Products has eocned, . — 
tation among cost-wise manu — 
for longer wear plus tomes, — 
cutting. Gall 1 Sexe et Disribe- 
sive iS os wee us direct. ——— 
Products, Inc., 513 Pear! Street, Sou 
Braintree 85, Massachusetts. 


If your compe 


A Full Line of Coated Abrasives 


jewel Brand Abrasives \n- 
clude jeugies, stuminem 
oxuée OF cloth, pewelite, 
silicon carbide on cloth and 
paper, Jewel Garnet, @ natu 
ral mineral prepared by an 
exclusive method Hew Pree: 
ess, an siuminum oxide ad 
rasive paper cloth and com- 
bination, Jewel Emery Cloth, 
Jewe! Flint Paper, ond Spec” 
jetties. These products com 
form with the recommenda- 
tion of the Division of Sum- 
piifed Practice of the United 
States Dept. of Commerce 


For 

Jewel Brand 
Abrasive 
Distributors... 








ales 
munition 











Case histories like the Eureka 
application help to arm JEWEL 
BRAND ABRASIVE Distribu- 
tors with effective ammunition in 
opening up new accounts and 
stimulating more business from 
old accounts. 

Consistent advertising based on 
case histories paves the way for 
making new contacts easier and 
sales faster. This advertising ap- 
pears in leading trade publica- 
tions throughout industry. 

A complete stock of JEWEL 
BRAND ABRASIVES including 
the famous velvet joint JEWEL 
BRAND BELTS assures maxi- 
mum profits according to leading 
JEWEL BRAND distributors. 
Distributor franchises are avail- 
able in some territories. Write for 
complete details and see for your- 
self why more and more distribu- 
tors regard JEWEL BRAND as 
the brand with the “sales sparkle’. 


ABRASIVE PRODUCTS, INC. 
South Braintree 85, 
Massachusetts 


a 
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“NATIONAL” 





National makes a complete 
line of portable sanders... 
air or electric driven with 
either straight-line or orbital 
action. Their simple and 
rugged construction, illus- 
trated by the cut-away draw- 
ing of the Model 400, means 
long years of dependable oper- 
ation to the user . . . and 
satisfied customers to the dis- 
tributor. Thousands of these 
machines are now being used 
in manufacturing and mainte- 
nance work. See how you can 
fit into National's distribution 
system in a profitable manner. 
Write today. 


Counter bolenced 


Three prelubricated 
crankshoft. 


bell bearings .. . no 


Completely sealed 


Crankshoft assembly 
rubber housing 


only moving port. 


SELL NATIONAL’S COMPLETE LINE... 


MODEL 300 


Sad 





NATIONAL 


2620 AUBURN STREET, 


AIR SANDER, INC. 


ROCKFORD, ILtLInois. 
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The Buyer Looks 
at Business 


Composite opinion of, purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee 





Good Business Ahead 


Purchasing executives find condi- 
tions in October indicated that good 
business would prevail well into 
1956. With 95% of the Business 
Survey Committee members report- 
ing production as high as, or higher 
than, September and 93% showing 
their new order position to be the 
same or better, the fourth quarter 
may be the best of 1955. Forward 
planning involving substantial capi- 
tal investments is also indicative of 
confidence in the long-term poten- 
tial of the over-all economy 

While the number reporting high- 
er commodity prices still exceeds the 
number who say prices are the same 
or lower, there is a definite indica- 
tion of more price stability. Inven- 
tories, while substantial, are not of 
the distress type that would reflect 
diminishing sales. Employment is at 
its highest point since mid-1950. 
Buying policy remains essentially 
unchanged, although many items 
difficult to obtain are causing pur- 
chasing people to lengthen lead time 
on those materials, to assume de 
livery. 

The increases in costs occasioned 
by recent wage negotiations are 
being passed on to the buyer in 
total, or substantial part, say 97% 
of the committee members who an 
swered that special question. Only 
3% reported that suppliers are find- 
ing it possible, by use of more effi 
cient methods, to absorb their 
higher costs. 


Prices May Be Leveling 


There is evidence now that the 
price spiral is leveling. Although 
72% reported prices up this month, 
the individual items each reported 
up are noticeably fewer. Some com- 





ACCO WRIGHT Distributors Have a 
Gay RIGHT Hoist for Every Need! 





> 7 


e No matter what the hoist requirement, the 
Wricnt Distributor is ready with a COMPLETE 
LINE. From the list below equipment may be 
selected to meet every plant lifting requirement. 


WRIGHT Hand-operated Equipment 


CRANES 
C1) Top running, hand traveling (1 to 25 tons) 
0) Underhung, hand traveling (1 to 20 tons) 
CZ Jib type, wall mounted (% to 5 tons) 


END TRUCKS for Cranes 
(1) Top running, hand traveling (1 to 10 tons) 
(1) Underhung, hand traveling (1 to 10 tons) 


HOISTS 
0 Safeway, light, portable (4% to 25 tons) 
[) Safeway, clevis-connected ( % to 4 tons) 
C1) High Speed, improved (30 to 50 tons) 
C1) Handwheel, extended ( % to 3 tons) 
(J Twin hook (% to 10 tons) 
C) Differential (% to 1% tons) 


RATCHET LEVER HOISTS 
C) Pullaway © 


TROLLEY HOISTS 
C) Safeway, Army type (% to 3 tons) 
C improved, Army type (4 to 10 tons) 
C) Hi-way, 600 type (1% to 24 tons) 
TROLLEYS ONLY 
C) Timken (% to 40 tons) 
C1) Hyatt (% to 5 tons) 
C) SARB (% to 12 tons) 
CJ Wrightway (4% to 3 tons) 
0 Doublebeam (2 to 20 tons) 


WRIGHT Motor-driven Equipment 


CRANES 
C) Top running (1 to 25 tons) 
C1) Underhung (1 to 10 tons) 
DRIVE UNITS for Cranes 
C0 Size 1 (% to 2 hp. motor) 
CJ Size 2 (3 to 5 hp. motor) 
END TRUCKS for Cranes 


(J Top running, motor drive (1 to 10 tons) 
CJ Underhung, motor drive, (1 to 10 tons) 


HOISTS 
O Wright Electric Roller Chain (44, ¥%, 1 and 2 ton) 
Oj Speedway, Frame 1, all suspensions (%% to 1 ton) 


OC) Speedway, Frame 1% (1% to 2 ton) Single beam, top running 
CC) Speedway, Frame 2, all suspensions (% to 6 tons) hand traveling crane 
C) Speedway, Frame 3, all suspensions (1% to 10 tons) 











| | AECO Wright Hoist Division Hoists 
ee > AMERICAN CHAIN & CABLE Trolleys 


on the profit-making possibilities 


of the WRIGHT line 
il the office mest gan York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York 
= sin ” ? Philadeipma, Pittsburgh, San Francisco, Bridgeport, Conn 





Cranes 





B-RIGHT-ON 


SOCKET SCREW PRODUCTS 


_—_— 


| always measure up! 


Product, Promotion, Policy .. . on 
these crucial distribution factors, 
B-RIGHT-ON always measures up. 
It is the result of Brighton’s fair 
play policy .. . and your assurance 
of extra profit and extra customer 
good will. 


From factory to you to the customer, 
B-RIGHT-ON products are satis- 
faction controlled. They always 
measure up on: 

proouct — Carefully selected ma- 
terials, precise modern production 
methods and rigorous inspection 
guarantee consistent high quality. 


PROMOTION Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT- 
ON distributor for what they need, 
when they need it. 
poucy—Brighton sells through dis- 
tributors, backing up their salesmen 
with factory experts, and their 
stock with centrally located factory 
reserves. 

Write for the B-RIGHT-ON Dis- 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 
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Cincinnati 2, Ohie 


ment that they believe prices have 
reached their high point and 4% 
feel that prices are down. There 
were several reports of lower copper 
prices and mbber, cotton and burlap 
were also reported lower by some. 


Some Inventories Higher 


The inventory situation on pur- 
chased materials shows a slightly 
different picture from September. 
Only 18% report inventories lower, 
a reflection of defense requirements’ 
being reduced. The 23% that report 
higher inventories attribute this to 
protection against raw material 
shortages, forward buying of scarce 
items and an acceleration to match 
increased sales and production. The 
59%, reporting inventories the same 
as a month ago indicate adjustments 
are being made to balance raw 
material stocks with stocks of fin- 
ished goods. 


Employment Steady 


There were 69% of the com- 
mittee members who reported Octo- 
ber employment the same as Sep 
tember. Their comments indicated 
needs to be high, workers scarce, 
with a great shortage of trained engi- 
neers as well as of skilled workmen. 
The negligible 3% reporting em- 
ployment lower in October than 
September, attribute their situation 
to conversions and car shortages. 


MRO Buying is Under 60 


[he buying policy on materials 
for production purposes changed 
little in October from September, 
with 46% indicating coverage in the 
1)-day and over range. For capital 
goods, 77% are in this category, 
while, for MRO supplies and mate 
rials, 80% keep purchases on a hand- 
to-mouth to 60-day basis. Only 20% 
ire interested in purchasing with a 
lead time in excess of 60 days on 
MRO 

rhe consensus shows that any in- 
lination to resist inflationary price 
trends in some scarce items is tem- 
pered by the realism of having to 
purchase for highly expanded busi 
ness needs. 


Specific Commodity Changes 


The shortages of critical items 





THE LINE THAT‘’S GOT EVERYTHING... 


Chicago Wheel 


THE ABRASIVE FRANCHISE 


That makes More Money for Yow 


A franchised Chicago Wheel distributor has a peach of a 
deal. He has a complete line of abrasive wheels and mounted 
points for every industrial need on which he makes one of 
the largest profits in the abrasive field. He cloesn’t have to 
carry a large inventory, and, more important, he can get fast 
delivery on any order. Our distributors are key men with us, 
and we treat them as such. Why not write for full particulars 


on our franchised plan today. 


=“ 
c me | 
New Advertising 


Fe ol and Merchandising Program 


Chicago Wheels are known 
and respected in industry 
But to bring our message of 
the quality we put into our tory. In addition, we can 
products, we have launched furnish merchandising tools 
one of the greatest adver- that are proven sales makers. 


tising Campaigns in our his Let us send you samples. 


Whether you handle a complete line or specialties, 
Chicago Wheel has o franchised plan thet will interest you. 


amid bhieead CHICAGO WHEEL « wrc. co. 


Dept. 1D, 1101 W. Monroe St, Chicoge 7, Ill 


MANUFACTURERS OF ABRASIVE PRODUCTS, HANDEE PORTABLE GRINDERS, 


GRINDING WHEELS, AND MOUNTED WHEELS AND POINTS FOR INDUSTRY. 
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FOSTORIA 


20th Anniversary 


List $9.30 ec. 


NEW Universal Arm Joints — Bend 150°. 
frictional triple — + ring tt S — 
easy movement. Instantly 

direct light exactly as ee 

NEW Collar Disc Joints — Rotate 180°. Com- 
bination of 135° bend joints and 180~ rotating 
joints J gg amazing articulation for position- 
ing re 

NEW Reflector — Deep pear shape design with 
5” =x 334” orifice. Accommodates *00 watt A2l 
or smatler lamp. 

NEW Bese — Universal for horizontal or vertical 
mounting. Outlet box base optional. 

NEW Wiring—Heavy duty Levolier switch socket 
interior in high eo plastic shell with Velumoid 
lamp seal. 8 ft 2 18/2 heavy duty plastic 
rip cord with molded plug. 

NEW Finish —Semi-gloss Vista Green baked 
enamel. Reflector interior, high temperature White. 


WRITE for Complete au» 
Catalog of Localite : 
models for every t } 
industrial use. Se 


THE FOSTORIA PRESSED STEEL 
CORPORATION © Fostoria, Ohice 
Localites are available through 
uholesalers everywhere. 


before your catalog goes to press 


see RANDOLPH 
EXTINGUISHERS 





* A COMPLETE LINE of Approved Fire Fighting Equipment 
. Over 300 Service Stations to Serve You 


Consider the RANDOLPH INDUSTRIAL DISTRIBUTOR’S Package 

Plan ... and how you can profit in the fast-growing fire extinguisher 
business. 

Your RANDOLPH Line contains over forty portable extinguisher 
models. And . . . over 300 Authorized Randolph Service Stations can 
handle your refills and replacements immediately. 

With a complete line, substantial discounts, catalog aids, and national 
service stations... the Randolph Package Pian makes it easier for you to 
sell more Extinguishers. Write now for franchise details. 


RANDOLPH LABORATORIES, INC. - 
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seem to be causing purchasing ex- 
ecutives more concern than the 
somewhat spotty price advances. 

On the up side were: Aluminum, 
zinc, lead, paper, cellophane, sugar, 
soda ash, caustic soda, dyestuffs, 
electrical motors. (Copper was re- 
ported up by the same number who 
reported it down. ) 

On the down side: Pork, rubber, 
cotton, burlap. 

In short supply: Aluminum, cop- 
per, nickel, steel, paper, titanium 
dioxide. cement, glass. 





D-A-T-E-§ 
TO REMEMBER 





Dec. 5-9—Chemical Industries Ex 
position, Commercial Museum 
and Convention Hall, Philadel 
phia. 

Dec. 10-16—Atomic Exposition & 
Nuclear Congress, Public Audi 
torium, Cleveland. 

Dec. 27-30—Exposition of Science & 
Industry, Auditorium, Atlanta, 
Ga. 


1956 


Jan. 18-20—Annual Mid-Year Meet- 
ing of the Southern Industrial 
Distributors Association, Palm 
Beach Biltmore Hotel, Palm 
Beach, Fla. (by invitation) 

Feb. 68—Marketing Conference, 
\merican Management Associa- 
tion, Hotel Statler, New York. 

Feb. 28-Mar. 2—American Road 
Builders Association Road Show, 
International Amphitheatre, Chi 
cago 

eb. 29-Mar. 1—National Adver 
tising Industries Exposition, Mor 
rison Hotel, Chicago 

March 19-23—American Society of 
lool Engineers Annual Meeting 
und Industrial Exposition, Inter 
national Amphitheatre, Chicago 

May 20-23—Annual Triple Indus 
trial Supply Convention, Atlantic 
City. 





From the world’s foremost manufacturer 
of tubular products comes 


USS NATIONAL 
PLASTIC 


Look at the advantages 
of flexible polyethylene 
USS NATIONAL Plastic Pipe: 


Resists attack by rust, corrosion, acids, alkalies, salts, and other 
Extremely tough—resists cracking and breaking due to rough 
handling, even at very low temperatures. 


Retains its toughness and flexibility over its entire working range 
from minus 90°F to plus 120°F. 


Lightweight, easy to carry, easy to handle—a 200-foot coil of 
2-inch USS Nationat Plastic Pipe weighs only 86 pounds. 


Very low flow resistance, due to the smooth inside surface and 
non-wetting properties of polyethylene. Smooth interior also pre- 
vents the accumulation of deposits. 


Simple to install. The long continuous lengths of USS Nationa 
Plastic Pipe require few joints. When joints are used, they are of 
the insert type, quickly secured with stainless steel clamps. Light, 
flexible USS Nationa Plastic Pipe is easy to handle, thus re- 
quiring less installation time. 


USS Nationa. Plastic Pipe is available in sizes from '-inch to 
6 inches in diameter, in a variety of wall thicknesses. It is sold and 





serviced by the same distributor organizations that handle USS 

NaTIONAL Steel Pipe. For further information, write to National Potente pana ate Phy 
Tube Division, United States Steel Corporation, 525 William Penn States Steel. Consult your loca! newspaper for 
Place, Pittsburgh 30, Pa. Ask for Bulletin No. 29. eal > 








NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


@ NATIONAL Ql24&c PIPE 
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THESE 


e-~ 


dl 


PEOPLE 


WORK FOR YOU 


Operators, we call them—Bob Ives, Elsa Kent, and 
Emil Rauschert. They are Donnelley production people 
who guide your catalog through the many steps of com- 


piling, printing, and binding. 


They know, from years of experience, all the ins and 
outs of catalog production. As experts on a team ol 
Donnelley specialists, they can take a big load off your 


shoulders when you decide to print your next catalog 


Call us in when you begin your planning. We'll be glad 
to show you how we can help you issue a Quality cata- 


log that will be a powerful selling tool for you. 


Two new Donnelley-built catalogs 


The Lakeside Press 


R. R. Donnelley & Sons Company 


CATALOG COMPILING DEPARTMENT 
350 EAST TWENTY-SECOND STREET * CHICAGO 16 * ILL. 


CAlumet 5-2121 
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FROM THE 


ove FILES 


25 years ago 





The purchasing agent of Nash 
Motors announced publicly that 
the company was buying 80% 
of its supplies from distributors. 


“The efhcient purchasing agent of 
today no longer considers price 
the prime factor in placing his 
orders”—J. R. Whitehead, presi- 
dent of the National Association 
of Purchasing Agents. 


awrence G. Puchta, was named 
chairman of the industry's Joint 
Merchandising Committee suc- 
ceeding R. W. Proctor. J. L. 
Pitts was vice chairman. 


Walter Currier, sales manager of 
Chandler & Farquhar Co., Bos 
ton, said in an interview his com- 
pany was taking itself out of the 
“ordertaker class” and specializing 
on fewer lines. “We can’t run 
our business like a corner cigar 
store,” he noted. 


Thought for the month on Mill 
Supplies’ December, 1930, edi 
torial page: “The 
recovery, which is sure to come, 
has been slower in getting here 
than most of us hoped for.” 


business 


The Henry Vogt Machine Co., 
marked its 50th anniversary. 


\ number of distributors had taken 
up the slogan of the Joint Mer- 
chandising Committee—“Distrib- 
utors Serve Industry Economi- 
cally”—for their advertising and 
promotion campaign. William 
K. Toole Co., Pawtucket, R. I., 
had it printed on the company’s 
blotters. 


Chandler-Boyd Supply Co., Pitts- 
burgh, published a new catalog. 





9 words W 


$ 


can do this» 


for you 


— a customer tipping his hat to you for telling him something 
that triples your gauge glass sales! 


Maybe your customers don’t wear hats, and maybe you've never 
gotten any Valentines from them, but here’s one way to find a warm 
spot in their hearts. 

Show them how to prevent costly down time on boilers, vats, kettles, 

CORNING INDUSTRIAL GLASSWARE 
FOR EVERY J08 
Recommended Product 


CORNING brand stencerd 
gouge glasses 


PYREX brond high-pressure 
gouge glasses 


and other steam heating equipment. 
And at the same time triple your sales of CORNING®, Pyrex®, and 
bl : 


Normal Conditions 
(Up te 100 p.s.i.) 


MACBETH® gauge glasses! 








How? With these nine words: 


Higher temperotures 





PYREX brand heavy-woll “ONE FOR THE GAUGE AND TWO FOR THE SHELF.” 


Higher pressures 
gouge glosses 





Extro visibility PYREX brand red-line 
glosses 


gouge 
PYREX brond sight glosmes 


Convince your customer to buy three gauge glasses for every gauge. 





Viewing inside 
furneces, reactors 
pressure vessels, etc. 


Here’s your 25-second sales talk: 





Lubricotion 


inspection 


PYREX brand lvbriceter 
glosses 





Visible dischorge 
devices 





1. You want gauge glass No. | to 
put in your gauge right now. 


+ 


2. Gauge glass No. 2 is your 


spare, for regular replacement 


during routine boiler cleaning. 


3. Gauge glass No. 3 is your 


“spare spare’—your protection 
against sudden emergencies, when 


it would be costly to wait for a 


replacement from the distributor 
Ihere’s your simple sales story 
The market is huge. The products 
are the finest—CorNnING, Pyrex 
and MAcBeETH brand gauge glasses 
and your customers need your 
help 
What are you waiting for? Start 
the ball rolling with a few phone 


calls today! 


CORNING GLASS WORKS Corning, N.Y. y 


Cornung meank research ix Glad 
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BESLY 
METRO 


STANDARD 
and SPECIAL 
CARBIDE 
TIPPED TOOLS 


o- 


Now, Besly Distributors Can Increase Sales 


by Selling from the 


Now, more than ever, you can be- 
come the one source for all of your 
customer's basic cutting tool needs — 
and make more sales, simplify paper 
work and make your salesmen’s calls 
more effective. Besly has purchased 
the assets of the Metro Tool and 
Gage Company, Chicago, for 15 years 
a manufacturer and supplier of pre- 
cision gages and carbide tipped tools. 
The company will operate as a di- 
vision of Besly and add its prod- 
ucts to the Besly Cutting Tool Line. 
A complete selection of cutting tools 
is just one of the ways Besly is help- 
ing distributors to boost sales. New 
developments, such as the Besly Stub 
Tap for Screw Machines and new 


plastic packaging for taps from 0-80 


194 


Broader Besly Line 


through 5/16” are extra features in 
the Besly line that mean more sales. 
If you are not handling the Besly 
line, you are missing sales you could 
be getting. Make those extra sales 
by handling Besly Cutting Tools— 
write or phone Besly for details of 
the Besly Distributor Plan. 


BESLY-WELLES 
CORPORATION 


Estoblished in 1875 os Ches. H. Besly & Co 
106 Deerboin Avenve 
Beloit, Wisconsin 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1955 


W. P. & R. S. Mars Co., Duluth, 
Minn., added electric clocks and 
air conditioners to its lines. 


Beals, McCarthy & Rogers, Inc., in- 
stalled an enclosed telephone 
booth in its sales office to cut out 
the noise of typewriters. 


Canton Supply Co., Canton, Ohio, 
added a new 55 by 100 ft. ware. 
house building. 


Management of Charles Bond Co., 
Philadelphia, reported success 
with its employees’ “Better 
Service Committee,” a group 
organized to sift and recommend 
employee suggestions at regular 
intervals. Its latest project was 
to send special parking stickers 
to all customers within 50 miles 
so they wouldn't get tickets while 
stopping for pickups in No-Park- 
ing zones. Philadelphia, like many 
large cities, had begun to clamp 
down on parking in the down- 
town areas. 


Lunkenheimer Co. held a confer- 
ence at its Cincinnati plant for 
53 distributor representatives. 


10 years ago 

l'rank Chase, of Chase, Parker Co., 
Boston, got his 62-ft. boat back 
from the Government after War 
time Coast Guard service 


Representatives of the Machinery 
& Allied Products Institute told a 
Congressional committee _ that 
proposals to legislate deficit spend 
ing to insure full employment 
“represent one of the most omin 
ous delusions of the present day.” 


Mill Supplies received a plaque 
from the Central States Mill 
Supply Association “for its untir 
ing efforts and excellent service 
during World War II.” 


Central States distributors were 
warned by attorney H. T. Half 
penny that the OPA’s current 
“absorption” policy would curb 
their margins drastically if they 





Discharge orifice of 1” 
NICHOLSON trap (A 
compared with other 
types of same size (B). 
Nicholson’s greater in 
every size! 


TALK 





ABOUT 


c, 
. 


EE oars 


bode tae ee 


v* 
— 


ms 
> 


z 


7. 


‘S 


Compare capacity of a Nicholson Steam Trap with any other trap of same size. 
Greater capacity—right across the board—means Nicholson Industrial Traps dis- 
charge condensate and air from steam lines and process equipment faster, more 


effectively. Selling higher capacity gives you a sound sales story about “savings”: 


@ lower initial cost— more for the money 

@ less upkeep expense— minor maintenance 
@ faster warmup—high, even temperatures 

@ faster production—increased 20% to 30% 


Where performance counts, specify Nicholson. Write for Catalog 953 


QM. NICHOLSON and Conpay. 


TRAPS + VALVES + FLOATS + METAL PARTITIONS 


14 OREGON STREET, WILKES-BARRE, PA. - SALES AND ENGINEERING OFFICES IN S@ PRINCIPAL CITIES 
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PUTNAM <= 
POSTIV-LOK END MILLS 


Here are the tools many of your customers have been 
looking for—a new end mill series designed to cut 
tool and operating costs on large boring mills, pro- 
filers and similar heavy-duty applications. 
With the new POSTIV-LOK end mill (2” Dia. and up), 
Putnam takes the shank off the tool and puts it on a 
positive-locking holder that soon pays for itself. Your 
customers will like them—buy them—because— 
1. POSTIV-LOK reduces set-up and change-over 
time required on large tapered shank tools. 
2. POSTIV-LOK is versatile: drilling, reaming and 
other operations can be done with same set-up, 
using POSTIV-LOK adapters. 
3. POSTIV-LOK lowers tool costs by eliminating 
need of integral tapered shanks. 
Remember: it pays to push Putnam . . . world’s leading 
end mill producer. Putnam Tool Co., 2981 Charle- 
voix Ave., Detroit 7, Michigan. 


END MILLS 
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didn’t take their case to Wash- 
ington. 


R. Hawkins, Chief of the De 
partment of Commerce’s Distri 
bution Cost Unit, told distribu- 
tors in an article that they had 
better pare their costs. Industrial 
distributors’ operating cost ratios 
averaged 19.1% of sales, he 
reported, while the ratio for 
manufacturers’ stocking sales 
branches was 12.4%. 


\ Government research team pre 
dicted that one million personal 
airplanes would be in use by 


1955 


Fred J. Wilson, Raymond J. Kru 
sen, Robert H. Mitchell and 
Bernard Martin returned to their 
sales jobs at Seither & Ellis, Inc., 
Newark, N. J., after honorable 
discharges from the armed 
services 


Delaware Hardware Co., Wilming- 
ton, celebrated its hundredth 
birthday. 


Leaders of the rapidly expanding 
frozen food industry predicted 
that it would provide 500,000 jobs 
within the next year. 


I'he National Association of Pur 
chasing Agents reported business 
down sharply from wartime 
peaks, but still higher than the 
previous peacetime levels. Most 
buyers thought removal of war 
time controls would bring sharp 
upturns 


Machine tool production had in 
reased 500% during the war, the 
Government reported. 


Lee Redman Co., Phoenix, Ariz., 
had a new building under con- 
struction. Founded by Lee Red 
man, formerly with Ingersoll 
Rand Co., the firm was two years 
old. 


McJunkin Supply Co., Charleston, 
W. Va., added three salesmen to 
its staff in line with expansion 
plans. 





MULTIPLIED SALES! ... EXTRA PROFITS!.. 
Tell Your Customers About 


Blue Chip Winnings 


with new "JOB-MATCHED" Brightboy 


Abrasive Applications Never Before Associated with Finishing 


EVERY DAY distributors and their salesmen are multiplying sales through 
Brightboy’s new, gratifying range of “Job-Matched™ STOCK GRAINS AND 
TEXTURES. 


4ll are available for QUICK DELIVERY in both Silicon Carbide and Alu- 
minum Oxide grains, each in combinations of textures and grain sizes 


from extra fine to extra coarse, in soft, firm, and tough rubber binders. 


Each fills many specific job requirements . . . is ready for use without any 
time-taking preparation . .. eliminates expense and delivery delay of 
made-to-order “specials.” Every number provides Brightboy’s unique action 
of abrasive-and-rubber working together—frequently burring, cleaning, 
finishing, polishing in one operation! Time sav- 

ings often amount to 50% over other methods! 

DIAMETERS TO 8” 
WIDEN THE SCOPE 
OF YOUR ABRASIVE SALES 


Tell your customers of the many 

money-aving uses for nationally 

Le proved, nationally demanded, nation- 
* ally advertised Brighthoy. Write today 


iP 
Be "sgh ROBERTS for the new Brightboy catalog and in- 
I viting sales proposition. 
¢ ee BRIGHTBOY INDUSTRIAL DIVISION 
RUBBER CUSHIONED ABRASIVES J WELDON ROBERTS RUBBER CO. 
y 95 North 13th Street Nework 7, WN. J. 





_ 


wii America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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Sell a Toot 
Operators ENJOY Using 


Up Goes Production 


ple)'. 1, Miclomee)y s. 
1 “SMALL-WORK” Grinding 
and Finishing Jobs! 


Meny of YOUR customers con 
PROFITABLY USE Foredoms. POW- 
saree ABVERTISING in leading 

bliceti BUILDS 
ACCEPTANCE fer ovr product now 
in its 34th Yeor. For @ surprisingly 
LOW INVESTMENT (less than $100) 
you can give effective representc- 
tion to this fast-poced line Foredom 
prices are scaled for competition 
end YOUR PROFIT. 





REPEAT BUSINESS ON ACCESSORIES! 
Here are just a few of the many accessories listed 
cistributer set-up write for in our catalog to make your sales of Foredom 
Cataleg No. N31P BUILD PROFITS. y 


OHH MW ELECTRIC COMPANY. 


27 PARK PLACE, Dept. ENT NEW YORK 7. N 














aft 


SHELF TO 

STAINLESS STEEL 

Bolts and Cop Screws 
Socket, Set and Cap 
Nuts, Washers 


Sheet Metal Screws 
Wood Screws 


Pipe Fittings 
Machine Screws 


‘stockroom > refs ree game 


for 


stainless 


Write, wire, or phone for your 2 | 
copy of the new STAR catalog. Stan soys: 


Stor Stciniess | 


shea 
Srar sTaincess screw co. *"" 0% 


645 Union Bivd., Paterson 2, N. J. * ‘phone: Little Falls 4-2300 
{OE Direct New York Telephone: Wisconsin 7-9041 
BARUFACTURERS’ REPRESENTATIVES: A Foe Cholce Territeries Open. inqsirics tevited. 
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Book Reviews 





ANYONE CAN SELL, by Frank 
E. Fehlman, Printer’s Ink Publish- 
ing Co., Inc., Pleasantville, N. Y., 
$3.95—A sales consultant and former 
sales executive, Mr. Fehlman has 
had practically all his experience in 
the consumer field. While his 
methods and precepts for selling 
have a strong suggestion of what 
industrial salesmen would call high- 
pressure, he does know people and 
is facile in the popular sales-writers’ 
game of classifying every one into 
types—in this case five. There is the 
“Bismarck” type (aggressive, com- 
manding, impatient, brash); the 
“Benjamin Franklin” type (studi- 
ous, thorough, persistent but non- 
aggressive); the “Weathervane” 
indecisive, friendly, but ineffec- 
tive); the “Flipped-Coin _ type 
the gambler); and the “Woman’s 
Intuition” type (dependent, indeci- 
sive). The author tells how to make 
yourself over from one type to 
another and how to handle cus 
tomers who fit these descriptions. 
But perhaps the best parts of the 
book are the chapters containing 
homely, common sense advice on 
age, health, education, drinking, 
and woman problems. This book 
is more modest than some. It only 
promises to double your income 
It has the usual number of success 


stories as case histories 


ORAL COMMUNICATIONS IN 
BUSINESS, by David C. Phillips, 
McGraw-Hill Book Co., 330 W. 42 
St.. New York, N. Y., $3.75— 
Whether or not you make formal 
presentations or speeches in your 
work, oral communication is the 
salesman’s principle sales tool and 
sometimes the only one. How you 
organize your thoughts in talking to 
just one listener at a time determines 
your effectiveness, even though you 
may never make a speech or write 
a letter. This book attempts to fill 
what may be an unfortunate gap in 








HEWITT-ROBINS 


Provides the economical 
answer fo transporting 
coal, ore, crushed stone 


and other bulk materials 
over long distances 
and up steep slopes. 


This remarkable new Hewitt-Robins conveyor 
belt reinforced with the revolutionary syn- 
thetic fabric, Super Raynile, makes possible 
an entirely new concept in single-section con- 
veyor application. It solves difficult materials 
handling problems where topography and 
other conditions require the use of a long 
single-length conveyor. 

Already in service, Super Raynile has the 
highest operating tension of any conventional 
carcass belt. Because of its tremendous tensile 
strength, 400% greater than conventional 
cotton reinforced belts, a single conveyor sec- 
tion 53/, miles long can be built over level 
terrain to carry material at 400 TPH using 


only a 6-ply Super Raynile belt 30 inches 
wide. This same belt can also lift material 
from ground level to a height of 830 feet. 

The new Hewitt-Robins Super Raynile con- 
veyor belt is highly flexible and pliable despite 
its great strength. Its cost is less than steel- 
reinforced belts and Super Raynile can easily 
be spliced in the field more quickly, more 
economically and without the specialized 
equipment required to splice steel-reinforced 
belts. 

Super Raynile belt is available in a wide 
range of specifications . . . widths up to 72" — 
thickness up to 15 plies. 

Learn more about this new long-length, 
long-life conveyor belt. Contact your local 
Hewitt-Robins Industrial Supply Distributor 
(see Classified Phone Book), or write direct to 
“Super Raynile Belt”, Hewitt-Robins Incor- 
porated, Stamford, Connecticut. 


Conveyor Belting — Industrial Hose— Conveyor Machinery — Vibrating 


Hewitt -Robins 


HR 


INCORPORATED + 
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Screens— Vibrating Conveyors—Design, Manufacture, Engineering 
and Erection of Complete Bulk Materials Handling Systems. 


STAMFORD, CONNECTICUT 








Scalpel? Hammer? Chisel? 


PuncH-LoKk 








yee 


PuNCH-LOK HOSE CLAMPS 


No Snag... No Leak... No Wear. . . No Tear 


- “The Sign of 
~ @ GOOD Hose Clamp” 


Did you hear about our 
“MRO” operation? 
YOU—can save “lives” and make friends everyday with 


Punch-Lok Hose Clamps in your line. 


Dept. U, 321 North Justine Street, Chicago 7, Iilinois 
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business education by teaching 
self-expression from ordinary con- 
versation to after dinner speeches. 
Various chapters deal with the 
importance of knowing the listeners, 
organizing the talk, proving a point, 
physical delivery, conference proce- 
dure, sales presentations and inter- 
views, occasional speeches and 
conducting meetings. The author 
points out that almost everyone 
thinks he can talk simply because 
he is born with vocal chords. 
Effective communication, though, 
is something else again. 


INDUSTRIAL PURCHASING, 
by J. H. Westing and I. V. Fine, 
John Wiley & Sons, 440 Fourth 
Ave., New York 16, N. Y., $7.50— 
A text for purchasing agents is 
always good reading for the sales- 
man who believes that the best way 
to sell to a buyer is to understand 
what the buyer wants. This book 
reflects what management ideally 
expects of its purchasing agents, 
who may fall short of the ideal but 
who nevertheless are being trained 
in more and more companies to 
meet standards of professional com 
petence Most informative chap 
ters, from the salesman’s point of 
view, are those on selection of sup 
ply sources and methods of hand 
ling relations with suppliers, includ 
ing price problems. 

“The selection of suppliers is the 
ultimate and acid test of purchas- 
ing,” the authors advise their buyer- 
readers. Then follows a check list 
on how to equate experience, per- 
sonality and service in picking the 
best industrial distributor, with a 
strong admonition not to rely solely 
on the impressions left by sales- 
man: “Some poor companies have 
good salesmen and some good com- 
panies have poor salesmen.” Buyers 
are urged to judge distributors also 
on their housekeeping, their loca- 
tion, reserve stocks and “modern 
ideas.” They are also reminded 
that size can be misleading: the 
small house may give the best 
service 

If this book has attracted many 





purchasing-agent readers, you can 
only hope they have taken to heart 
this quote from a chapter heading: 
“Price is meaningless considered by 
itself.” But the authors concede 
that haggling over price is here to 
stay in industrial purchasing, if for 
no other reason than that the in- 
dustrial customer sells his finished 
products in a more or less fixed 
price range and is bound to feel that 
he must fight hard to pull down the 
price of what he buys in order to 
make economies. The book notes 
that many purchasing agents “pre- 
fer to do business with sellers who 
refuse to vary their prices. ” 

“If the price can be changed by 
bargaining, it tends to prolong the 
selling transactions and raise the 
cost of buying. It also diverts the 
attention of both parties from 
quality and service and concentrates 
it on price alone. Finally, after the 
sale is made, it leaves the buyer with 
the uneasy feeling that he might 
have obtained a still better price if 
he had bargained harder.” 

The book adds a note on pyschol 
ogy: “Another factor has to do with 
knowing how far to press a bargain 
ing advantage that a purchasing 
agent may have over a supplier. It 
is possible under certain circum 
stances to force a price down to the 
level that covers little more than 
the direct or out-of-pocket costs of 
the seller. If the seller's alternative 
to taking the order would be to 
reduce his operations substantially, 
he might find it advantageous to 
sell at a price that contributed 
nothing toward his overhead costs 
Superficially it might appear that a 
purchasing agent accepting such a 
price had made a very good buy 
However, taking full advantage of 
this situation may ultimately result 
in driving the supplier out of busi 
ness, and the consequent reduction 
in supply may raise the price for 
the product in the long run. Not 
many years ago some industries 
followed the deliberate policy oi 
getting suppliers to be dependent 
on them and then forcing the price 
down until the suppliers were driven 
into bankruptcy. Such buyers have 
found in time that suppliers avoided 


Unbelievable Time 
and Labor Savings! 


Beaver’s 
IN 18 WW 
“Speed- 
Cut” 
Abrasive 
Cut-off 


Machine 
No. 20 


SIZE MATERIAL 

2” Steel Pipe 

4” Cast Iron Soil Pipe 
6” Stee! Pipe 

_ Cold Rolled Steel 
4x4x3/8" Steel Angle 

4” Stee! Channel 

2” Galvanized Pipe 


CAPACITY 





BEZYER 


PIP OOLS 
216-300 DANA AVENUE, WARREN, OHIO, U.S.A. 


“SS Yeers of Highsst Quality” 
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NOTE THESE TREMENDOUS TIME SAVINGS! 


CUTTING TIME 


5 Seconds 
6 Seconds 
40 Seconds 
20 Seconds 
12 Seconds 
10 Seconds 
5 Seconds 


No. 20 with 20” wheel . . . 6” pipe; 2'/,” solid stock 
No. 14 with 14” wheel . . . 4” pipe; 2 ” solid stock 


ONE MAN CAN CUT MATERIAL FOR A LARGE CREW OF MEN) 


Write today 
for Bulletin No. ABSS end 
Prices on Beever's New 
Abrasive Cutting Machines. 





The Snips with 
ELECTRONICALLY 
HARDENEL 
CUTTING EDGES 


Diamalloy Snips are manufac- 
tured of such fine steel, so care- 
fully heat treated thruout .. . 


that they are adjusted to cut tissue 
paper. Yet they're strong enough to cut 
heavy gauge steel. 


Have oversize lock nut for perfect ad- 
justment. Cutting edges are electronic- 
ally hardened. 


Available in straight and circular pat- 
tern, 7”, 4 and 12%"; combination 
— 14%"; or 16". Fully 

oa rust resist- 


DIAMOND CALK 
DULUTH, MINN, LONE Co TORONTO, ONT. 


provide quick 
assured 


PROFIT POSSIBILITIES 
eee for you! 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE OF SPECIALIZED NEEDS 
BACKS YOU UP. 


MADESCO TACKLE BLOCK CO., EASTON, PA. 
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them, and their short-run advantage 
has turned out to be a long range 
handicap.” 

Maybe you can’t tell this to you 
toughest big buyer in so many 
words. But some buyers have reac 
this book, and a lot more ought to. 


READINGS IN MARKETING 
(from Fortune), edited by George 
H. Brown, Henry Holt & Co., New 
York—Some 29 recent articles from 
Fortune magazine are grouped ac- 
cording to marketing functions and 
problems. Only one comes close to 
the industrial field, but several 
articles on the price problem, the 
Fair Trade controversay, and the 
role of salesmen in the present 
econor.y will appeal to the reader 
who likes an ivory tower to get up 
on once in a while. 


SOME DO’S AND DON’TS OF 
SELLING AS ONE BUYER SEES 
THEM, by Joseph Gentile, Dun & 
Bradstreet, Inc.—Unlike so many 
gratuitous and somewhat acrid out- 
pourings on the same vein by pur 
chasing agents, this 29-page booklet 
by the head buyer of Dun & Brad 
street is notable for its restraint and 
lack of bias. It is also worth reading 
for a number of gems of wisdom and 
common sense on the problem of 
what to say and do in the buyer’s 
office. 


ENGINEERING STANDARDS, 
MULTIPLE V-BELT DRIVES, 
Multiple V-Belt Drive & Mechani 
cal Power Transmission Association, 
27 East Monroe St., Chicago 3, and 
I'he Rubber Manufacturers Associa 
tion, 444 Madison Ave., New York 
22, $1.00—This 24-page manual has 
a completely new edition of the 
1951 booklet. The technical com 
mittees of the two associations have 
revised their standards as technologi- 
cal improvements resulted in greater 
belt strength and horsepower rat 
ings. There are ten pages of new 
ratings, both for standard and 
premium quality belts for belt 
speeds of from 200 to 6,000 ft. per 
minute. Basic horsepower formulas 
ire shown, taking into consideration 





drive ratio as well as belt length. 

Manufacturers tolerances are listed | 
for basic sheave groove profile dim- | 
ensions both for standard and deep | 


groove sheaves 


V.NP. | 





NEW LINES 
taken on by 
DISTRIBUTORS 





I'he Cameron & Barkley Co., Char- 
leston, S. C., has been appointed 
distributor for stainless steel tub- 
ing and pipe of The Babcock & 
Wilcox Co 


Industrial Piping Supply Corp., Bes 
semer, Ala., has been appointed 
distributor for Parker Appliance 
Co 


Joseph T. Ryerson & Son, Boston, 
has been appointed to handle 
lines of Pioneer Tool Engineer 


ing, Inc 


Bernstein Bros., Paterson, N. J., has 
been appointed distributor for 
Westinghouse Airbrake Co. 


Garrett Supply Co., Los Angeles, | 
has been appointed distributor 
for the Jergens Live Pilot Bush 
ings line of Donley Products, Inc 


W. P. & R. S. Mars Co., Duluth, 
Minn., has been appointed dis 
tributor for The K-G Equipment 
Co. 


Riechman-Crosby Co., Memphis, 
has been appointed distributor for 
The Carborundum Co. 





FAT OF THE LAND 


Obesity has replaced vitamin defi- 
ciency os the number one nutrition 
problem in the United States, Food 
Engineering, McGraw-Hill publicetion, 


says 











COLWYMBIAN Hydraulic Vises 
speed up production 


et free both of 
\ operator's hands 














| 
| 
| 


ERE is a modern vise .. . designed for today’s high speed 
operations. 
Its use enables operators to employ both hands to handle and 
position work. 


Vise is controlled by two simple foot pedals — one for powor 
the other for release. Stop control is adjustable so that the vise 
grips and holds production work with a single power stroke. 


Vise closing speed is 4%" per pump stroke. Jaws close without 
damaging the “held” object. Full vise opening can be accomplished 
in 3 seconds. 

Maximum hydraulic pressure is 7,000 P. S.I. Maximum jaw 
pressure is 4,000 lbs. Safety valve protects against overloading. 


COWXMBIAN 
Y4E0 we colwnrian Vise & Mig. Co. 


CLEVELAND 4, OHED 


SLEDGE-TESTED 





SOLD BY LEADING DISTRIBUTORS EVERYWHERE 
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You really get your 
money's worth when 
you buy precision 
screw machine prod- 
ucts made by ‘‘you 
know W.H.O.* 


CAP SCREWS « COUPLING BOLTS 
**' SET SCREWS « MILLED STUDS 


. our specialty. Jack B. Dale 


Jack B. Dale. 
Briggs-Weaver 

Jack B. Dale, former president 
of Briggs-Weaver Machinery Co 
Dallas, ‘Texas, died November 9 
He was also a past president of the 
Southern Industrial Distributors 
\ssociation 


TO HELP YOu ee Mr. Dale became president of 
. lin > « Briggs- Weaver in 1931 after an early 
potest a ireer in the oil business in West 


Tr , | 
VIKING ROTARY PUMPS lexas. He resigned in 1946 after 





Advertising Appears Regularly in ‘ : - 
~ ey ey bee mER | the firm changed ownership 


PE ae aie He was president of the Dallas 
Review Engineering Manufacturers and Wholesalers 


* Business Week * Mitk Dealer , Sc 9 S ; 
© Ae ond Pectery (Association in 1944-45 and had been 


*Gtene Ovepene * Modern Railroads an fi in officer of other local and state 


News 
* National Cleaner & business groups. During part of 
yer 
* National Petroleum . World War II he served as indus 
* Chemical News . 
Processing 


* Chemical 
Engineering 


try representative under the War 
+ National , 
* Diesel Power Provisioner ; } Production Board 





- . . + New Equipment 
Food Engineering Digest 
+ Fuel Ol & Oil Heat —- O11 and Gas F , 
red M. Everett. 
* Industrial Journal } } ‘ . . 
D. stribution * Plant Engineering j j Columbian Rope Co. 


* Industrial * Power j . 4 .. 
Cqsigment Hows * Product BR red M. Everett, 80, an executive 


. as Magar 7 ineer ¥ 7 . 
a wa ——e : | of Columbian Rope Co., died No 
* Machine Design * Wall Street Journal ’ 


t} 
> tate Giles ember 10 at his home in Auburn, 


N.Y 


7 He had been with the company 


VIKING PUMP COMPANY 
| all 2) —— 


In Canede. it's “ROTO-KING” pumps F : - 
See our catalog in Sweets F | ‘ [ear | William F. Zarman, 


Clemson Bros. 


William F. Zarman, 65 


since he joined it as sales manager 


in 1904 
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burgh district sales manager for 


Clemson Bros., died suddenly Sep- 
tember 30 in Pittsburgh. 
He had been with the company 


for the past ten years. 





for WATER...STEAM...OIL... 


BELMONT 9 . . . for all 
F’ hydraulic services 
from low pressures 
to extremely heavy 
duty, hot and ceo:< 


Cc. Carter Bond 
C. Carter Bond, 


Charles Bond Co. 





C. Carter Bond, 65, president of 
Charles Bond Co., Philadelphia, 
died November 10 at his home in 
Rydal, Pa 

Mr. Bond was also president of 
Bond Foundry & Machine Co. and 
Bond Engineering Works, Ltd. 
l‘oronto, Canada 





| BELMONT 19... for hot 
and cold water rods BELMONT 30...for high 


and plungers;low and pressure steam rods, 


wi : pe i t di t t i j t . ir, 
The Bristol Co. po py oa on joints, air 


George E. Wells, 44, salesman . 
for the Socket Screw Division of | ies el -thicla sealing pone LONGER 


» Bristol Co. :d Septembe 

Ws. Rog ; mt as <pemms | >, , that’s the story we'll be telling packing buyers in 1955 as the above 
ee illustration appears in leading POWER PUBLICATIONS in conjunction 
He had been with Bristol since with the BELMONT advertising 

1950. Before that he had worked 


for Armstrong-Blum Mfg. Co. 


George E. Wells, 


These power-packed stories will bring to the atten- 
tion of your customers the user benefits obtainable 


Edward F. Buie, BELMONT when Belmont Packings are used. 


Clemson Bros. PACKINGS Customer satisfaction brings repeat business and 
Edward F. Buie. 60. Pacific Coast profits to STOCKING Belmont Distributors. Learn 
oe atl Pr = more about Belmont — the COMPLETE PACKING 


sales ee for Clemson Bros., LINE sold through DISTRIBUTORS. 
died October 3 in Los Angeles after 


a brief illness 


He had been with the company CLIP and Send Coupon ons 


so BELMONT PACKINGS 


William V. Horgan, Batter & Sepviva Sects Philadelphia 37. Pa. 

Nicholson File Crisvcross Without obligation — send us infor- 
William V. Horgan, Nicholson Sratd Polder mation as checked: 

File Co. representative died Novem #54 Condensed = Name 

ber 4 at his home in Wenatchee, Gunguny 


Wash., after a brief illness C] # 40 Catalog nanan 
City 
He had represented the company 


in the Northwest for many years. ] SEND NAME and ADDRESS of NEAREST BELMONT DISTRIBUTOR 
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gives you the answers 
to your Valve questions... 


VALVE Check Charts... 
show you at a glance Hocu, When, Where 
to use the correct valve to fit the job! 


Now you can tell at a glance the cor- 
rect KENNEDY Valve to use on a speci- 
fic job . . . and why! These new valve 
Check-Charts show you the important 
features of the various types of KEN- 
NEDY Valves and explain their proper 
installation and use. Show you which 
valves go where . . . list specific Figure 
Numbers for accurate selection . . . 
describe why that valve should be used 
«+ « and even suggest additional uses 
for Kennedy Valves. 


One chart describes Kennedy Bronze 
Valves and its companion chart lists 
uses and conditions for lron-Body Valves. 


THE 


KENNEDY vaive mec. co. 


1021 E. WATER ST. 


Designed for fast, easy reference, con- 
tains the answers to most of your valve 
questions. Large enough [16%” wide x 
25” deep) for easy reading and hangs 
right on your wall in your office or shop. 


Here are long-needed valve Check- 
Charts that give you qu:ck, correct in- 
formation and show you how and why 
certain valves are built for specific jobs. 
Get your Kennedy Valve Check-Charts 


ELMIRA, NEW YORK 


* VALVES + PIPE FITTINGS + FIRE HYDRANTS 
OFFICE-WARENOUSES IM NZW YORK, CHICAGO, SAN FRANCISCO - SALES REPRESENTATIVES IN PRINCIPAL CITIES 


206 
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Cc. G. Lindquist 


C. G. Lindquist, 
Lindquist Hardware 


C. G. Lindquist, founder and 
chairman of the board of The Lind 
quist Hardware Co., Bridgeport, 
Conn., died November 7 

He organized the company 36 
years ago on December 1, 1919 


Myron C. Meyer 


Myron C. Meyer, 
Republic Rubber 


Myron C. Meyer, of Republic 
Rubber Division of Lee Rubber & 
lire Corp. died October {8 after 
several months’ illness 

With the company since 1915, 
he had been territory salesman in 
Ohio, Michigan and Indiana from 
1933 to 1938 and later a sales ex 
ecutive at Youngstown. In 1952, 
he was appointed manager of wire 
braid hose sales 














NEWS 


Starts on page 124) 


Joe Walker and Bob Richards 


Hardware Trade Group 
Honors Past President 


Ihe Hardware Trade Association 


of New York recently proclaimed 


Joe Walker Day” at a luncheon 


honoring its past president, Joseph 


C. Walker, the newly elected presi 
dent of Penberthy Injector Co. of 
Detroit 

Mr. Walker fle 


gift from the club, a camera, which 
was presented to him by Hardware 
I'rade President Robert Richards of 
J. H. Williams & Co 

Mr. Walker had represented Buf 
falo Bolt Co. in New York City for 
many years. He was president of the 
Hardware Trade group in 195] 

\lso on hand were Mr. Walker's 
successor as New York representa 


tive of Buffalo Bolt, Dick Sullivan, | 


and other officials of Penberthy In 


yector 


Cameron & Barkley 
Names Executive 


The Cameron & Barkley Co., | 
Charleston, S. C., has appointed | 


Thomas E. Robertson assistant 
manager of its Jacksonville, Fla., 
branch 

He has been with the firm since 
1937 


in from Detroit | 
» be guest of honor and receive a | 


CONCO CRANES 


' 
' 
; 
ij 
' 


7 











LRANES 










have served industry, 





nationwide, ‘ 
for over 


thirty-seven years. 


NOW, AN EXPANDED 
MATERIALS HANDLING LINE 


In addition to engineered cranes, the 
Conco line now includes I-Beam trolleys 
hand chain hoists, electric hoists, jib 
cranes, hand operated cranes, electric 
cranes, and packaged crane assemblies! 
Distributorships are still open in certain 
high-potential areas. If you are interested 
write us for full details 


CONCO ENGINEERING WORKS 
Division of H. D. Conkey & Company 
Division Street, Mendota, Illinois 
AFFILIATES 


Conco Eng neering Works—Domestic Heating Equipment 
Conce Gullding Products, inc.—Brick le, Stone 





MMSTS 








We take time out to 


express our thanks £ 
and good wishes to all ¢ Ez ' 
MERRY : 
CHRISTMAS 
and a ; 
HAPPY Assigned in Northwest 
NEW Larry Monahan has been ap 


YEAR ointed western Pennsylvania and 
ppe! New York State representa 


e for Beaver Pipe ‘Tools, Inc 
He attended John Carroll Uni 


ty before joining Beaver’s sales 


Larry Monahan 


Beaver Representative 





training department and has 


CATAWISSA VALVE & FITTINGS CO. worked for three years in the facton 
CATAWISSA « PENNSYLVANIA n the service and sales departments 
His headquarters for the present 





Warren, Ohio, but he expects 
ve into the territory in th« 


future, company officers an 
| 


Farr & Read 
Names Officers 


M. L. Shein, former manager of 
& Read, Inc., Providence, R. L., 
cen ippointed VICE president ot 
mpany 


vard Pilling has been named 





WILTON VISES ... greater ruggedness today 
- » « is sound economy tomorrow! 


The strength and ruggedness of Wilton Vises* guarantees big savings in future 
repairs and replacement. Malleable iron castings of 54,000 psi tensile strength 
are used on all stressed ports. Fully enclosed housing contains a permanent 
grease pack. Don’t your customers deserve the best? . . . that’s WILTON! 
“Model shown is 4” size No. 400S—58 pounds 
UNCONDITIONALLY GUARANTEED FOR FIVE YEARS! 


Send for the Free 32 Page Catalog of Wilton Clamping Tools! 


WILTON TOOL MFG. CO., INC. 


Schiller Park, Ilinois 
Sold by leading distributors the world over 
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Keystoners 
Name Officers 


L. L. Wilson has been elected 
president of the Keystoners, Phila- 
delphia association of manufac 
turers’ representatives. 

Other new officers are Howard 
L. Pruner, of American Screw & 
\ifg. Co., vice president; Paul R. 
Briggs, Stanley Electric Tool Divi 
sion, secretary, and E. de Luca, Skil 
Corp., treasurer. 

Directors are G. L. Moran, Abra 
sive Products, Inc.; Theodore W 
Hissey, The Eagle Lock Co.; A. R 
Cranks, Threadwell Tap & Die Co.; 
R. E. Hoehl, Russell, Burdsall & 
Ward Bolt & Nut Co; H. R. 
Greene, Simonds Abrasive Co., and 
R. P. Noves 

Committee chairman are: C. P 
Maxson, Standard Pressed Steel Co., 
entertainment; E. M. Schoemmell, 
Jr.. Osborn Mfg. Co., sports; J. I 
Parr, publicity, and Paul B. Mochel, 
visitation 

Mr. Hissey, outgoimg president, 
was prese ted with a gold watch by 
B. F. Butterfield, a past president 





W. E. Timmeke 


Warner Electric Names 
Southern Manager 


Wesley E. Timmeke has become 
Southern regional manager of the 
Warmer Electric Brake & Clutch Co 
with headquarters in Atlanta, Ga. 

Mr. ‘Timmecke came to Warner in 
1953 and has been with the applica 
tion engineering staff. He was for 


merly with Fairbanks-Morse 


A. S. A. SIZES and TYPES 


of RELIANCE SPRING 


LOCK WASHERS 


Aggressive selling is not the only attribute an industrial dis- 
tributor needs to end up the year on the profit side of the ledger. 
A good choice of lines and an adequate supply of different items 
are two of the major factors in getting and keeping customers 


“in the fold”. 


And when it comes to lock washers, don’t overlook the import- 
ance of having access to a wide range of sizes and types to meet 
the many different requirements of industrial customers. The 
Reliance line of lock washers numbers 116 American Standard 
Association sizes . . . and will fill almost every known bolted 
fastening need where tension is a must. In addition to the com- 
prehensive line, the Reliance service department is adequately 
staffed with experienced “lock washer men” to help you with 
application, specification and delivery problems. Write today for 
more information about getting a franchise for distributing well- 
known, well-built, well-advertised Reliance Spring Lock Washers 
in your area. 


EATON MANUFACTURING COMPANY 
cx) RELIANCE DIVISION 


OFFICES ond PLANTS 550 Chorles Street, Mewilion, Obie 


Seles Offices Mew York * Cleweland * Detroit 
Chicegse * 3. Lewis * Sen Frenciece * Montreal 
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For Arbor Spacers 
and Shims, 

Feeler Stock 

or Shim Stock . 


sell top-quality 





Sell these 3 Great Names 
in Belt Fastening 
and Repairing 


THEY MEAN MORE 
PROFITS TO YOU! 


Fred Holeomb 


Holeomb Continues 


With Woodbury & Co. 


Fred Holcomb, formerly vice ARBOR SPACERS AND SIMMS ° 

FLEXCO FASTENERS president of Woodbury & Co., 20 arbor sizes 47 to 4” . . . 19 thicknesses 

. the quality fastener that does an out- Portland, Ore., continues in that wal to . Specify ore ~ dies 
et Fepairing | position but is now also general ground spacing collars (with eine 


manager of the firm which was keyway) 34° to long in all popular sizes 
(For use in milling, slitting and gang-saw 
recently purchased by Adsco In setups, shimming gears and bearings). 


dustries of Buffalo, N. Y. 
President of the Woodbury Co 
now is Thomas M. Evans (who is 


also president of H. K. Porter, 

on © FAS ERs Inc.). John McGara 

are used for joining extension conveyors. Has 
removable hinge pin. Troughs naturally. 


is executive 


vice-president; J. E. Snodgrass, 
assistant executive vic e-president FEELER STOCK ® Made from tempered 


Ge » Mihalcik i le acd stock, rolled to close tolerances. 44" x 25 
sCOTZE NENAICIK 1S Sales Manager coils packaged in transparent plastic boxes, 


R. P. Woodbury, former president except above .020". Strips 34" x 12”, in 
6 cellophane. 27 thicknesses. All thicknesses 
is consultant to the firm. from .001" to .032". (For use in precision 


fitting, checking clearances, inspection 


ALLIGATOR V-BELT FASTENERS and production work 


and open-end V- belting. Your customers LEGAL NOTICE 
can make up belts in any length to fit any — 
drive, the fast economical way. STATEMENT REQUIRED BY THE ACT OF AUGUST 
2 1912, AS MENDED BY 2 , 
‘anc 3. 1933, AND JULY 2 , 
ALLIGATOR 39, United Sistes Code, 
SHOWING THE OWNERSHIP. 
CONVEYOR MANAGEMENT. ND 
circ ULATION. 
Of Industrial Distribution published monthly at Albany 
BELT LACING N.Y. for October 1, 1955 
1. The name and address of the publisher. editor, mar 
. . . . aging editor, and business manager is: Publisher McGraw 
is universally used Hl * Publishing omen. ine. ay I or 4tod 5 
: New Y¥ 36 itor, alter rowder ow 
to join flat conveyor | {[fny street New York 34. Ny Y: Me 
» . , of Barnett, 330 West 4 treet, New } 
belts of any width. | Business manager, oon, Holdsworth. 330 West 








Street, New York 36 
Only a hammer re- 2 The owner is: McGraw Hill Publishing Compa e . 
ed ly i Ine, 830 West 42nd St New York 36, N. Y.; 8 SHIM STOCK ® Selected from material 
= ew = holders holding 1% oF more of stock: Doneld C Met rolled to precision limits, free from burrs, 
a Willard T. Chevalier, Trustees for Harold W. M ~ 
Donald C, McGraw and Elizabeth M. Stoltzfus, « and protected by oil coating. Coils packed 
| 0 Wi 42nd Street, N fork 3¢, N. ¥_: Donald 
| SeGraw a, ue WwW McGraw, Trustees for Patierte in carton for easy dispensing and protec- 
REMA, the new | M. Rock, 330 West 4nd Street, New York 36. N. ¥ tion. 15 thicknesses .001" to .032". Sheets 
Donald C. MeQ@raw, 336 West 42nd Street ~ « York 3 » i” ls 6” 120". Availabl j 
and amazing self-vul- |N. ¥.: Mildr-d W. McGraw, Madison, New Jersey: Gr 6" x 12"; coils 6” x 120°. Available also in 
| W. Mehren. 536 Arenas Street. LaJotla. Californts c? assortment package of 12 thicknesses 


canizing rubber re- | gene & Company, oe Wellington Fund, tan, Clayment 001" to 015”. 


| Del 
j ; 3. The known bondholders, mortgagees. and other 
pair material that paR 2, 
i j amount of bonds, mortgages, or other securities are. 
adds yeas of life 3 4. Paragraphs 2 and 3 include. in cases where the st ch 
holder or security holder appears upon the books « 
to conveyor company as trustee of in any other Oduciary relation , 
belrs j ; name of the person or corporstion for whom such trustee |: 
7 | acting; also the statements in the two paragraphs show tt 
| afflant’s full knowledge and belief as to the circumstance 


| and conditions under which stockholders and security 
The FLEXCO-ALLIGATOR Prestige Line who do he books of the compar 
a hold stect and yA, = emesis ther t Write for complete 


sold by key distributors everywhere =» Mednaw. iit Pe PUBLISHING COMPANY IN desler information 
Sworm te ond aduatnel bel -~ me this i Sth ‘= ¢ 
° 


eer x! 1955 
(SEA ELVA G MASLIN 332 ml 
(My Commis<fon expires March 36 MIDLAND AVE, ° DETROIT 3 MICH, 
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Mr. NUTS’N BOLTS SGyS--+> 


Get a firmer grip on your work with 


* GRIPSO special feature TOOLS” 





10 to 1 Multi-Duty PLIERS 
Amazing new 3-piece design multiplies 
hand power 10 times. 4 position parallel 
jaws give non-slip grip on nuts, bolts, 
anything—in hard to reach places. Won't 
chew corners off nuts. Maximum parallel 
jaw opening is more than 1% inches. 


Triggermatic VISE PLIERS 


Sheer mechanical magic. Locks on with 
Seattle Distributor one ton grip, releases instantly, gently with 
r I sh of the finger. Five tools in one— 
Takes New Quarters a touch of the finge : 
—— Q Hand Vise, Nut Wrench, Pipe Wrench, 
Che H. F. Soderling Co., Seattle, Clamp, Pliers. Designed to do more work 
easier—faster for shop or home use. 


H. F. Soderling 


Wash., made its third move in 14 
years recently when it occupied a Gripso-Matic PIPE WRENCH 


remodeled building at 1729 First A flick of the wrist, a tap of the hand and 
Avenue South. pipe turns instantly, perfectly. Streamlined, 
lightweight, works twice as fast as other 
pipe wrenches. Works easily in tight places 
—a brute for strength— 


Ihe firm has been located at 
1745 Fourth Avenue South since 
May 1946. It was founded in 
November 1941 at 4 West Roy St. 

H. F. Soderling, president, said 
that the new quarters were approxi 


mately the size of former quarters 
but offered more room for expansion =| PRECISION 
overhead. ‘The company has been | EXTRA I) Aa fk BALANCING WAYS 
expanding stocks constantly , a 

L. A. Shattuck is treasurer and ize}; pAell , 
Jack Bligh, Jr., who started with the sce: “a : 
firm as salesman, is sales supervisor. 
B. G. (“Doc”) Langlois is in charge selling low cost 
of the air and hydraulics division; 


and Charles Groce heads the saw hi q h pro duction 
mill division. Dan Lenington was ANDERSON tools! 


recently appointed to cover eastern 


All tools guaranteed 
See your jobber or write HW. R. BASFORD CO, 235 15th St., San Francisco 3 Dept. 1D12 


W ashington Anderson Balancing Ways 
save time, reduce vibrations, 
IMPROVED HAND SCRAPER increase motor bearing life, 
improve motor perform- 
ance. They are priced to sell, 
and will pay for themselves 


ened in a few months use. 
‘ 


Both high-speed steel and carbide-tipped blades in 
18”, 20”, or 22” lengths. They are light in weight, 
easy to use, reduce need for costly regrinding. Once 
they are introduced into a factory, the customer will 
come back for more. You will find these scrapers 
real prof makers. Also, Anderson offers power 
scrapers, and various types of straightening presses 
Sell the complete Anderson line. 





ANDERSON BROS MFG co Write today... See 
DEPT..A ROCKS “ae LLINOIS how you can profit 


L. A. Shattuck 
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Rockwell Assigns West Ceast Posts 


W. F. Galley R. E. Nimtz Orville Cochran 


Two West Coast sales appoint been made San Francisco district San Francisco district for more than 
ments have been made by the Meter manager. He joined Rockwell a three years. 
and Valve Division of Rockwell a sales engineer eight years ago 
Mfg. Co. Roy E. Nimtz succeeds Mr. Gul 

William F. Gulley, Seattle dis ley as Seattle district manager. H« Denver Branch Opened 


trict sales manager since 1951, has has been a sales engineer in the 
\ Denver branch office has been 


pened by Rockwell Mfg. Co.’s 
Meter and Valve Division under Or- 
lle Cochran as manager. 
Mir. Cochran has been with Rock 


NOW! Two Gas Salamanders _| «13 )2%. He was sles eng 


in the 





than 25 years and 


ry for more p 
ny JAC KSON. i} pent eight years in the Kansas City 


5 ‘y) iy j / (, if Jif 4 ()s 5 district office 


NT HEAT. ee Jones & Laughlin 


Plans Tulsa Building 


RIGHT WHERE Jones & Laughlin Steel Corp.'s 

upply Division has broken ground 
» new $1,500,000 headquarters 
Iding in Tulsa, Okla., as part of 


YOU WANT ITE | :si0= 9 tas, ox 


Ideal for construction, warchouses, mills Ihe company 1S spending $250.- 
and foundries, industry and emergency 
heating. Uses Liquefied Petroleum (L/P) 1UU,000 on Improy ement and expan 
bottled gas to produce an even heat which sion over a four-year period from 
is deflected along floor (with no hot spot rote 9s 
under heater) by a speci,l, dual-purpose 1955 through 1958. The Tulsa 
shield. Equipped with Underwriter Ap building will be headquarters for 
proved low-pressure regulator and colored 1 st 110 sal fh f + 
hose assembly wich fittings. Automatic stores anc Sales OMICES OF The 
Portable Low Cost Heat Safety Shut-Off Control stops flow of fuel Supply Division. 
Compact No Fumes when flame is extinguished. Inside baffle = 
Sficleat cl for hoteer Game. more eflicient use of fuc! Jones & Laughlin recently dedi 
. oes Inexpensive to operate—simple to service ited its new Texas container plant 
Instant Heat Easy te Service Model 500—50,000 BT1 per hour, Model . 
750—75,000 BTU per hour. eremonies at Port Arthur. The 
Rugged Construction 0 
40,000 sq. ft. structure replaces an 


JA C 4 S 0 N MANUFACTURING COMPANY other plant operated on the same 
nee -YOWeee oe site by the company’s Container 
’ , ; er j Di sion since 1940 


MODEL 750 
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mor } . Steel Equipment 
- for the SHOP too 
..» by STEEL-PRIDE, makers of 


the lockers and cabinets 
your customers like 


Foremen's Desks 

Service Carts Shelf Box Cases 

Cabinet Tables Stacking Boxes 

Drawer Cases Nesting and Stacking Pans 
Shelf Boxes Tool Boxes 

Tool Stands Metal Shelf Doors 


Three pieces of our new 
durable, practical shop 
equipment of heavy gauge 
steel. (Above) Shelf Box 
Case that holds up to 252 
or more sections for small 
parts. (Right) Shelf Box, 
with dividers. (Left) Fore- 
man’s Cabinet Type Desk. 


: broaden our usefulness to you and to your 
customers, we take pleasure in announcing that 
through our purchase of the production facilities of 
Advance Metal Products Corp., you can now sell 
your customers the quality steel equipment they 
need for their factories and shops — as well as the 
famous Steel-Pride lockers and cabinets already well 
known in their offices. They'll find greater conven- 
ience, greater economy — and so will you — from 
placing all these orders with the same source. 


Steel-Pride Cabinet and Locker, both made 
with the famous JET-LOK® Construc- 
tion, which saves hours of assembly time, 
and makes these lockers and cabinets All of this equipment is of heavy-gauge steel, hand- 
rigid, durable, pilfer-proof. some, and built to stand rugged wear. Send the 

coupon today for the complete catalogue and price list. 


We are equipped to make special items to your specifications 
WE SELL ONLY THROUGH DEALERS, e edall mary ; 
NEVER DIRECT steel-pride ee = 


, 0 cxtstey 008 gil of 
Sen ere uo sete CD lockers ond Cabinets. 








STEEL SERVICE MANUFACTURING CO. 


STEUBENVILLE, OHIO 

















Ck 
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GREATER PROFITS 
CLIPPER 


v Constant Consumer Demand 
WNo Factory Sales to Users 
WNationally Advertised 
v Firm Resale Price Policy 
V Highest Uniform Quality 


Sold ONLY 
Through Authorized Distributors 


CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A 


a, a ‘Anew idea in 1905 


LOOSE-LEAF 
BINDERS 


Make your next catalog loose-leaf and give it 


Uarejouched photo of frst) extra sales snap with Heinn custom-styled 
» Then.. & inder made by Heinn =] covers and indexing. Sheets that require no 


m 
ras = ~ Fae | changes from printing to printing stay in your 
catalog. Inexpensive inserts provide up-to- 
One of thousands of . - P . 
modern Heinn-designed dateness that's impossible when you wait 
Now.. pepe woh Rasp Dor months for a new edition of a large, costly 
yay oe ah catalog. Thousands of manufacturers and 
wholesalers know the facts . . . and now depend 
on beautifully fashioned, unbelievably durable 
loose-leaf binders and indexes by Heinn. 
“Facts ot Your Fi 
How ** tips,” Helnn's heiptel 
ee new booklet for the 
cotelog plenner. When 
writing for your copy, 
pleese describe your 
coteleg problem. 


Milwovkee 4, Wis. 


Originators of the Loose-Leof System c 
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Onto R. Schramm and Jack McKenna 


Seattle Salesman 
Wins Sales-talk Prize 


Otto R. Schramm, of Aronson’s 
Hardware Co., Seattle, has been 
awarded the grand prize in Porter- 
Cable Machine Co.'s “Mystery 
Builder” Contest for the best sales 
presentation to a typical customer. 

lhe manufacturer sent represen- 
tatives to call on distributors and 
dealers posing as customers for port 
able electric tools. The “Mystery 
Builders” made 6,000 calls during a 
three month period, and_ sales- 
men were rated on their eftective- 
ness and knowledge of the product 
line. Some 200 salesmen who made 
good presentations were awarded 
$5.00 prizes on the spot. Portable 
tools were awarded 20 of the higher 
award winners, and Mr. Schramm 
was awarded a television set as the 
grand prize. 

Jack McKenna, Porter-Cable 
Seattle representative, presented Mr. 
Schramm with his prize 


New Industrial Division 
Organized by P & H 

Harnischfeger Corp. has reorgan- 
ized its home office into two new 
sales divisions, Industrial and Con- 
struction & Mining. 

The new Industrial Division, 
which will handle sales of cranes, 
hoists, electrical products and auto 
park systems, will be headed by 
Frank M. Blum as general sales 
manager. J. F. Catalane is general 
sales manager of the Construction 
& Mining Division, which includes 





power cranes and shovels, electric 
shovels, stabilizers and loaders. 

Mr. Blum and Mr. Catalane were 
both named to the executive com 
mittee. The office of general sales 
manager of the company has been 
eliminated. 

A new, wholly owned subsidiary, 
Ilarnischfeger Homes, Inc., has 
taken over operations of the former 
Houses Division. 

Field changes in the Industrial 
Division are: Paul Anderson, Jr., 
named Buffalo, N. Y., district man 
ager; W. H. Green, Dallas district 
manager; S. W. Trainer, Detroit 
manager; S. S. Keywood, Birming 
ham manager; A. J. Bukovitch, Bos- 
ton manager; W. J. Spelius, Cin- 
cinnati manager; G. W. Bowman, 
Cleveland manager; L. G. Daniel- 
son, Milwaukee manager; A. S. 
James, St. Louis manager; R. P. 
Schell, Pittsburgh manager; A. B. 
Eickelberg, Chicago sales engineer; 
J. P. Moore, Jr., hoist sales engineer 
in Cleveland; T. J. Kowalik, hoist 
sales engineer, Cincinnati, and 
H. F. Sulkowski, sales engineer, 
Minneapolis. 
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Charles F. Myers 
Morse Twist Drill 


Names Myers President 


Morse Twist Drill & Machine Co. 
has named Charles F. Myers presi- 
dent in a reorganization of the 
executive setup of Morse and other 
afhliates of Van Norman Indus 
tries, Inc 

Other chief officers of Morse are 
James Y. Scott, chairman of the | 
board, and J. J. Hayes, executive 
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0 vice president and general manager. 
You can be a LOW COST PERATOR eee Mr. Myers was formerly vice prest- 
dent in charge of sales and Mr. 

Scott was president. 
Van Norman Industries is the 
= new name of Van Norman Co. 


%. Slash Cut-off Costs with which was recently voted by its 


directors. 


QU TY Operat: ler Van Norman 
WELLS ALI gd oa besides Morse 


Industries will be, 


~ METAL CUTTING Twist Drill & Machine, the Van 
Norman Machine Co., Van Nor 

BAND man Automotive Equipment Co., 

SAWS Super Tool Co. and Insuline Corp. 

Gordon Birgbauer is president of 

7 Super Tool. 

: Mr. Scott said Van Norman offi 
cers contemplate adding two more 
companies to the group, one of 
them in the electronics field. Other 
companies are being considered and 
will be added as negotiations are 
completed. There is a possibility, 
he said, that one of the new com 
panies may be brought to New Bed 


we 


ford, Mass., the headquarters of 
Morse, from its present location 
elsewhere. 

Model 1200 Mr. Scott reported that Morse 
had increased its payroll by 250 


All Wells Saws have one thing in common. THEY DO A BETTER CUT- workers since last spring and that 
OFF JOB AT LOWER COST! Each saw is quality built for capacity and the acquisition of Super Tool Co. 
performance, and engineered to deliver long, dependable service at a low had resulted in an increase in cut- 
operating cost. The rugged, heavy duty construction, plus fast, continuous 
band saw cutting, make Wells Saws economical and practical. Use Wells 
Saws and you will be a /ow cost operator. 
Big jobs, or little jobs, there’s a Wells Saw for every metal cutting job in 
your shop: 

® For heavy duty production, the Model 1200 features a completely avto- 

matic cutting cycle and Finger Tip Control. 

@ The practical-to-operate, easy-to-move Wells No. 8 or Medel 800 for 

general preduction and vtility. 

@ The new rugged and versatile Mode! 600, designed to save more time and 

money on medium production jobs. 

© And the two-way economy saw, Model 49A, for cut-off or light contour work. 
Also Wells Special Machines with capacities to 48” for Extra Heavy Duty 
and Unusual jobs. Ask your Wells Distributor for complete information 
and assistance. 


ting tool production. 








MODEL 1200 NO. 8 MODEL 600 NO. 49A 
| ate a” x 16” 6” x 13" Eat 
ARES wd ; 74" 
ma’ 115, 
300 











lead H.P. 

x 17-6” 

0 A 4 

P1284" -J in D. T. Meisel 
44" = 78" 16%" = 38" | 
1950 Ibs. . . 135 Ibs. 















































Whitman & Barnes 


Names Ad Manager 


D. T. Meisel has been appointed 


METAL CUTTING ape oe hae of Whitman 
t ames —oO., inc. 

B A N D Ss f W Ss He was formerly with a Detroit 

ee eee e eee eet tune | industrial advertising agency. 
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R. W. Pullen 


Byron Jackson Division 
Shifts Sales Engineer 

R. W. Pullen, district sales engi- 
neer, has been transferred from 
Memphis to the Dallas office of the 
Byron Jackson Division, Borg-War- 
ner Corp. 

Increased activity in Dallas neces 
sitated the move, according to com- 
pany officers. Mr. Pullen has been 
with Byron Jackson for the past 
three years 


Central Serew Co. 


Elects Officers 


Central Screw Co. has elected 
David S. Jennings as president and 
treasurer heading a new slate of 
officers. 

Others elected were: Ross B. 
Warren, executive vice president 
and assistant treasurer; Ermest 
Payne, vice president in charge of 
sales; Ray E. Nelson, secretary, and 
Walter FE. Grandstrand, assistant 
secretary 


Tenth Show 
Planned by Watkins 


Watkins, Inc., will hold its tenth 
Annual Show February 18-19 at 
its Wichita, Kan., headquarters. 

Demonstrations by factory repre- 
sentatives, movies, refreshments, 
and prizes for visitors will be among 
the features. The grand prize will 
be a 24-inch television set. 





With the Mulconroy Hose Coupling System, you can meet 
customers’ requirements for coupled hose of any type .. . 
promptly, and with complete assurance that you are furnish- 


ing the strongest, safest couplings for ony service. 


THE “HOLEDALL"’ COUPLING 


Attached quickly ond easily by the 
hydraulically-operated ‘“Mulcoram”, 
this unique coupling is there to stay 
virtually molded to the hose by oa 
multiple gripping orrangement. This 
super-strong application of hose to 
coupling precludes the possibility of the 
coupling pulling or blowing out of the 
hose, even under highest pressures. 
Furthermore, it is not necessary to alter 
the hose in ony way before making the 
attachment . . . no buffing or cutting of 
the cover. 

The two illustrations, above, show 
exterior oppeorance ond internal con- 
struction of the super-strong “Holedoll” 
coupling. 


"MULCONROY Siar... 
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THE “MULCORAM"’ 
This is the small but powerful 
hydraulic press used for mok- 
ing the coupling attachment. 
It is of plain, compact design, 
ond inexpensive. It is easy to 
operocte, either monuoally or 
by power. No mechanical skill 
is required for quick, effi- 
cient operation. 

With the “Mulcoram” ond 
“Holedall” couplings, you can 
quickly supply complete hy- 
dravlic hose assemblies, using 
wire, rayon or cotton-braid 
hose; or you can furnish any 
wrapped-ply,orrubber or 
cotton-covered hose with 
couplings attached. 


WRITE FOR BOOKLET 
Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easily ond economicolly tf con be 
operoted in your own shop, with- 
ovt skilled tobor to provide 
coupled hose of any description, with 
the strongest ond most efficient cov- 
plings ovoilable. 


WHERE OTHERS 








CARITAG 


INDUSTRIAL 


_ BRUSHES «0 BROOMS — 


Caprrat Industrial Brushes and 
Brooms are considered as standard 
equipment in many large industrials 
today. They have proven themselves 
in actual service to last longer and 
give dollar for dollar return on main- 
tenance investment. They take the 
worry out of the maintenance prob- 
lem for plant men. 














GOOD HOUSEKEEPING is the 
motto at E & B Mill Supply Co., 
Perth Amboy, N. J., says Harry Van 
Volkenburgh, Jr., buyer Sign en 
ourages thrift and salvage of small 
items dropped on floor 





@ We suggest that users buy thru 
their local distributor. 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


B treets . 
Comer of Bruch ond Srsom Stree stallation of new facilities at its 


INDIANAPOLIS 7, INDIANA Cleveland plant to produce a wider 


Est. 1890 || range of plastic tubular products, 


Republic Instailing 
Plastic Facilities 
Republic Steel Corp. will double 


its plastic pipe production within 
the next few months following in 


Se ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee es ee ee eee ee ee ee ee ee ee ee 


company officials have announced. 
he company’s entire production 
in these lines had been concentrated 
it the Magnolia, Ark., plant, which 
Republic acquired in 1953. 

H. M. McDaniel, assistant man 
ager of the pipe sales, plastics divi 
sion, said the new facilities are 
being installed primarily for the 
Northern market. Southern and 
Southwestern markets will continue 


«7 ewes Es o,, , = wrt ¢ 
oo hot by the inch! to be served from the Magnolia 


plant. 


. ited 
an 
s 


This handy storage rack holds four cartons 
of 6" x 100” brass or steel shim stock 


Management Engineer 


.«-in gauges of your customers’ choice. Assigned by Ducommun 

Sell the stock — sell the rack... then enjoy Ducommun Metals & Supply Co., 
soa nieeanliprdh--paliaguanntngets ve ' Los Angeies, has appointed Bill 
Gensty edverteee top quay ¢ rs Jubina to its management staff as 
Your name printed FREE on rack with order . 

for 25 of more racks, 


industrial engineer. 
He will work on specialized prob 
lems and will also be a member of 


SIMPLE TO USE one of the company’s “Profit Im- 
porn ay tena apy provement” Teams. 
prevents waste and protects Formerly with Yale & Towne 


chin choek toot Mfg. Co. as a methods engineer, 

and later with Lever Brothers, Mr. 

4112 Union Street, Glenbrook, Conn. Jubina is a graduate of the Univer 
sity of Minnesota. 
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Bunting Brass 
Buys Detroit Firm 


The Bunting Brass & Bronze Co. 
of Toledo has purchased The 
Detroit Sintered Metals Corp., 
manufacturer of bearings and parts 
made of powdered metals. 

Detroit Sintered Metals becomes 
a wholly owned Bunting company 
but will continue under its present 
management and will manufacture 
the same product line as before, 
Bunting officers announced. It will 
market its output through the 
parent firm, which will sell direct 
for original equipment manufac- 
turers and through distributors for 
other uses, the management stated. 

Detroit Sintered Metals is build- 
ing a new plant at Kalamazoo to in- 
crease powdered metal production. 
In addition, the management said, 
the use of other than conventional 
powdered metals is being explored 
as a means of developing new 
materials and products. 

Bunting will continue in_ its 
Toledo plant the production of its 
established lines of stock bearings 
and bars and special bearings. 


Wilton Tool Holds 
Sales Meeting 


Members of Wilton Tool Mfg. 
Co.'s sales force attended a two-day 
sales meeting recently at the com- 
pany’s new plant in Schiller Park, 
Il. 

The meeting was held to give the 
salesmen a chance to see the plant 
and enable Alex Vogl, general man- 
ager, to describe the company’s 
new lines. 


Allis-Chalmers Promotes 
Former Sales Executive 


H. A. Bartling, one-time assistant 
manager of the industrial sales 
department of Allis-Chalmers Mfg. 
Co., has been named assistant to 
the company’s director of electrical 
engineering. 

With AllisChalmers more than 
30 years, he was recently manager 
of the electronics section. 


CHICAGO- 
LATROBE 


REAMERS 


DISTRIBUTORS: 
Aggressive ods 
like this teil our 
story to tool 
buyers everywhere! 


~) 
O 
DounLE CIRCE 
Toots 


Chieago-Latrobe 


435 WEST ONTARIO STREET + CHICAGO 10 
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. [1] WALL AND EASEL-TYPE DISPLAYS are available 
to distributors so they can feature the wide variety 
of Porter's cutters for various metalworking opera- 
tions. Nothing sells like the product itself so Porter 
helps the distributor display it. 








helps 


- distributors 


[4] BUSINESS PAPER ADVERTISING on a consistent, 
planned basis acts to inform distributor markets of 
the Porter name and the advantages of its products. 
Note request for distributor name in coupon; this 


sell permits reference to proper party. 


“oFACTORY _ 


MANAGEMENT AND MAINTENANCE 




















2°) 283 OS, 
CUTTERS 
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2) SALES LITERATURE AND DIRECT MAIL HELPS [3] CALLS ON CONSUMERS are made for the distributor ond 
provide the distributor with the means of ‘‘selling at his direction. The aim is to help solve the prospect's cutting 
the need, not the tool’ to his customers and pros- problems, and thus to create more cutting tool sales. 


pects. Imprinted, of course, to personalize. 
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|? | HARRY WEBSTER, TRADE SALES MANAGER of [6] MORE PLANT OPERATING MEN PAY TO READ FACTORY 
H. K. Porter Inc. says: “Porter cutters are steady, every month in the year than any other industrial magazine. 
long-profit items which are bread-and-butter to our These are your prospects and customers. Ask for sales help that 
distributors. These distributors are our bread-and- includes advertising in FACTORY. 

butter, too, so we go all out to help them. With 

such powerful aids as advertising in FACTORY.” 


A McGraw-Hill Publication 


330 West 42nd Street, New York 36, New York 


Billings & Spencer Holds Sales Meeting 





Representatives of Billings & Spencer Co. and Taylor Brothers, Richmond, Va., met 


recently in Hartford, Conn., to map out the t ompanies’ Southern sales program 





Riecken Heads Organizes Firm 
Indiana Group 





Rapidstan of Indiana, Inc., a new 

A. F. Riecken, Orr Iron Co., firm, has been organized in 
Evansville, Ind., was elected presi- !ndianapolis by Forrest L. Scott, 
dent of the Indiana Industrial Dis- ‘ormer manufacturers representa 
tributors’ Club at a recent meeting tive for The Rapids-Standard Co. 
of the group in Indianapolis. Charles 
F. Price, The Knapp Supply Co., 
Inc., Muncie, was elected secretary 
treasurer. 

Mr. Riecken, who is former secre 

tary of the club, is also a director of 

Whatever the security job—there’s ao Master “ 


fui t ©... geedie eulaan > the Central States Distributors 
tection at the lowest possible price! Association. 

een Saas ee The Indiana group includes repre 
wall construction; 3 number dicling; self- . nie ne 
locking tumblers; virtually unlimited combino- sentatives from Terre Haute, Ft. | 
tone, Also evellable with hey-contel . . - Wayne, Lafayette, South Bend, 
one compeny-owned key opens all! locks. K ki Ri | ’ M = 
LAMINATED PADLOCKS—Stronger than CREO, ICAMONC, UNC, 
solid steel block; hardened tool shackles; pin- Bloomington, Logansport and In 
tumbler mechanism. Codmium rust - proofed diana lis 

throughout . . . strongest padlock protection apouls. 


known. 


Pratt & Whitney Names 
Special service on master-keyed 


ond keyed-olike sets. Southwest Representative 


on’ cononen’ potiede hove bese te Pratt & Whitney Co. has ap 
— p — Oy ——— ey pointed Southwest Industrial Sales 4 
permit eccese By camaataed ponees. Co. of Dallas, Texas, as its repre 


‘n \> 
é cawibedceedsete sentative in the North Texas area “Huot prit* 


The oO sovered will als 
The territory covered w © | TELL YOUR CUSTOMERS about this ideal filing 
include Stephen and _ Tillman | system for their drills! No more rumaging 
Counties in Oklahoma and Shreve oom & a Quam os bene Be wa 
port, La. Stocks will be maintained fractional, number, letter, metric, stub or 
taper shank drills. 
in Dallas. (Drills not furnished). 
Made of steel, hammer- 
\ lin enameled. The con- 
~ . . . 5 venience and attractive 
Engineer Appointed prices maike them sell on 
rt. : 4 sight. emember— 
Klipfel \ alves, Inc., a division of “Huot rhymes with Do it” 


Hamilton-Thomas Corp., has ap Write for catalog pages 
pointed Nikolai Belaef chief engi 982 tte. Whester 
World s Leading Padlock Manujactnes neer. HUOT MFG. je St. Paul 4, Minn. 


222 INDUSTRIAL DISTRIBUTION © DECEMBER, 1955 











Investment Firm 
Buys Squier, Schilling 


Squier, Schilling & Skiff, Inc., 
Newark, N. J., industrial supply 
house, has been sold to Alban Corp., 
New York City investment holdir g 
company. 

The Newark firm will continue 
operations as an Alban division 
No changes in management, pe: 
sonnel or general policies are con 
templated, R. Raymond Rusmisel, 
Alban Corp. president, stated 
Howard Begg, who has been secre 
tary-treasurer and gencral manager 
of Squier, Schilling & Skiff, has been 
elected a vice president of Alban 
Corp. and has accepted a long-term 
contract to serve as general manager 
of the Squier, Schilling & Skiff Divi 
$10n 

rhe Alban firm was incorporated 
in Delaware in 1954 as an invest 
ment holding company. Its only 
other operating division, besides the 
Newark supply house, is Alban Gas 
& Oil Division. 

Mr. Begg, in announcing th 
change of ownership, said it would 
result in “greater opportunity and 
security” for Squier, Schilling & Skiff 
employees and “greater scope for 
our operations.’ 

Squier, Schilling & Skiff distrib 
utes selected product lines in a 13 
county area of Northern New 
Jersey 





huy and use 


— 





GOOD WORKER! 


“T consider myself pretty strong . . . and I want to tell you it 
used to take plenty of muscle to work a big 24-inch heavy- 
duty pipe wrench. Naturally, I like to get my jobs done the 
easy way. So now I use nothing but the Pipemaster wrenches . 
the ones with the new double-action spring. With Pipemaster, 
I get a speedier grip and speedier release—or, in plain words, 
it has the best action I’ve ever seen to help me get the job 
done better—and I get it done faster.” 


This ad is part of an intensive campaign in national trade 
magazines aimed at persuading your customers to use famous 
PIPEMASTER Hand Pipe Tools—wrenches, cutters, vises, 
stands. Send in your order for Erie factory job-tested, uncondi- 
tionally guaranteed PIPEMASTER Tools. 





— | ERIE ERIE TOOL WORKS 
ERIE, PA., U.S.A. 9 mee 


| ag MASTER IN CANADA—ETF TOOLS Ltd. St. Catherines, Ont. 
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CAPITOL 


300# FORGED STEEL 


UNIONS | 


Guarantees Quality 


Brass or integral 
steel seat 
Sizes 1” they 2” 
ALL forged steel 
Smaller sizes 
machined from 
solid bar 
@ Close tolerance 
@ Meets all Federal 
specifications 


Available from stock in sizes 
Y¥," through 2”, 300# steam 
er 20004 cold water, oil or 
gas, non-shock. 


PLUS Capitol’s package 


CAPITOL 


COUPLINGS — NIPPLES — UNIONS — RADIANT 
HEAT FITTINGS — FURWACE COILS — 
WELL SUPPLIES — STEEL PIPE FITTINGS 


| 
| 
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Passaic Firm Holds Clinic on Yarway Line 


New Jersey Engineering & Supply Co., Passaic, and Yarnall-Waring Co. sponsored 


this joint clinic recently on steam traps 


Looking-over booth are Bob Dewhirst, Yarnall-Waring; Aaron Levine, New Jersey 
Engineering; Charles Grosjean and Glen Chase, Yarnall-Waring and Adrian Wyn 


beck, New Jersey Engineering 


Distributor, Supplier Mark 40 Years’ Teamwork 


Plaque marking more than 40 years of association as a distributor for National 
Twist Drill & Tooi Co. is presented by Frederick Watkins, of National Twist, to 
Ray C. Neal, president of R. C. Neal Co., Buffalo. Looking on are David B. 
Voorhees, R. C. Neal vice president, and William H. Johnson, of National Twist, 








but | want O-B valves! 


MEET 
. +. you can expect that answer when another brand is offered to a customer 
who has tried O-B bronze valves. Once a valve user becomes accustomed 
to O-B quality, he keeps right on buying. That’s why distributors who 


handle O-B valves find that much of their business comes from repeat orders, 


If you like supplying products that keep your customers well satisfied 


to the extent that re-orders are practically automatic, you may want to 
consider handling O-B Valves. Just write to the Valve Department, Ohio 
Brass Company, Mansfield, Ohio, and we'll be glad to give you all the facts 


on O-B products and policies. 
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SKINNER 
+6 F+- 


WORK DRIVERS 


- FAST- POWERFUL - 


The Best for Turning on Centers 


+GF+ Work Drivers are the ideal 
means of driving smooth or rough 
bars and forgings located on cen- 
ters. Jaws are easily reversed to 
accommodate direction of spindle 
rotation. 


MADE IN FIVE SIZES 
To accommodate work from 4” 
to 86" diameter. 
e Y2 turn does clamping — no 
wrenches needed 


Each size has wide clamping 
range 

Cuts clamping and unclamping 
time 

Clamps out-of-round work 
evenly 

Clamping force always matches 
cutting pressure 


Write Skinner or your nearest Skinner 


THE CREST | 
Soe 


aw SKINNER | 


CHUCK COMPANY 


205 Edgewood Avenve, New Britain, Conn. 


226 





New front of Martin Mill Supply Co., Stamford, Conn., 
Interior was revamped and modernized a year ago 


plete renovation job 


pany will rent some next-door store spac« 
and larger building, keeping most of first floor 


for its offices and stockrooms 


_ 

is the final touch to com- 
Com 
and upstairs offices to help carry the new 
and newly constructed basement 





Utica Drop Forge 
Names Ad Manager 

Utica Drop Forge & ‘Tool Co 
has appointed Edmund G. Munson, 
Jr., as advertising manager succeed 
ing Fred Hale who has left to join 
an agency. 

Mr. Munson has spent the last 
two years in Utica’s Turbine Parts 
Division and in sales analysis work 
for the Tool Division. He will be 
in charge of advertising and sales 
promotion for all three of the com 
panies. divisions, Tools, ‘Turbine 
Parts and Metals. 

He was formerly an executive of 
Oneita Knitting Mills. 


Edmund G. Munson, Jr. 
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Cleveland Firm 
Names Executives 


Strong, Carlisle & Hammond 
Co., Cleveland, has elected R. L. 
Clark president of its subsidiary, 
Strong Steam Specialty Co. 

H. H. Maltbie has been ap 
pointed sales manager of the steam 
specialty division of Strong, Car 
liske & Hammond. 

Mr. Clark, who has been with 
the parent organization since 1920, 
will be responsible for engineering, 
research and production at the 
manufacturing subsidiary. 

Mr. Maltbie, who has held sales 
steam specialties 
since joining the company in 1928, 
will direct national marketing in 
the Strong line 


assignments in 


Norton Officers Named 


Norton Behr-Manning Overseas 
Inc. has appointed Paul A. Krum 
dieck vice president in charge of 
Latin American sales and William 
O. Bloom manager of the New 
York office. They are taking over 
former responsibilities of Henry J. 
Sheean, vice president of the com- 
pany, who retired recently after 42 
years service with the firm and its 


parent organization, Norton Co. 





Hardware Profit 
Called Too Small 


Charles L. Hildreth, of Portland, 
Me., president of the National 
Wholesale Hardware Association, 
told members of the group at its 
convention recently that wholesale 
hardware firms are operating as a 
group, “with little if any profit.” 

Mr. Hildreth addressed the open- 
ing session of the association’s an- 
nual convention in Atlantic City. 
He blamed the low profits partly on 
the practice of some manufacturers 
who, he said, exercise little selec- 
tivity in choosing wholesale houses. 
Also, he said, wholesale firms had 
failed to curb “foolish practices” in 
which manufacturers allegedly urge 
them to indulge. 

He urged wholesalers to refuse to 
handle lines of manufacturers who 
do not give a 2% cash discount. 

He said the wholesale firms them 
selves were largely to blame for low 
profits: “The record will show that, 
time and again, when an adequate 
margin has been provided, we our- 
selves have been guilty of giving it 
away, either in fear of our own com 
petitors, or in a stupid attempt to 
be smart alecks and get the jump on 
one of our own industry.” 


Profits Down 55% 


Mr. Hildreth said profits before 
taxes for the wholesalers fell from 
6.26% in 1950 to 2.80% last year, a 
drop of 55%. Profits after taxes are 
down 61%, to 1.43, he said. He 
called the trend “steady and relent 
less” in a downward direction. He 
said reports he has observed lead 
him to believe that manufacturers’ 
profits are 5 to 8 times those of the 
wholesale industry. 


Jeffrey Mfg. Appoints 
Sales Executive 


Chester G. Hawley has been 
named general manager of sales for 
the Industrial Division of The Jef- 
frey Mfg. Co 

Mr. Hawley succeeds the late 
Lincoln Kilbourne. He formerly 
managed the O.E.M. Sales Depart- 
ment. John Chrystal succeeds him 
as manager of O.E.M. Sales. 
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iux | CORE 


— » sawvecd! 


SOLDER 


KESTER FLUX-CORE SOLDER saves plenty of time 
on every job because it’s work-formulated to 
increase soldering speed and efficiency. That’s 
why everyone’s switching to Kester . . . the 


right name to remember for top quality solder. 


Your customers want it ... be sure you have 
plenty of stock to fill those orders. 


KESTER SOLDER 


COMPANYY 214 Wrightwood Avenue, Chicage 39, Illinois 


Newark 5, New Jersey + Brantford, Canada 
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Andrew M. Kelly 


Coffing Hoist 
Forms Service Unit 

Coffing Hoist Division of Duft 
Norton has organized a new Cus 
tomer Service Department under 
Andrew M. Kelly as manager 

Mr. Kelly will supervise all cor 
respondence dealing with orders, 
deliveries and customer relations 

om the company’s Danville, III., 

J. R. Coffing, vice president 
or the division, said Mr. Kelly 
ilso be assigned to study sales 
s with the object of increasing 

ntories and speeding deliveries 
‘f fast-moving lines. 

Mr. Kelly is a graduate of the 
Georgia Institute of Technology 
| served as a Marine fighter pilot 
n World War II and the Korean 
War 


Two-Day Conference 
Held by Lunkenheimer 


Distributor sales representatives 
from 1] Eastern and Central states 
ind Cuba were guests of the 
Lunkenheimer Co. at a recent two 
lay conference in Cincinnati 

New product instruction, the use 
f new company sales tools, and 
wo plant tours comprised the 
program 

Represented were 19 distributor 
ouses 

Among representatives attending 
were: Robert Pinske, Warren Barr 
Supply Co., Chicago; William C. 
Dougherty, W. A. Case & Son Mfg 


Co., Erie, Pa; James Smith, Chand 





ler-Boyd Co., Pittsburgh; Anthony 
Orlando, Donovan Iron & Supply 
Co., St. Louis; G. W. Hamer, Field 
& Shorb Co., Decatur, Il.; Donald 
E. Schumacher, Galloup Pipe & 
Supply Co., Battle Creek, Mich; 
Richard Darby, B. F. Gilmour Co., 
Brooklyn, N. Y.; Lawrence Friedel 
and Ev Weekley, Globe Machinery 
& Supply Co., Cedar Rapids, Iowa; 
Wesley Wolcott and Kenneth 
Gantz, Jones & Auerbacher, Inc., 
Newark, N. J; Don Hunt, Mill & 
Factory Supply Co., Toledo; Frank 
Brewer, George Peabody, John L. 
Ross, B. L. Sutton and H. C. Me- 
Kee, Noland Co., Newport News, 
Va.; Lyle Popplewell, Russell Mc- 
Neill, Charles Stevens and James 
Hammang, Murray W. Sales & Co.., 
Detroit; Charles Fuhry and John 
Miskin, Saunders & Co., Chicago; 
Hugh Bain and Ray Houser, Smith- 
Monroe Co., South Bend, Ind., and 
Pedro Michelena, Ferreteria Lorida, 
S. A., Havana, Cuba. 
Lunkenheimer officers participat- 
ing included Paul M. Arnall, presi- 
dent and general manager; Homer 
E. Lunken, vice president and assist 
ant general manager; Edmund P. 
Lunken, vice president and secre- 
tary; C. C. Isekeit, vice president 
and treasurer; Eibe W. Deck, vice 
president of manufacturing; Earl F. 
Rioppelle, vice president of engi- 
neering and research, and Harry A. 
Burdorf, vice president. 
Among the Veronalloy Tools that regularly ring the cash 
register for distributor salesmen, handled sledges and 
hammers are always dependable producers. The constant 
demand for these items makes them well worth your 
attention. And the many high-quality features shown 
above give you plenty of sales points. 
Woodings-Verono tools have been on the preferred 
lists of railroads and industrial companies since before 
the Civil War! Mode of highest quality moterials by 
modern manufacturing methods, Wocdings-Verona tools 
meet every industrial requirement. 





Made in all required sizes and weights 


-WOODINGS-VERONA TOOL WORKS 


; yy a, \ ye 3 . > >’ j 
INQUIRIES, orders and general in- A AZAL LA ALMA 
formation are handled by Ted Parker ; oa 7 . 
for J. E. Haseltine & Co.'s Seattle, Shewn above cre some of the more widely-used Woodings-Verona Tools 
Wash. branch 
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Scientific distribution of mass 
gives bed extreme rigidity 


for extreme occur- 
acy before leaving 





These features increase sales 
for Sheldon Distributors 


Sheldon Lathes have the modern features industrial users look for 
today ... not only the mechanical features and extreme accuracy 
but the convenience and safety features as well. 


These features with Sheldon’s extra capacity for size and moder- 
ate prices make it easy to close sales. The completeness of the 
Sheldon Line (both belt driven or gear-head lathes: swings from 
10” to 24”) open to new and profitable markets for Sheldon dis- 
tributors. 


Write for catalog 


SHELDON MACHINE CO., Inc. 


4232 N. Knox Ave. Chicago 41, fil. 
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WILLARD F. ROCKWELL, JR., 
president of Rockwell Mfg. Co., has 
been elected president of the Penn- 


sylvania Chamber of Commerce. 





Allegheny Ludlum Names 
Washington Representative 

I’. Coolidge Sherman has been 
appointed Washington representa- 
tive of Allegheny Ludlum Steel 
Corp. He succeeds Harold N. Ar- 
buthnot who held this position for 
many vears until his death on Octo- 
ber 14. 

Mr. Sherman has been manager 
of trade relations and assistant gene- 
ral manager of sales. For many years 
he directed the sales of the com- 
pany’s tool and die steels and valve 


I 
steels 


Standard Pressed Steel 
Holds Factory Course 


Eleven sales representatives of dis- 
tributors in six states recently com- 
pleted a three-day factory course at 
the Jenkintown, Pa., plant of Stand- 
ird Pressed Steel Co. 

The group included three com- 
pany presidents, a branch manager, 
an assistant branch manager and six 
salesmen. They received instruc- 
tion in the design and manufacture 
of the company’s three major lines 
of fasteners and shop equipment. 

Attending the course were: Frank 
B. DeSana, president; Wayne Tool 
& Supply Co., Wyandotte, Mich.; 
Charles I Bolden, _ president, 
Bolden Die Supply Co., Atlanta, 
Ga.; Samuel L. Smith and John P. 





Wagner, Theo. C. Ulmer, Inc., Phil- 
adelphia; Donald J. Sullivan and 
William R. L’Amie, Williams Hard- 
ware Co., ‘Minneapolis; Robert 
Whiting, president, American 
Specialty Supply Co., Waterbury, 
Conn.; Harry C. Hooper, Easton 
branch manager, and Walter W. 
Frensky, H. N. Crowder, Jr., Co., 
Allentown, Pa. and Frank L. 
Miller, assistant branch manager, 
and Hugh J. O'Connor, McJunkin 
Corp., Columbus, Ohio. 

The Standard Pressed Steel fac- 
tory school has graduated 161 dis- 
tributor representatives since its 
opening. A new group is trained 
each month. 





William 8. Johnstone 


Graton & Knight Names 
Southern Representative 


William S. Johnstone has joined 
the Graton & Knight Co. as sales 
representative for the South Caro 
lina and east Georgia area. 

He will operate out of Greenville 
and will handle the company’s line 
of leather belting, textile leathers, 
packings and other industrial leather 
products. He was formerly with 
Ragan Ring Co. and H&B-Ameri- 
can Machine Co 


Goodyear Names Executives 


Goodyear Tire & Rubber Co. has 
named W. Raymond Myers assist 
ant sales manager of its metal 
products division and Charles D. 
Thompson assistant manager of 
metal products original equipment 


sales 


You make More money 


when you sell work-saver 


RibzaI> 


Bench, Kit or Post Pipe Vises 





VARATAETEELLL EL 





You sell (More) efficiency... special design 
jaws that grip firmly...close and open fast... pipe 


rests for more accurate threading, easy cutting... handy pipe benders. 


You sell service... 


famous RID heat-treated jaws 
for extra long wear... special malleable 
frames that won’t warp or break . . . every 
vise factory tested to assure you super- 
performance and durability. 


More sales 
when it's more-popular 


more-advertised RimzniD 
Vises! Order today. 


The Ridge Tool Company «+ Elyria, Ohic 
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Eight-page insert in the 
Master Catalog of Fluid Power 
Products for continuous reference. 


of two-color ads 
istomers and pros- 
if 1955 promoting 


# Sonne Poaem | ... how 
backs you 


WAGED HOSE 


REMEMBER: It’sa... 


Program 
designed with 
you in mind! 


Direct mail folders to 
invite more business. 





© Weammerncap 


The only single-source hydraulic hose and fitting line 


eS ‘aS 2 ve 


BRASS TUBE FITTINGS SAE 37° FLARE (JIC) o BULK HOSE AND DRAIN AND menrore 
FITTINGS HOSE ENDS cock 
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Wall charts for quick identification 
of brass and steel tube fittings. 


Wall posters and broadsides to 
ee _— 


WEATHERHEAD | ‘ 
in the new s. 


ADDEMBLY PROGRAM 


Complete printed price schedules 
and interchange information, 


Sales leads for 


your men. 


Complete sales kits for tae 

your salesmen’s use. — ee oe ee ee eee eee ee ee 
THE WEATHERHEAD CO., FORT WAYNE OIVISION 
DEPT. 5-12, 128 W. WASHINGTON BLVD. 

FORT WAYNE, INDIANA 


Send details on your swaged hose assembly 
program for industrial distributors 


Weatherhead sales engineers and field representatives 
are always available for consultation and assistance. 





THE WEATHERHEAD COMPANY, FORT WAYNE DIVISION 
DEPT. J-12, 128 W. WASHINGTON BLVD. + FORT WAYNE, INDIANA 


CC 


SELFALIGN HOSE ASSEMBLIES 


COMPANY. 





ADDRESS 





YOUR NAME 





—— =e ae oe abe oe eee oo 
ee 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. . . and because 
they're basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades . . . key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They’re backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


TOOL COMPA 


= 


,i4 we 
ert 


. Shoup 


Executive Vice President 
Named by Dumore Co. 

[he Dumore Co. has appointed 
George E. Shoup executive vice 
president. 

A graduate of Antioch College, 
he joined the company as controller 
after working for a Chicago account- 
ing firm from 1934 to 1941. He 
has been secretary, industrial rela- 
tions and director of personnel 
for Dumore. 


Sales Head 
Named by Skil 


William K. Downey has been ap 
pointed vice president in charge of 
sales for Skil Corp. He replaces Paul 
Watts, who was transferred to the 
Skil San Francisco branch as man 
ager. 

Mr. Downey announced that the 
Skil sales division will be separated 
into five departments. William H. 


WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. William K. Downey 
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Ferry remains as sales manager of 
the firm’s industrial tools, and Carl 
D. McWade as director of advertis 
ing. 

New appointments include Rob- 
ert P. Melius, who becomes sales 
manager of the wholesale tool line; 
John C. Fenner, who is named order 


operations manager; and Edward J. | 


Normandt, branch operations man 
ager. 


THE ONLY REAL ADJUSTABLE 
WRENCH IMPROVEMENT 


WILLIAMS [epee 





ADJUSTABLE 
WRENCH 


John T. Carlsen, formerly director 


of the Skil sales training program, is 


sales manager for Skil’s automotive | 


line tools 


Mr. Downey joined Skil in 1948 


following his graduation from the | 


Harvard School of Business. He also 
has a degree in mechanical engineet 
ing from Marquette University. In 
1950 he was named assistant to 
Bolton Sullivan, Skil president 

Mr. Melius, formerly field sales 
manager for Skil, replaces Joseph J. 
Sweeney who resigned. Mr. Melius 
joined Skil in 1953. Mr. Normandt, 
a veteran of 15 vears with Skil, was 
assistant sales manager pnor to his 
new appointment. Mr. Fenner, who 
joined Skil in 1954, was formerly ad 
ministrative assistant 





Robert R. Clark 


Standard Tool Appoints 
District Manager 


Robert R. Clark has been appoint 
ed headquarters district manager of 
Standard Tool Co. in Cleveland 

From Tulsa, Okla., Mr. Clark 
formerly covered western Texas, Ar 
kansas, southern Kansas, New Mex- 
ico and Oklahoma for Standard 


Tool 


IT’S EASY 
TO SELL THESE ADVANTAGES 
AT A GOOD PROFIT 


No Obstructions e Rapid Adjustment 

Structurally Sound e One Hand Cperation 

Positive Lock *« No Fumbling 

Drop-Forged from Selected Alloy Steel and 
Chrome Plated 


No Size 


























CASH IN ON THE BIG, 
GROWING DEMAND 


The biggest promotion ever 
given a@ wrench is helping 
build extra volume and profit 
for you. Soles results prove 


LT Le LL ee cone’: Stocks demon: 


ing Adjusteble wrench. Ask 
/ for promotion material when 
you order. 


J. H. WILLIAMS & CO., 401 Vulcan Street, Buffalo 7, N. Y. 
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A-4 
PIPE UNIONS. 


on the strength of 


LOWER INSTALLATION COSTS 
and 
LOWER MAINTENANCE COSTS 
Me Mg ne— ~ -y aR! os gt we 


assure Fe oncens and thereby in- 
crease their aceeptan 


. use of air furnace malleable iron of 55,- | 


C00# p.s.i. providing the maximum in strength. 


. material and design such as to make it | 


possible to recommend and guarantee their use 


for 500 tbs. p.s.i. steam and oi! at 550° F., or | 
2000 Ibs. p.s.i. non-shock cold W.O.G. in sizes | 


from “4” to 2”. 
. « » @ecurately ground sects . . 
merely machine finished. 


seat rings cut from special drawn brass | 


tubing. (all-iron seats also available). 


. utmost protection to users through rigid | 


testing and inspection. 

These and other features have provided the 
reasons why Jefferson Unions are Underwriters’ 
Laborctories approved and are recognized for 
their high inherent qualities, strength and long 
service life . . . qualities which enable them, 


in many services, to replace higher priced steel | 


unions. All of which add up to real reasons to 
moke Jefferson your source of supply. 


a 
Let Jefferson supply also your requirements in 
90° and 45° Union Elbows, Union Tees and 
F Unions. The complete line includes 
150%, 250% and 300% unions and union fit- 
tings. Full details on request. 


. 
JEFFERSON 
UNION CO. 


49 Fletcher Ave., 
Lexington 73, Mass. 


EVERY USER A 
SATISFIED CUSTOMER 


not just | 





George A. Jaggers 


George A. Jaggers has been 
elected president of Fort Worth 
Steel & Machinery Co. succeeding 
J. D. Brance, named chairman of 
the board. 

Their election followed 
tion by Fort Worth Steel of Mon 
arch Mfg. Co. and its division, ‘Th: 
Armoloy Co. Mr. Jaggers has bec: 
president of both Monarch and 
Annoloy. 


acquls! 


Appointed to Board 


Mr. Brance resigned as president 
of Fort Worth Steel and was elected 
chairman of the board and chairman 
of the executive committee. M1: 
Jaggers named to the 
board 

Mr. Jaggers has headed Monarch 
since 1950. Before that he was 
executive vice president and gen 
eral manarer of Welex Jet Services 
Inc., and senior consultant for Booz, 
Allen, Hamilton, Chicago manage 
ment consulting firm. He was also 
at one time chief industrial engineer 
for Radio Corporation of America 

Fort Worth Steel’s stockholders 
unanimously approved the acquisi 
tion of Monarch. Both the Monarch 
and Armoloy plants are in Fort 
Worth, Texas. Monarch makes 
specialized materials for the Armed 
Forces’ training programs and 


was also 


Armoloy offers a process for armor- 


ing moving metal surfaces to in 
crease their life. 
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| Fort Worth Steel Names President 


J. D. Brance 





To Sell for Parker 


Parker Appliance Co. has ap 
pointed D. A. Schultz Co., Minnea 
polis, to handle its synthetic rubber 
o-rings line. Frank Barilla, Parker 
district manager in the Wisconsi 
Minnesota region, will provide tech 


nical assistance 





STOCKING 
DISTRIBUTORS 
WANTED 


for 


WARWICK TWIST DRILLS 
and DRILL BLANKS 


25% greater discount than 
other drill companies 


write 
WARWICK TWIST DRILL CO. 
16167 Warwick Road 
Detroit 19, Mich. 





Electronics Company 
May Merge With Dresser 


A plan to merge Southwestern 
Industrial Electronics Co. of Hous- 
ton, Texas, into Dresser Industries, 
Inc., of Dallas, has been announced 
by officials of the two firms. 

H. N. Mallon, Dresser president, 
said the purchase, which is yet to be 
approved by his company’s direc- 
tors, would expand Dresser’s activity 
in electronic instrumentation in the 
oil and gas industry. 

The Houston firms makes trans- 
formers and electronic instruments 
used in geophysical work. The plan 
of sale calls for payment by Dresser 
in stock and cash. 


U.S. Gasket, Belmont 
Merge Activities 


The United States Gasket Co. of 
Camden, N. J., and The Belmont 
Packing & Rubber Co., Philadel 
phia, have consolidated _ their 
product lines and sales organiza 
tions under the merchandising 
name of U. S. Gasket-Belmont 
Packing. 

Harry Scott, who headed sales for 
U. S. Gasket, is general sales mana 
ger of the combined operation. 

Lines offered will include me 
chanical packings, gaskets, piping 
specialties, rotating mechanical 
seals and “Teflon” and “Kel-F” 
stocks. 


Chicago Manager 
Named by SKF 


SKF Industries, Inc., has named 
J]. H. Sutherland manager of its Chi 
cago district office. 

He was previously field engineer 
for the company’s Pittsburgh dis 
trict office. 


Field Engineer Appointed 


Holton E. Fox was named field 
engineer in Pittsburgh. 

He has been field engineer in 
the sales department of the Boston 
and Hartford territories 


..when you stock the complete line 
of STAR Hand and Power Hacksaws, Metal 
and Wood Cutting Band Saws and Hacksaw 
Frames. 

More and more people will be specifying STAR 
because hundreds of thousands of selected prospects 
are being reached by STAR advertising in 20 leading 

trade publications. 
STAR will assure you new profit peaks because we are 
concentrating our advertising campaign on STAR “Moly”® 
High Speed Steel blades. STAR developed these high speed, 
heavily-alloyed steel blades of molybdenum. Ask your 
STAR salesman for “Moly” —they outlast standard steel 
blades 10 to 1, assure high speed cutting performance second 
to none. Best of all. . because of their cost, you'll profit more! 


If you want engineering and sales help, or if you 
want further information of the profit possibilities 
of STAR, call on your STAR factory representa- 
tive. Ask him, too, for STAR imprinted sales aids. 


Sold only through Recognized Distributors 


Ask your Ster selesmon for « supply of NEW Metal Cur- 
ting Booklets ond Wall Cherts. 


CLEMSON 


CLEMSON BROS., Inc. 
Middletown, N. Y., U. S. A. Bios: 


Makers of Hond ond Power Hocksow Blodes, Frames, Metal ond 
Weed Cutting Bond Sew Blodes ond Clemson Lown Mowers 
Inquiries Are Invited From Iaterested Industrial Distributes s. 
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Clemson Meeting Spotlights New Products 
%, Bi 5 . 


Largest sales meeting in Clemson Bros.’ history 


at the firm’s Middletown, N. Y., plant. Besides 
sentatives of Oldham-Rust Co., New York ¢ 


was held for three days recently 
Clemson staff and officers, repre 
und O. S. Tyson Co., marketing 

















| | Warner ALUMILADDERS 


help you profit from the big 
swing to aluminum indus- 
trial ladders and staging! 


























Easier to sell because they're 
built of tough, tempered 
aircraft quality aluminum, 
Werner Alumiladders are 
half the weight of wood .. . 
so light they can be handled 
easily by only one man! Yet 
so strong they'll stand up 
for years in even toughest 
service! Werner Alumi- 
ladders won't crack or rust. 
Non-sparking. Can be steri- 
lized for use in food plants 
Realistic prices... value 
you'll proudly recommend 
te your customers! And 
each sale gives you three 
times the profit! Complete 

j line of single ladders, ex- 
tensions, platform ladders 
and stepladders. Write to- 
day for catalog and full 
information. 


counsel, attended the sessions 





Yale Handling Division Re-aligns Major Posts 


The Yale & Towne Mfg. Co. has 
appointed Elmer F. Twyman to 


domestic materials 


coordinate all 
handling operations from headquat 
ters in New York City. He is vice 
president and a director of the 
company. 

John A. Baldinger succeeds Mr 
I'wyman as general manager of the 
Yale Materials Handling Division 
in Philadelphia. 

Roy L. Wolter, former Midwest 
regional sales manager for Yale in 
dustrial trucks, has been appointed 
general manager of the Automatic 
Transportation Co. Division, Mr 
Baldinger’s former post. 

Mr. Baldinger has been with Yale 


He started 
of the 
l'ransportation Division 


1945. 


manager 


& Towne since 


as assistant sales 
Automatic 
and became assistant general man 
ager in 1947. He became assistant 
general manager of the Materials 
Handling Division in 1950 and a 
vear later was named general man 
wer of the Automatic Division. 
Mr. Wolter joined Automatic 
I insportation Co. in 1918 and be 
ime assistant sales manager when 
the firm was purchased by Yale & 
1933. He joined the 
Division in 


Towne in 
Materials Handling 
1948 after serving 13 years as general 
sales manager of the Automatic 
Division 








~\ 

ALFLO potented rung joint, 
hydroulically locked — 
odds real strength and 
dependability at point of 
greatest stress. Rungs can- 
no; loosen prevents 
twisting and rackiag 





WERNER ALUMINUM SWING STAGE 


Mfg. Rep. Wanted to Sell 
industrial Distributors 


R. D. Werner Company, inc., Dept. 40 
Soles Office: 295 Fitth Avenve, New York 16, N.Y. 


WERNER 


a7 fv 
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Recently painted building of Ken R. H 
activity 


1955 


Portland Headquarters 


~oe ie 


( n Portland, Ore 


draws a lot of 





Ohio Brass 
Names Representative | HIGH SPEED 
New valve sales representatives aad 
have been appoined for the Cali- CARBID t REAMERS 


fornia and Nevada areas of Ohio 
Brass Co. 

C. S. Bigelow & Associates, of Los 
Angeles, will represent the com- 
pany in southern California and 
southern Nevada. Associated Valve 
& Engineering Co., San Francisco, 
has been appointed representative 
for the San Francisco and Reno 
areas. 

C. S. Bigelow, who heads C. S. 
Bigelow & Associates, has worked 
for Walworth Co. and has been 
sales manager of Milwaukee Valve 
Co. Jacques P. Etienne, head of 
Associated Valve & Engineering, 
was a refrigeration engineer for 
Cyclops Iron Works. 


Dayton Rubber Division 


Assigns Two Posts VERSATILITY of APPLICATION 


John J. Haher has been named 
district manager of the Industrial Modern manufacturing operations are constantly demanding faster reaming, better 
OEM Division of the Davton Rub finish of holes, longer reamer life and more holes per grind on an ever increasing variety 
of materials. Whitmon & Barnes reamers are designed to provide the answers to these 
multi-purpose demands. For, regardless of application, there is either a high speed or 
carbide W & B reamer of the exact type required to better meet your reaming problem. 


ber Co 

He was formerly a sales engineer 
in automotive products. He will 
cover the northern Ohio and gene 
ral Great Lakes region. 

A. E. Mever has been named in 
dustrial OEM sales representative 


Also, W & B reamers ore equally effective in reducing production costs and producing 
better results when used with either automatic or hand operated equipment. For instance, 
the above illustration shows o worker in a large aircraft plant efficiently reaming aluminum 
forgings by hand opercting a press equipped with W & B reamers. On other parts in 
this same plant avtomatic multi-spindle machines also use W & B reamers to obtain best 


) > sol mm Ohio ;z liana, ; 
for the a hi 209 pers possible results. Are you reaming tough abrasive materials? Do you want increased 
western Pennsylvania and northern production and better finishes? There is a W & B reamer for your every need 
Kentucky territory of Dayton Rub 
ber. He formerly worked in sales 
Call your Was distributor 


yeneral N Corp.’s Frig 
oe Oe ee ee eee 4) for best service and highest quality 


aire Division. 


He con sove you money by supplying from 
his stock .. . what you need when you need it! 


Metal Trades Gro 
‘les — “Makers of Fine Tools Since 1848" 


Elects President 


J]. L. Robinson, of Jabez Burns & 
Sons, has been elected president of 
the National Metal Trades Associa Please send me additional information 3 LY ZZ 


tion. . NAME 
He succeeded Earle $. Day, Col Yow leahrF 
COMPANY ad ¢ blcation 


lyer Insulated Wire Co., in the 

chief office at the group’s 56th | ADDRESS thie 
annual convention recently in Bos nant, 

ton. Walter F. Newhouse, Saranac Senta o pate aS 
Machine Co., was elected first vice 

president and Herbert M. Ramel, 

Moog Industries, second vice presi 

dent and treasurer 
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JACK 


of all trades 
--and good at all of ‘em! 


R. N. Hillner 


H. M. Harper Co. 
Names Sales Heads 

The H. M. Harper Co. has ap 
pointed R. N. Hillner manager of 
standard product sales and John A. 


———Ty. FOR FILTER PRESSES 
Stevenson manager of technical 


o eesecseeaseeaneees 
sales. 

Mr. Hillner will have charge of 

ill standard products in bolts, nuts, 

screws, washer, rivets and_ allied 

lines. Mr. Stevenson is responsible 

for specially engineered products 


FOR PULLING oe ' 
WHEELS including fastenings of titanium 


HEIN-WERNER HYDRAULIC JACKS 


save time and labor= 
cut costs to the bone 


Hein-Werner Industrial Jacks offer | Priced too low for you to be 
powerful hydraulic force to simplify P P ' 
moving machinery, lifting heavy loads, without ‘em...order today! 
pulling gears and pinions, bending rods, 
pressing bushings, and other tough in- Model Capacity 
dustrial jobs. They are fast, safe, easy-to- 

use. May be used in a horizontal or | 20-10AA 20 Tons $46.00 
vertical position. Models of 12 ton and | 30.11AA 30 Tons 89.30 
larger have carrying and positioning 50.12AA 50 Tons 135.00 
handles. 30, 50, and 100 ton models have 100.12AA 100 Tons 297.50 
tandem pump for two-speed operation, ‘ 
and a drilled fe tor installation of pres- | Hein-Werner also manufactures Hy- 

sure gauge. 12 and 20 ton models can be | ‘raul Industral Jacks in moves of ite &: Goiemee 
furnished promptly with gauge on well as “Push and Pull” Hydraulic 
special order. Jacks of 4, 10, and 20 tons capacity. 


Write us for complete details. To Represent Thomas 
Thomas Truck & Caster Co. has 


ted Martin & Brown, Indian- 
HEIN-WERNER CORPORATION fein on sulk, 1 CdS seseeneietin tn 


WAUKESHA e WISCONSIN the Indianapolis territory. 


and high temperature alloys by the 
Acro Division of H. M. Harper. 





Price 
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U.S. Hoffman 
Buys Four Firms 

United States Hoffman Ma 
chinery Corp. has acquired the 
Fein group of four can companies, 
East Coast manufacturers of tin 





cans and steel pails 

The firms are: Atlas Can Corp.; 
Fein ‘Tin Can Co., Inc.; Commer 
cial Can Corp. and Standard Can 
Corp. Irving Fein, president of 
the can company group, will retain 
a stock interest and remain as execu 
tive head of the can and container 
division of U. S. Hoffman. 





inthed 
when you << "yg 


sell the aa aa 
- 


Wood's Line 
| 

The various products shown here are “sure-grip” 
indicative of the wide and diversified flexible coup! 
market Wood’s has cultivated for their &y 
distributors. Consistent tradepaper a 
advertising supplemented by direct 
mail has increased and maintained cus- 
tomer preference for the complete line 
of Wood’s Power Transmission Equip- 
ment. With a promotional program 
like this and a distributor policy “by, 
for and of the distributor’, we feel 

Iwo new positions have been sure you'll want to handle the Wood’s 
established by A-P Controls Corp , oe j 

line. A few good territories still open. 


James Tate has joined the company 
as assistant to the president. Dun Feel free to write or call. 


James Tate 


A-P Controls Creates 
Two New Posts 


can Henderson has been appointed 
administrative assistant in charge of 
sales. 

Mr. Tate was formerly a vice 
president in charge of sales at the 
Dumore Co. and a vice president of 
the Delta Mfg. Co. of Milwaukee. 

Mr. Henderson joined A-P Con 
trols in 1953 as national service man 
ager. In his new post he will co 
ordinate sales and service depart 
ment activities at the home office. 


Representative Named T. B. WOOD’S SONS CO. 


United States Gasket Co. has CHAMBERSBURG, PA. 
appointed Paul Reinking south 


western representative. CAMBRIDGE, MASS. © NEWARK, N. J. © DALLAS, TEXAS © CLEVELAND, OMIO 
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SIX STEPS to. 
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Each McGraw-Hill publi- 
cation is edited by men with 
specialized experience and 
responsibility in their fields. 
They are supported by 
McGraw-Hill’ s world-wide 
network of correspondents. 
This type of editorial lead- 
ership builds and maintains 
the reader interest of pro- 
gresswe men in industry 

That's why more advertis 

ers use more space in 
McGraw-Hill publications 
than in any other group of 
business magazines. 


- Successful Selling 


as 


Selling is an old profession with new problems. The 
basic steps to a sale are the same. The salesman must 
still contact the prospect, arouse his interest, create 
preference for his product . . . before making the pro- 
posal and closing the sale. 

But there are new angles. Because modern industry 
is more complex and more decentralized, the salesman 
must contact more people and travel more miles per 
sale. Add to these facts the problem of selling in a 
highly competitive market, and it becomes obvious 
that the salesman needs help. 

The best help you can give your sales force is con- 
sistent and adequate advertising in business publica- 
tions. Such advertising MECHANIZES the first three 
steps in the manufacture of a sale. It makes contact 
with known and unknown buying influences at pen- 
nies per call . . . enables the salesman to use his selling 
talents un the important pay-off steps of the sale... 
keeps his customers sold between calls. 

An interesting 20-page McGraw-Hill booklet, 
“‘Mechanizing Your Sales with Business Paper Adver- 
tising”’, is yours for the asking. Your McGraw-Hill 
salesman will be happy to give you a copy of this 
booklet, and also tell you about our sound slide film, 
“Plateau of Progress’ which is available for showing 
at sales and management meetings. 


McGRAW-HILL 


PUBLISHING COMPANY, INC. 
WD newyork 26. vr. 


Over a million men in business and industry pay to read McGraw-Hill Publications 
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Super-Sellers 


BECAUSE THEY’RE 


Super-Savers 


SPROUT-WALDRON 


BELT-SA VER 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 

sign ay materials from lodg- 
ing between pulley and belt, in- 
oeastns belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand. 

Tell all the pros im your 
territory how small investments 
in Belt-Savers can produce 
returns. Contact quarries, found- 
ries, mines, sand and grave! 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their : oe will and 
steady business, too 


In addition to Belt- 
Savers, Sprout-Waldron 
offers the famous “Blue 
Face” line. It includes a 


wide selection of sturdy, 
» mak iron pull 1. ‘ome 
—- and types, mares, use. 
Write for free 
bulletins contain- 
ing full informa- 
tion about Sprout- 
Waldron leys ! 
Sprout-Waldron 
,Inc.,3 
Street, Muncy, Pa. 
Write for free booklets! 





CAST IRON 
PULLEYS 
UNC Pa. 


244 


Oregon Distributor Opens New Building 
re 


cy 


Interior of new building now occupied by the Eugene, Ore., branch of Munnell & 


Sherrill, Inc., of Portland, has spacious display area. 
Carroll Tarpinning is branch manager 


on a lot 180 by 100 ft 


The structure is 8,000 sq. ft 





Dow Corning 
Names Vice President 


Olin D. Blessing, sales manager 
of Dow Corning Corp., has been 
named a vice president of the com 
pany. 

Mr. Blessing was the first full 
time employee of the company 
when it started operations in 1943. 
He had worked for The Dow 
Chemical Co. since 1930. 

Dow Corning’s present sales 
organization includes C. E. San- 
ford as assistant sales manager, six 
product group sales managers and 
eight branch office managers. 





LOOK ALIKES Tommy Dorsey (right) 
and Robert C. Tyo, Porter-Cable \ Ma- 
chine Co. vice president, admire 
“Routo-Jig” which was given to or- 
chestra leader in Syracuse, N. Y. 
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B. J. Gill 


Century Opens 
Spokane Office 


Century Electric Co. has opened 
a district office in Spokane, Wash. 
B. J. Gill has been named North 
west district manager and will work 
out of the Spokane office. He will 
be assisted in serving the Northwest 
area by Ralph Price, manager of the 
Seattle office. 

lhe new office will provide ware- 
house stock for Century motor users 
in Idaho, western Montana, Oregon 
and Washington. 


Jackson Names Agent 


Jackson Mfg. Co. has appointed 
led Black Agency to handle its 
advertising and public relations. 








BY OSBORN 


TOP PROFIT LINE of brushes 
for every industrial need 


On every call, in any industry, you can imcrease the 
order and your profit by selling Osborn 


maintenance, paint or power brushes 


Consistent and effective advertising, plus top-qua 
manufacture, has established unequaled acceptance 


and preference for Osborn brushes 


Get your share of profit from the steady demand for all 
types of industrial brushes. The Oshorn Manufacturing 


Company, 5401 Hamilton Avenue, Cleveland 14, Obio 


O)sbou Brushes 
555 —————. — ae 
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Tf they cut wood, you can sell them 


Yates-American 
J-Line 


Prospects are all around yew in: 

Schools Sign and Display Shops 
Cabinet Shops Pattern Shops 

Lumber Yards Planing Mills 

Toy Manufacturers Boat Builders 

Sash and Door Plants Building Contractors 
Furniture Manufacturers General Woodworking Shops 


. +. and in all these departments of large plants: 
Parts Production Assembly 

Shipping Pattern Shop 

Maintenance Research or Experimental 
Many a small building houses an operation that’s made 
to order for Yates-American J-line machines. 

You're sure of an interested listener — and often a 
quick, clean sale. Yates-American machines fit a wide 
variety of applications in working wood, plastics, and 
light metals. And every sale develops another supply 
account that has a continuous need for accessories, in- 
dustrial supplies, etc. 

Do your men unknowingly pass by these doors? Why 
not check and see? 

If you're not a Yates-American dealer now, tear out 
and mail the coupon below for complete information 
on a franchise in your area. 


Yaler- lmertcan 


BELOIT, WISCONSIN 


Brench Offices: CHICAGO, ILL., HIGH POINT, N.C., MEMPHIS, 
TENN., PORTLAND, ORE. 
First with the Finest in woodworking machinery 
Established 1883 


Tear out coupon and mail today! 


YVATES-AMERICAN, Dept. L, 725 N. Fourth St., Beloit, Wis. 
(€) I am interested in a }-line franchise. Is my territory open? 
C) Send me bulletin on new Saw-Jointer-Sander Combination. 


Name 
Company Name 
Address 


City 
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Don Gibbons 


Chicago Division Manager 
Named by Aro Equipment 


he Aro Equipment Corp. has 
named Don Gibbons division man 
ager for Chicago and northern Ith 
nois with headquarters in the Chi 
cago office. 

John Conrad, sales engineer, will 
be Mr. Gibbons’ assistant. Mr: 
Conrad has represented Aro in the 
Chicago area for some time 

Mr. Gibbons was formerly man 
wer of distributor sales at the com 
pany’s Bryan, Ohio, office 


Crucible Steel 
Names Sales Assistant 


Crucible Steel Co. has appointed 
Don P. Carr assistant to the man 
ager of its Tool Steel Sales Divi 
sion with responsibility for sales on 
the West Coast. His headquarters 
will be in Los Angeles. 

Mr. Carr joined the company in 
1938 and has been active in sales 
of tool steels, cast alloys and 
powdered metal products 

He will report to H. M. Givens, 
Ir 


Transmission Group 
Meets in New York 
The New York Chapter of the 


Power Transmission Council held 
its mid-fall meeting recently in the 
Roger Smith Hotel, Manhattan. 
Clifton S. Fleet of the New De 
parture Division of General Motors 
Corp. spoke on anti-friction bear- 


li} 





Grady Jones 
Now Bailey Co. 


Grady W. Jones Co. of Nash 
ville, Inc., has changed its name to 
The Bailey Co. 

The firm, which specializes in 
materials handling, will continue its 
sales offices in Nashville and Chat 
tanooga and will soon open a new 
office in Knoxville. 

James Bailey, owner, has been 
with the Jones firm in Memphis 
and Nashville since 1949. 





William H. Vaught 


Beaver Pipe Tools 
Names District Head 


Beaver Pipe Tools, Inc., has ap 
pointed William H. Vaught, Sr., as 
district manager for Kentucky, West 
Virginia, southern Ohio and south 
ern Indiana 

Formerly territory sales represen 
tative for a tool manufacturer, he 
attended the University of Kentucky 
mechanical engineer by 

His headquarters will 


and is a 
profession 
be in Cincinnati. 


Syntron Sales Firms 
Make Assignments 


Syntron Pittsburgh Sales Co. has 
appointed Earl K. Gardner dis 
trict manager at South Charleston, 
W. Va., covering the West Virginia 
and Virginia territory 

R. L. Patterson, former manager 
of gasoline hammer sales at the 
Syntron plant in Homer City, Pa., 
has joined the sales staff of Syn 
tron Buffalo Sales Co 


ANOTHER apy 
new a yeaa ERTISEMENT 
help sen trade magazines to 
your Sustomers on U-Wewality, 


Heavy-duty, drop-forged 
hoist hook —free to swivel 


Yoke drop-forged for 
strength and safety 


Heavy sheave rim and 
tread sections 


Full-length, heavy steel 
straps 


See your nearby Upson-Walton 
distributor for (1) experienced 
recommendations, (2) demon- 
stration of products, (3) quick 
delivery from stock,(4) many other 
time-saving distributor 

services. 


a8 


INTERCHANGE- 
ABILITY — yoke- 
book assembly 
easily exchanged 
Jor shackle. 


Complete catalog of 
Tackle Blocks avail- 
able on request. 


12500 ELMWOOD AVENUE + CLEVELAND 11, OHIO 
NEW YORK . CHICAGO . PITTSBURGH 


MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS—ESTABLISHED 1671 
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A NEW 


| 
AUTOMATIC } 


VALVE 


Y OUR 
OR DRUM 
2:49) -) 84 b 








Here is the solution to your container 
filling problems. It is the DAVIS two- 
step solenoid valve especially designed 
for accurate weighing and filling. No 
more guesswork, no more spillage, no 
more waste. You get faster filling that 
always keeps step with production. This 
valve is ruggedly built to withstand 
years of hard service. Standard or 
proof housing available. No 
matter whet ii liquids you are handling 
DAVIS can meet your need, giving you 
the most efficient, economical opera- 
tion possible. 
Here is a valve you can sell to 


many different industries 8) 
vents, chemicals, additives, petrol 


details today. 


DAVIS REGULATOR COMPANY 


2544 South Washtenaw + Chicago &, Iilinois 
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J. Robert Keach 


Thermoid Elects 
Vice President 


The manager of Thermoid Co.'s 


Industrial Rubber Sales Division, | 
Robert Keach, has been elected a 
vice president of the company. 

Mr. Keach joined the company in 
August, 1953. Before that, he was 
with the Quaker Rubber Corp., as 
vice president and general manager 
and with Firestone Rubber Co. a 
general plant manager of its Indus 
trial Rubber Division. 


Colorado Fuel 
Re-elects Officers 

A. F. Franz was re-elected presi 
dent and other officers of Colorad 
Fuel & Iron Corp. were re-electc 
at a recent special meeting of th« 
corporation’s directors. 

Officers re-appointed, besides M: 
Franz, include Carl W. Mevers, vic 
chairman; Franklin Berwin, vice 
president; F. S. Jones, vice president 
sales, and H. C. Allington, vic« 
president, sales Eastern Division. 


Jorgensen Names 
Assistant Manager 


Earle M. Jorgensen Co., Lo 
Angeles, has named W. W. Fenste: 
macher assistant district manager 
of its San Francisco plant. 

Mr. Fenstermacher joined the 
company in 1945 as inside salesman 
He later became chief clerk of in 
side sales and outside salesman. Hc 
also worked for some time fo: 


Columbia Steel Co. 
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For further information 
write 160 Canal Street 


Giarx Bros Pout 





Stationary Base 


or 
Swivel Base 


Robert A. Hummert 


Chicago Manager 
Named by DeWalt 
DeWalt Inc. has appointed Rob COMPARE 


ert A. Hummert Chicago district MATERIALS 
sales manager. 


He will supervise a territory con DESIGN 
sisting of Cook, Lake, McHenry, CONSTRUCTION 


DuPage, Kane, Kendall and Will 


Counties with headquarters at 


Downers Grove, III. 


Ten years with Porter-Cable Ma iJ io. 
ae ict sine 17394 HEAVY MAGHIMIST Vises 





sentative for that firm in New 
Jersey and San Francisco, Western 





Zone manager and Central Zone . i 
manager. He was also with Gardner Red Seal Vises are built to stand up under the 


wren on ~y Bagg : - hardest use. Compore it feature for feature with 
veTOTE OTIC ar . Cc was . ° 
educated at the University of Ili any other vise. You'll find that your customers 


nois and is a World War II veteran will recognized and prefer Red Seal Vises, too. 


of the Sul arine Se ‘e. ‘ . ‘ . 
ve Submarine Service Their high quality makes them easier to sell! 
- Nemed oe Sec Acme threads fer screws for easy 
enry |. Erisman, apes assist- quicker action and replacement. 
ant secretary of DeWalt Inc. has * Castings of semi- better holding 
been named comptroller. He joined Steel. power. * Convertible! 
the eg | in 1935 a a one meer few be lane trend aes Standard stationary 
time had been with Fayette R : vise can be con- 
Plumb, Inc to insure § die high - verted to swivel 
with sliding bar. steel over entire vise by edditi ‘ 
face. Knurled, heat- —_s 
Sliding bar milled treated, milled, base. Swivel model 
on all 4 sides. tengued, end Con be made ste- 


PAYMENT IN FULL 
‘ te Screw of cold-rolled grooved. Attached tionary by removing 
A reminder of “forgotten favors” is steel with d ont te jaw F with , ‘ 


supplied effectively to its employees 
by a supply firm, Food Engineering, 
McGrow-Hill publication, reports. At 
the end of the year, each employee is Write for Complete Price and Discount Schedules on These Fast-Selling Vises 


given an itemized check for the annual ONLY THROUGH DISTRIBUTORS 


AMERICAN SCALE & VISE CO. 





One of our mony factory representatives is near you to serve your needs 


“PAID” stamped across it. 
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Permacel Tape Names District Heads 


BUILD 
VOLUME 


SALES 


aso’, 2 TON 
LIGHTWEIGHT 
LUG-ALL WINCH HOIST 


WITH 


20FT. OF CABLE ~..%, = = 


Permacel has appointed Donald 


Charles F. Euler has been pro 
B. Roberts Missouri Valley Division 


moted to Boston district manager 
for Permacel Tape Corp manager, headquarters in St. Louis. 
During his eight years with Per His division includes Arkansas 
macel, he has been a salesman in the and Missouri and parts of Illinois, 
Baltimore, Washington, Virginia lowa, Kansas, Kentucky, Mississippi, 
area. Nebraska, South Dakota and 
Mr. Euler will be in charge of Tennessee. 
sales in Massachusetts, Maine, New Mr. Roberis joined the company 
Hampshire, Vermont, Rhode Island, in 1950 after sales experience with 
Connecticut, and parts of New Great Lakes Steel Corp. and Gen 
York and Pennsylvania eral Motors Corp. 


Selling Harrisburg Flanges and Couplings 
sets up a chain reaction 


\ 





10 
MODELS 


LUG-ALL sales now mean greater profits 
for you. All LUG-ALL models ore huskier 


than ever and are a natural seller to main- = ©) 
tenance departments, mining operation, y ) J d 
railroads, utilities, contractors, quarries, ; 


municipalities, machine shops and refin- 

eries. Every model feotures galvanized or 

stainless steel preformed aircraft cable, 

safety type handles that bend when hoist is 

severely overloaded, and can be worked to | od : 
10” of headroom with 34, 1% and 1% ton the Couplings to A.P.I.and A.1.S.I. 
models, and to within 13” of headroom with ne sale of Harrisburg Drop- Specifications. Threads are accurate 
2 ton model. LUG-ALL distributors every- Forged Steel Pipe Flanges or in form, height, angle and lead. Sell 


where say LUG-ALL sales are helping to Seamless Steel Couplings usually your customers these quality prod- 
keep the profit picture brighter. leads to another in a chain reaction. ucts and save them maintenznce and 


WRITE TODAY FOR MORE INFORMATION The Flanges are made to A.S.A.and downtime losses. — 
was, Saran Mga = 
LUG-ALL 18 THE MOST IMITATED ) 
WINCH HOIST OW THE MARKET OHI) More than a century in Harrisburg / 


THE LUG-ALL COMPANY arrisburg Steel 


HAVERFORD 11 PENNA. coerPoRaTiIion MARRiSeueS @ 
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Neil Heller & Co. 
Organized in Baltimore 


Neil Heller & Co. has been organ- 
ized in Baltimore to specialize in 
machine tool lines. Its headquar- 
ters are at 5944 Clayton Ave. 

Neil Heller, owner, was formerly 
abrasive specialist with Carey Ma- 
chinery & Supply Co., Baltimore. 
Before that he was district represen- 
tative for Chicago Latrobe Twist 
Dnill Works in Maryland, Virginia 
and North Carolina. 





Cc. L. Barksdale 


New Sales Division 
Formed by Hagan 


Hagan Corp. has organized a 
new Jobber Sales Division to handle 
marketing of its Calgon products 

specializing in 
conditioning and 


L. Barksdale 


through outlets 
plumbing, ait 
laundry supplies. C 
is division manager 
Lines to be handled through the 
new division include Micromet, 
Micromet Plates, Calgon Scale 
remover Calgon Algaeside, Wel 
tone and Calgen. Other products 
will be added as they are developed, 
Mr. Barksdale said. He has headed 
the Micromet Department of Cal 
gon, Inc., since it was organized in 


1945 


Assigns Representative 
Henry M. French has been 
appointed processing machinery 
sales representative for Allis-Chal- 
mers Mfg. Co.'s Industries Group 
and assigned to the Tampa district. 


4 
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YOU are part of the triangle 
fhat makes for easier sales 





You know what's needed to sell hack saw blades—three 
things— 
1. A good blade 


better by actual test. 


an accepted blade a blade you can prove 8 


Factory support—men from the manufacturer's engineering 
and sales staff who know their blade and can advise how best 


to use it under various conditions—and, of course, 


You — the Industrial Distributor — the man who knows his 
prospects like the palm of his hand—the man who is known 
and respected by his customers because he offers service and 
top quality material. 


Griffin, makers of top quality hack saw blades — since 1880 — is a name 


that needs no introduction to your customers. Take Griffin's Powerflex - 
a high-speed welded-edge blade. Many of the largest users of power hack 
saw blades use Powerflex blades exclusively because their own competi- 
tive tests have proven Powerflex blades superior. 


Griffin 


Perhaps you are already a part of Griffin's 
Blades 


Triangle. If not, we would be glad to show 
you how the team of: good product, factory 
support, and you, can make for easier sales. 


Write today 


THE TRIANGLE industrial 


6. W. GRIFFIN CO. + FRANKLIN, NEW HAMPSHIRE 


Agents, john 1. Groom & Co. inc., 105 Duane Street, New York &, M. Y. 
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SLEEVES and SOCKETS 


NOW! 
HEAT TREATED 


* So popular with users * 


COLLIS Heat Treeted Sleeves and Sockets 
are manufactured by skilled workmen to give 
long durable services and extra long life. This 
type of sleeve has less chance of nicks and 
assures same accuracy with longer runs. a 
Call at once for our representative to explain HEAT TREATED 
about the Complete Collis Line of Lathe 

Centers, Arbors, Drill Drifts, and Magic Type 

Chucks as well as Sleeves and Sockets and 

Collets. 


"Call Collis for Service” 
mTHE COLLIS COMPANY sen 


DEPT. A, CLINTON, IOWA 





Sell ONE Grinder to 
Sharpen ALL Drills... 


@ 90° to 140° Included Angle 
@ Ys" to 2/2" Diameter 
@ 2-3-4 Flutes 

STERLING @ Without Chucks or Collets 


Model “DV” Write for complete details and 
Variable Angle information on selective dealerships. 


DRILL GRINDER 


Sell MORE Tool and 
Cutter Grinding Capacity 
at LESS Cost 


Sterling Model “RK-2" provides more 
capacity at half the cost of a Universal 
Grinder. Write for details. 


McDONOUGH MFC. CO. 


1510 GALLOWAY * EAU CLAIRE, WISCONSIN 
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T. O. Carson 


Nordstrom Executives 
Named by Rockwell 


Rockwell Mfg. Co. has appointed 
r. O. Carson, assistant product 
Mgr. of Nordstrom Valves, Meter & 
Valve Division, to added duties as 
manager of distributor sales. 

M. F. Groom, former sales engi 
neer from the Houston district, has 
been named assistant manager of 
distributor sales. 

Mr. Carson was employed by 
Rockwell’s International Division 
as a Sales engineer in 1945 and man 
aged the division from 1949 to 1954. 
Mr. Groom joined the company 
in 1946 as a sales engineer 

Jack H. Walters, gas products 
manager for the past year in the 
Meter & Valve Division, becomes 
manager of gasoline and oil prod 
ucts. R. B. Kitzmiller, San Fran 
cisco district sales manager since 
1952, is gas products manager 





WELL- FORMED 
EASY-TO-GRIP 
HEADS 


It doesn’t take much looking to see that 
Bethlehem Bolts have heads that are well- 
formed —ithe kind that fit wrenches snugly, 
with little chance of slipping. Bethlehem 
Bolts have strong shanks, too, and smooth- 
fitting threads for accurate assembly. And 
they’re made in a wide range of styles and 
sizes, covering virtually every bolting re- 
quirement. Your jobber can supply you 
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Bethlehem Bolts Are Good Bolts 
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HOW TO MAKE A PROFIT 
ON SERVICE CALLS! 


© \, You can assure customers 
Easy, Permanent 
thread repairs... 


BIG PROFITS 
FOR YOU 


Stock and sell new, 
fast-selling Heli-Coil* 


It's sure to be your best 
“door-opener’ to bigger profits if you sell it when making service calls! 


Shop-packs are the profitable, proved way your customers can repair 
rusted, busted, worn out, torn out threads due to broken bolts, frozen studs, 
excessive wear, etc., on the spot and drastically cut downtime, mechanics’ 
time, eliminate welding and plugging. With Shop-packs, permanent back- 
to-original size repairs can be made of any thread size from 6-32 to 142-6 
in N. F. and N. C. series (also available in pipe thread sizes)...in any 
machine tool, engine, appliance, building or furnishing. These are the same 
Heli-Coil Inserts specified by designers throughout industry to improve 
threads. 

It’s easy as: A. drill out the hole; B. tap new threads with the Heli-Coil 
tap; and C. wind in a Heli-Coil Insert, using the inserting tool provided! 

Shop-packs, which contain a tap, inserting tool and generous supply of 
Heli-Coil Inserts, retail for as low as $18.50 for each thread size, and allow 


you a full distributor discount. 
*Reg. U.©. Pat. Off. 


HELI-COIL CORPORATION 
732 Shelter Rock Lane, Danbury, Conn. 
Please send me catalog sheets and price lists on NEW Shop-packs. 


Name Title. 
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Robert H. Johnson 


Norton Reassigns 
Abrasive Engineer 


Robert H. Johnson, abrasive en 
gineer, has been transferred to a 
new Norton Co. sales territory con 
sisting of Florida and southern por 
tions of Georgia and Alabama. 

Raymond B. Goodale, former 
Chicago field engineer, has been 
named to succeed Mr. Johnson in 
eastern Iowa 

Mr. Johnson joined Norton 14 
years ago. He has been an abrasive 
engineer the past two years. 





Research Director Named 


Price Drummond has joined the 
Holo-Krome Screw Corp. as director 
of research and development. Mr 
Drummond will work with Ernest 
Hollman, chief engineer, in the de- 
velopment of the company’s expan 
sion program and research work 





Why Thermoid Company uses 
Celanese” FORTISAN-36 rayon 
in V-belts 


Thermoid Corporation of Trenton, New 
Jersey, now uses FORTISAN-36, the new 
Celanese high tenacity, heavy duty rayon made 
from saponified acetate as the reinforcing cord 
in V-belts where severe stress is anticipated. 


FORTISAN-36 has been found superior in 
both “performance” and “elongation” to com- 
petitive fibers. 

Thermoid officials say “its ‘performance’ is con- 
siderably better than that of conventional 
fibers. Change of cord length throughout the 
belt life is practically infinitesimal, and is not 
affected by ‘work’ or atmospheric conditions.” 
FORTISAN-36 is presently being used for 


V-belts subjected to severe drives in automatic 
washing machines, power lawn mowers, pas- 


senger cars, trucks, and farm tractors. 


If you have a stake in any of these areas— 
or are concerned with any industrial problem 
where high strength yarns are important — 
we'd like to work with you on the application 
of FORTISAN-36 to your products. 


Our technical men have a wealth of data which 


may indicate some new approaches to you. 


For further information, write for Booklet 
T. D. 20 to Celanese Corporation of America, 
Industrial Sales Department, Textile Division, 
Charlotte, North Carolina. Branch offices: 
180 Madison Avenue, N. Y. 16, N. Y.; Pilgrim 
Square Building, 9 Overwood Road at West 
Market Street, Akron 13, Ohio, Telephone 
TE 6-2392. "Reg. U.S. Pac. Off 


CPelawese: Fibers for Industry 


FORTISAN* RAYON * FORTISAN*-36 ©* ARNEL* TRIACETATE ¢ 


ACETATE « 
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How Leakproof Can You Get? 


cet DARTS 
and See! 


This True Ball Joint Makes the Difference 


QUICK FACTS 


Leak proof because precision-ma- 
chined to a true ball joint and 
spherically ground 


Extra wide seats of bronze alloy 
resist pitting and corrosion 


Heavy shoulders can take severe 
wrenching without damage 


Nut and body practically inde- 
structible (of air refined, high test 
malleable iron) 


Tell the Dart leakproof story to 
your customers. You'll get a sale 
and they'll appreciate your advice. 


DART UNION COMPANY - 


@ Individual vacuum testing of each 
Dart to assure absolute tightness 
before leaving factory 


You can use Darts over and over 
again — they stay drop-tight and 
they're easy to install. 


& 


PROVIDENCE 5, RHODE ISLAND 


The Fairbanks Co., General Distributing Agents 


Boston + New York - 


Picsburgh + Rome, Ga. 
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J. William Kelly 


Sales Executives 
Named by Clark 

Clark Equipment Co. has ap- 
pointed J. William Kelly sales man- 
ger of the Electric Truck Section 
of its Industrial Truck Division. 

For the past two years he has 
been sales manager of the Boston 
branch of the Exide Industrial Divi- 
sion of Electric Storage Battery Co. 
and before that had worked as a 
salesman in that company’s Atlanta, 
Ga., branch 


Takes on Added Duties 


Donald E. Stoops has been named 
distributor sales manager of Clark 
Equipment Co.’s Transmission Di- 
sales of 
transmissions and 


vision He will 
Clark’s line of 
torque converters. 


oversee 


Formerly advertising and 
handising manager for the Trans- 
mission Division, Mr. Stoops will 


mert- 





continue to supervise the advertising 
and merchandising program. He 
joined Clark in 1951 as a sales en- 
gineer in the industrial truck divi- 
sion. 


Tipp Mfg. Announces 
New Representatives 


Three new sales representatives 
have been appointed by Tipp Mfg. 
Co. for their “Cable-Way” con- 
veyors. 

The Alfred B. King Co., North 
Haven, Conn., will cover Connec- 
ticut and western Massachusetts. 

Elmer A. Skonberg of the Ma- 
chinery Sales Co., Louisville, Ky., 
will cover Kentucky and southern 
Indiana. 

H. M. Sawrie & Co., Chattanooga, 
Tenn., will cover Tennessee, Ala 
bama and Georgia 


Toledo Pipe Buys 
Thread-Ezy Firm 


Toledo Pipe Threading Machine 
Co. has acquired Thread-Ezy Co., 
maker of the Port-A-Pony portable 
power drive 

Thread-Ezy will be operated as a 
subsidiary and will continue the 
manufacture of the Port-A-Pony in 
its Michigan plant, Philip C. Cooke, 
Toledo Pipe president, announced 
Distribution will be handled 
through the regular marketing or 
ganization of the parent firm, he 
said. 


Promotion Director 
Named by Gates 

Gates Engineering Co. has ap 
pointed Gilbert H. Spector director 
of sales promotion and merchan- 
dising, a new post in the firm. 

Mr. Spector was formerly direc 
tor of trade sales. R. C. Disney, 
executive vice president, said the 
new post was created to integrate 
the promotion and merchandising 
programs of the cOmpany’s indus 
trial and trade sales divisions and 
their distribution systems 








“OTHE 


USED 


ING PLASTERED 


ATLANTA 1000 UNIT 
HOUSING PROJECT 


“Our company is in the process of completing a one thousand unit 
housing project here in your city. 

At the suggestion of your man, we used your RAWL DRIVES for anchor- 
ing wooden shelving to plastered brick finish. The RAWL DRIVES were 
so satisfactory for this installation that | wanted to write you about my 
praise for the drive. 

The carpenters put the shelves up in minimum time, and we were sure 
they were put up to stay when we used the Rawi Drive. Other methods 
of fastening were ruled out due to the expense and time involved 


| know the RAWL DRIVE was the best method of fastening because they 
are fast, economical and at the same time a sure hold.” 
Dave Messer 
FARNSWORTH & CHAMBERS COMPANY, INCORPORATED 


RAWL-DRIVE — Drives Like a Nail, Holds Like a Bolt 


Write for Catalog, prices and free Dimensional Chart. 











an, Aci as 





RAWLPLUG Co., Inc.| 


271 Church St., New York 13, N. Y. 
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Will this blot 
spread... 
or shrink? 


NOTHING STRIKES so brutally at human lives as a slum. 

Yet of America’s many millions of homes, the blot that 
is a slum covers more than | out of every 10 and 
nearly one-half of all our homes are urgently in need of 
repair and basic improvements 

Will the blot go on spreading? Or will a concerted, na- 
tionwide attack on the causes of slums shrink it, year by 
year, until it is wiped out? Today, this is a challenge to 


every American a challenge that must be met. 


Your community . . . your problem! 


A slum reaches across blocks, across miles, to sit on your 
doorstep and demand a price 

You pay it in the threat of crime and juvenile delin- 
quency to your family. You pay the price in higher per- 
sonai property taxes to fight the disease and crime and 
poverty that are slum-bred. You pay personally when the 
value of your home sinks as community deterioration 
takes another step closer 

Your firm pays when the community where you do 
business goes downhill. Slums automatically mean lower 
purchasing power and less effective labor. 

Good citizenship is good business 

It's good citizenship and good business both for your firm 
to join efforts to check housing decay to stop slums 
before they start. In fact, it's the responsibility of every 


business, as it is of every other good citizen, to support 
community improvement efforts. 


Some slums are beyond repair. They should be torn down 
and a fresh start made. Others can be remodeled, made 
to conform to better living standards. So it is up to you 
to get behind every sound program which seeks to pro- 
vide adequate housing for all our people 

Adding your support to the efforts of the millions already 
attacking the problem, your firm can help stop slums cold 
and put America’s housing standards at a new height. 


How to get into action 


A group of Americans from every walk of life has formed 
a new, non-profit organization to help combat home and 
community deterioration — The American Council To 


Improve Our Neighborhoods . . . A.C.T.1.0.N 


Send for a free copy of “ACTION.” It explains what 
A.C.T.1.0.N. is and proposes to do. It also lists book- 
lets, research reports, check-lists, and other material 
which can help you protect the housing health of your 
community. Address P. O. Box 500, Radio City Station, 


New York 20, N. Y. 


American Council To Improve Our Neighborhoods 
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NO.38 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DiS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY 


Front View 
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THESE TEN BIG FEATURES 
MAKE IT EASIER FOR YOU 
TO SELL 


© SIMPLIFIED UNIT CONSTRUCTION with fewer parts for greater ac- 
curacy, longer life, easier maintenance. 


@ EASY READING DIALS cleanly designed for unobstructed vision with 
white egg-shell finish to minimize reflection, reduce eyestrain. 


@ NO GLARE Satin Chrome Finish on case with contrasting black bezel! 

@ EXTRA SMOOTH GEAR MOVEMENT with precision-cut involute gears 
and high efficiency, low friction gear train. 

e REPLACEABLE BEARINGS low friction jeweled or inserted bronze 
bearings accurately aligned to eliminate end play. 

@ RUSTPROOF with stainless steel gears, pinions, racks and spindles. 

e HEAVIER BRIDGE AND CASE (to eliminate distortion, maintain lifetime 
accuracy. 


© DIRECT ACTING SPRINGS completely around spindle or rack to elimi- 
nate cocking and side friction — gives smoother, more accurate action 


with less contact, pressure. 


@ COUNT HANDS 0©n long range models read directly in decimals — no 


calculations. 


© 4 SCREW HOLES permit rotating back 90° to use indicator in different 


positions. 


STOCK AND SELL THE WORLD’S MOST 
COMPLETE LINE — 140 NEW MODELS 





ACCO ACCO Registered Slings-Wire Rope & Chain 


THE STANDARD OF EFFICIENCY AND SAFETY 


products 


Look for these 
aa of Safety 


> 


y 


i ii. 


if 


Want to Increase Sales to Your Present Customers By 10%? 


e It’seasy if you know how. And your 
acco factory representative will be 
happy to let you in on the secret. 
Every one of your customers who 
has a crane or a hoist uses slings— 
either chain or wire rope. Many of 
them are using home-made slings or 
old-fashioned hand-made slings, 
whose safety is open to question. 
These customers of yours need and 
will appreciate the advantages of 
acco Registered* slings. They get pre- 
mium quality, proof-tested slings 
which pay off in lower lifting costs. 
The acco Registered* program, with 
its proof-testing and certification in- 
sures the greatest possible safety fac- 
tor—appeals to every safety- 
conscious plant operating official. 
The It’s good 
business, it’s repeat business, and it’s 


business is there. 


business you can get without making 
any additional calls. 

ACCO provides complete and well 
illustrated literature which makes a 
simple job of choosing the right sling 
for your customer and eliminates any 
need for technical training. And Acco’s 
distributor program keeps your in- 


ACCO MAKES BOTH CHAIN AND 
ACCO can supply both types of slings. 
is preferable to the other. And there are 
called for. Whatever the set-up, ACCO 
greater safety. 


As you know, 


ventory down, yet enables you to 
make the fast deliveries which please 
your customers and build your sales. 
Your acco factory representative 
has the facts. Ask him how you can 
increase your sales by 10%. If you 
don’t already know him, ask our 
nearest district office. 
*Trade Mark Registered 
WIRE ROPE SLINGS... 
there are places where one 
places where a combination of both is 


Registered* slings will fill the bill with 


ACCO can advise you impartially, can furnish dependable infor- 


mation and effective sales promotion literature. 


AECO AMERICAN CHAIN & CABLE 


BRIDGEPORT, 


for 


CONN. 





Atlanta, Boston, Chicago, Denver, De 

\. New York, Odessa, Tex., 
San Francisco, Wilkes-Bar 

in Canada: Dominion Chain Co., 


Philadelphia, Pittsburgh, Portland, Ore., 


Better 
Value 


troit, Houston, Los Angeles, 


re, Pa., York, Pa 
Ltd., Niagara Falls, Ont. 





